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Military buying at a faster pa 
is expected in the final quarte 
* o 7 


turn? 


Now that La 
let’s start some 
public relations. 

* e * 

Let the leaves fall, but don’t fall 
for fallacy that business will just 
naturally continue like it is. 

. > o 


Good Advice: 


The U. S. Chamber of Commerce 
advises: “Don’t overlook the sig- 
nificance of any multiple ordering 
among your customers, or ignore 
the unhealthy effect on business 
conditions if you, yourself, resort 
to multiple ordering.” 

* > > 


The Public Pays 


Since 1932 the payroll of the fed- 
eral executive department has 
jumped 361 percent, according to 
Senator Aiken of Vermont. 

On July 1 it was $2,063,455 against 
$571,171 on the same date, 1932, 
he said. 


y is over, 
r on better 


Lest We Forget 


Public opinion is not supposed 
to influence the courts of the land, 
but history indicates that judges 
are human. That's a tip for the 
minority of dealers who think that 
in a sellers’ market the customers 
have to take it and like it. 

* +. * 


Gold From Gas 


Chalking up the 
increase of any 
source, California’s gasoline tax 
yielded $116,977,647 in the fiscal 
year ended June 30, a gain of 59% 
percent over the preceding fiscal 
year. 

The sharp gain was attributed 
largely to the increase in the gaso- 
line tax rate from 3 to 4% cents 
per gallon last year. 

* * * 


Unfunny Money 

The Secret Service advises the 
New York City area is loaded with 
counterfeit $10 bills. 
green seal $10 bills on the Fed- 
eral Reserve Bank of Chicago (let- 
ter G in the circle) with F399 or 
B388 in small print in the lower 
right hand corner. On the back, 
look for the numbers 1177, 1157 
or 1098 in tiny print inside the 
border at the right. Also the steps 
to the Treasury building are miss- 
ing and the area under the col- 
umns is\solid white. 


largest dollar 
state revenue 


Watch for} 
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Lifts Lid on Criticism of Field Men... 


Parts Coercion Charged 


RUNG criticism against factory 


field men was evident in several 
areas last week: 
1. In Butte, Mont., 
Small Business committee heard | 
charges that auto factories are “co- 


the House 


ercing” dealers into erecting new | 


buildings; 


sisting that dealers drop outside 
lines and handle their particular 
factory’s products. 

3. In the Midwest and on the 
West Coast, it was alleged, some 
field men have been coercing deal- 
ers into buying equipment from cer- 


that dealers are being| tain jobbers or companies, with a 


forced to handle factory-built parts | kickback going to the field men. 


to the exclusion of those made by 
independent firms. 

2. In the East it was charged 
that factory field forces are in- 


QGOME OF de shininis practices 
’ indicate a revival of those em- 
ployed long before the war and are 


Registrations by Makes 


Cars 


New-car registrations for seven 
months: 

1947 Pos. 
375,962— 1 
295,119— 2 
179,353— 3 
134,779— 4 
120,544— 5 
115,2238— 6 
105,291— 7 

59,700—10 
62,215— 8 
59,096—11 
22,750—16 
62,056— 9 
52,314—12 
40,021—13 
25,010—15 
21,119—17 
30,196—14 
8,784—20 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Dodge 
Olds. 
Stude. 
Nash 
Hudson 
Kaiser 
Mercury 
Chrysler 
DeSoto 
Paékard 
Frazer 
Cadillac 
Crosley 


2—215,470 
3—189,183 
4—145,188 
5—133,633 
6—123,318 
7—105,231 
8— 86,159 
9— 71,350 
10— 69,499 
li— 66,580 
12— 64,161 
13— 60,254 
14— 46,303 
15— 45,534 
16— 41,698 
17— 32,553 
18— 16,157 
19— 16,006 Lincoln 14,492—18 
20— 14,475 Willys 13,598—19 
Total All Makes 
1,960,536 1,798,085 


Trucks 


New-truck registrations for six 
months, plus 46 states for July: 
1948 Pos. Make 1947 Pos. 

1—177,073 Chev. 117,1138— 1 

2—139,170 Ford 118,247— 2 
3— 80,777 Inter'l 62,736— 3 
4— 65,378 Dodge 74,3438— 4 
5— 45,0384 Willys 25,250— 6 
6— 39,680 GMC 30,319— 5 
7— 28,029 Stude. 23,420— 7 
8— 7,165 White 7,492— 9 
9— 17,211 Reo 8,043— 8 
10— 6,488 Diam. T 5,800—10 
l1i— 6,188 Mack 5,546—11 
12— 3,562 Divco 2,686—14 
13— 2,911 Federal 3,241—12 
14— 1,785 Brockway 2,372—15 
15— 1,622 Autocar 2,692—13 
16— 1,584 Crosley ciiiiiaesaehcs 
1j— 567 FWD 713—17 
18— 272 Sterling 342—18 
19— 218 W.L’France 320—19 
20— 112 Hudson 1,940—16 
Total All Makes 
616,556 494,603 


For further details see page 42, today’s issue. 


Supp 


lier Strike, Steel Pinch 


Trim Output to 74,253 


By Bernie Thomas 
Staff Writer 

BSERVANCE of Labor Day, a 

strike at Briggs. Mfg. Co. and 
more steel shutdowris at General 
Motors plants combined to drop last 
week’s U.S. automotive production 
to 53,105 cars and 21,148 trucks— 
a total of 74,253 units. 

It was ‘a slump of 24,000 from 
the previous week’s output of 
74,985 cars and‘ 23,371 trucks, a 
total of 98,626 vehicles, according 
to Automotive News’ estimates. 

Although only 170 plant guards 
were involved in the Briggs dispute, 
the company had to send all 25,000 
of its workers home last Wednesday 
morning. 

With the close tieup that exists 


Tradet Profits Taxed 


Michigan Supreme Court Ruling on Sales Levy 
May Spread to Other States 


ANSING. —In a ruling which 

may have nationwide effects, 
Michigan new-car dealers were 
held liable last week for sales taxes 
on tradein deals dating back to the 
end of the war. 

The Michigan Supreme court up- 
held by a 7-to-1 vote new regula- 
tions levying the 3 percent sales 
tax on the difference between the 
dealer’s tradein allowance and the 
market value of the tradein. 

Attorneys predicted that other 
states would follow Michigan’s 
lead in seeking a share of the 
new-car dealer’s postwar “mel- 
on.” The Michigan case was re- 
garded as a test of the tax lia- 
bility of so-called “tradein 
profits.” 





It was expected that the Michi- 
gan Automobile Dealers Assn. and 
the Detroit Auto Dealers Assn., 
plaintiffs in the suit against the 
state, would ask the State Supreme 
court for a rehearing on the retro- 
active clause in the regulations. 

” . + 


;Hx COURT approved ‘plans of 
the state revenue department to 
date dealer liability from March, 
1945. Postwar production .of new 
cars started in July, 1945. 

A dealer spokesman held out 
the possibility of an appeal to 
the federal courts on grounds of . 
uncenstitutionality. An appeal 
for legal relief to the 1948 Mich- 


(Cafitinuéd on Page 6, Col: 3) 





between supplies and final assembly 
operations, repercussions of the 
Briggs tieup at Chrysler Corp. plants 
and Packard were immediate and 
serious. 

* + * 
PACKARD was forced to suspend 

operations completely, idling 6,- 

000 workers. At presstime Thurs- 
day, Chrysler had trimmed its ac- 
tivity to only one line operating at 
Plymouth. Complete paralysis of all 
Chrysler plants appeared likely if 
the Briggs strike continued. 

All Packard and Chrysler work- 
ers sent home were advised not to 
report back for work “until fur- 
ther notice.” 

At General Motors, a “checker- 
board” system of solving a steel 
shortage resulted in the closing of 
GM plants last Friday that had not 
been closed the Friday before. 

Resumption of production at In- 
ternational-Harvester and Nash and 
improved daily volume at Ford 

(Continued on Page 61, Col. 1) 


Production 
Automotive News Estimates 
U. S. Cars, Trucks 


100,369 


‘ Prev. 1947 
k Week Week 


Fér complete production totals 
by ‘makes, see table, page 61. 


due, it is believed, to the scarcity of 
new cars. When cars are plentiful 
again, and dealers no longer fear 
loss of car quotas, it is believed that 
such pressure will disappear. 
Legally, auto factories are pro- 
hibited from coercing dealers in 
selecting their sources of parts, 
accessories and other auto sup- 
plies under the Federal Trade 
Commission and Clayton acts. 
The FTC cited these acts in No- 
vember, 1941, when it ordered Gen- 
eral Motors to discontinue alleged 
coercive and monopolistic practices 
in their relations with GM dealers. 


GM was ordered to cease all pres- 
sure, including canceling or threat- 
ening to cancel franchises, or refus- 
ing or threatening to refuse to de- 
liver cars. 

+ * . 


HE ORDER said that GM could 

not prohibit dealers from dealing 
in supplies from other sources or 
force the dealer to deal in GM ac- 
cessories and supplies. Nor could 
the manufacturer ship supplies with- 
out prior orders from the dealers. 


Independent parts makers have 
expressed fears for some time 
that they might be forced out of 
business by the drive for sale of 
“genuine” parts. Most auto com- 
panies since war’s end have re- 
vamped their parts and acces- 
sories divisions to make them 
more competitive with indepen- 
dent producers, pricewise and 
otherwise. 

To meet this challenge, many in- 
dependents have streamlined their 
forces for a battle royal. When the 
buyer’s market returns in the auto 
field, plenty of fireworks is expected. 


* * + 


At THE Butte hearing—one of a 
series being conducted across 
the nation in the next four weeks— 
representatives of the National 
Standard Parts Assn. testified that 
auto dealers and service stations are 
being “coerced” into handling cer- 
tain service items. 

The NSPA witnesses suggested a 
five-point program: (1) Establish- 
ment of a series of anti-trust courts; 
(2) Consolidation of the FTC and 
anti-trust division of the attorney 
general's office; (3) Strict enforce- 
ment of cease-and-desist orders; (4) 
More funds for the FTC to permit 
better enforcement; and (5) Punish 
economic retaliation against wit- 
nesses who testify concerning un- 
fair trade practices. 


Another witness in Butte was 
John J. Jewell, secretary-treasurer 
of the Montana Automobile Deal- 
ers Assn., who charged that auto 
makers are trying to “enslave” 
Montana dealers by bankrupting 
them. 

William J. Ballinger, economic 
counsel for the House committee, 
said “there are two sides to this 
story,” and promised the committee 

(Continued on Page 57, Col. 1) 
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W. F. Armstrong 
. gets top position 


Armstrong Heads 
Chevrolet Div.; 
Dreystadt Dies 


| F. ARMSTRONG has been 
*named general manager of 
| Chevrolet, succeeding Nicholas 
| Dreystadt, who died last week 
after an illness of several months. 
| (Armstrong’s first name is Wil- 
|liam, although no one calls him 
| that. His associates know him as 
“Armie.”) 

Armstrong, who proved him- 
self a forceful executive in sev- 
eral positions in the industry, 
‘was vice-president of General 
Motors in charge of the manu- 
facturing and real estate staff. 
He was selected for the job of 
| directing Chevrolet’s efforts to 
| maintain its position as the world’s 
| leading car maker over a field of 
outstanding candidates. 


* * * 


ous rejoining GM in 1943, afte: 
several years in which he dem- 
onstrated a marked capacity for 
leadership as _ vice-president at 
(Continued on Page 58, Col. 3) 





Nicholas Dreystadt 
. long illness fatal 





Labor Spotlight Turns 
To Political Arena 


By Mac Gordon 
Staff Writer 
UTOMOTIVE labor leaders were 
in the thick of things last week 
as the Democratic and Republican 
parties officially opened their presi- | 
dential campaigns. 

Both CIO and AF'L leaders were 
playing such an intimate part in the 
political situation that it was un- 
likely they would have much time 


for labor-management problenis be- 
fore the Nov. 2 elections. 
However, there were still some 
disturbing factors left along the 
kabor front. A strike by an inde- 
pendent union of plant protection 
men idled eight Detroit plants of 
Briggs Mfg. Wednesday and 
forced a suspension of assemblies 
at Packard and most Chrysler 
(Continued on Page 8, Col 3) 
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M p Broader ii okie 
Vehicle Administrators 


Push Safety 


By George Deery 
Staff Writer 
Awtev™ 20 percent of the nation’s 
drivers are the real accident 
problem, but they could finally be 
controlled, Harold P. Jackson, chair- 
man of the National Committee for 
Traffic Safety, told 500 members of 
the American Assn. of Motor Ve- 
hicle Administrators at the annual 
convention in Detroit last week. 
The solution, he said, is a part- 
nership of efficient official admin- 
istration and organized public 
backing. 

“The time has come to stop plead- 
ing with people to be safe drivers 
and tell them they must be safe,” | 
Jackson, president of Bankers In- 
demnity Co., told the men who ad- 
minister the laws. 

He congratulated the members on | 
recent statistics produced by the 
association, which indicated that 
they have been bearing down with 
increasing severity on unsafe driv- 
ers and stressed the importance of | 
public opinion and support in this 


campaign. ae 


EE C. RICHARDSON, president 
of the association, and director 
of the Motor Vehicle division of 
Michigan, in reviewing the associa- 
tion’s progress, said that under the 
equipment-approval program, “One 
Test for the Entire Country,” 92 
safety devices have met screening 
standards. 
Pointing out that “a great deal of 


NADA’s Quota 
In G.A.D. Drive 
Set at 3,970 


WASHINGTON. — Five thousand 
automobile dealers will hit the trail 
Sept. 28 in a nationwide member- 
ship campaign for NADA. 

A quota of 3,970 new members has | 
been fixed for this year’s “Give A 
Day To NADA” drive and expecta- 
tions are high for the attainment of 
this goal. 

The quota fixed for last year’s 
“G.A.D.” was 4,503 but the number 
of new members actually signed up 
was 4,739. This brought NADA 
membership to 32,233. By Aug. 31, 
this year it had grown to 32,357. 

If the 3,970 quota in the forthcom- 
ing G.A.D. drive is reached, it will | 
bring the organization’s member- 
ship to 36,347 or considerably more 
than 80 percent of the franchised 
new-car dealers of the country. 

According to Charles C. Freed of 
Salt Lake City, national G.A.D.) 
chairman, the same general organ- 
ization plan is being carried out this | 
year as was the case in the 1947 
campaign. 

This will mean that every non- 
member dealer in the country will 
on Sept. 28 be visited by an NADA 
member and ‘urged to avail himself 
of the many advantages that go 
wjth NADA membership. 














| with the Vitameter. 


Drive 


constructive motor legislation” was 
introduced in 1947 legislative ses- 
sions, he stated that 1949 will find 44 
legislatures in session. “Safety is 
not a partisan matter, it is not too 
early to be sowing the seeds for the 
corrective legislation we need,” he 
emphasized. 

At a luncheon sponsored by 
Automobile Manufacturers Assn., 
Charlies F. Kettering, research 
consultant of General Motors, 
spoke on “Evolution in Automo- 
bile Development.” “The number 
of people killed is _ relatively 
small,” he said, when the distance 
traveled by autos is considered. 

“There can never be a more im- 

portant get-together than between 


| the manufacturers and the enforce- 


(Continued on Page 6, Col. 1) 





Controversial Future Seen 








director of truck sales; 


ningham of Omaha; Colbert; Charies Kunci, 
exhibitors’ committee; Ray Clark, radio announcer, and M. 


gional manager. 


for Vitameter .. . 


bills) were released at the moment L. L. Colbert, president of Dodge, cut a rib’ 
open the Dodge truck and special equipment show in Omaha recently. Left to right start- 
ing with second figure are Charles A. Fisher, Fargo regional manager; L. F. Van 
E. E. Webber, president of Webber Motors; Mayor Glenn Cun- 





TO PROMOTE TRUCK SHOW—Three thousand helium-filled balloons (some carrying $1 


n to 
lortwick, 


of Paim Brothers & Kunci, chairman of the 
W. Chamberlain, Omaha re- 


New Gas Booster Stirs Up Interest 


By Jim White 
Staff Writer 

CLEVELAND. — Application of 
anti-detonant injection (water and 
alcohol) to automobile engines to 
give increased performance — pos- 
sibly a step toward earlier intro- 
duction of high-compression en- 
gines in passenger cars—was ad- 
vanced here last week at a demon- 
stration of the Vitameter, a prod- 
uct of the Thompson Vita-Meter 
Corp., a wholly-owned subsidiary 
of Thompson Products, Inc. 

Similar to a system used on 
American military aircraft dur- 
ing World War II, the develop- 
ment is described by some en- 
gineers as being the greatest per- 
formance booster since the dis- 
covery of tetraethyl lead. It is 
said to have the effect of raising 
a gasoline’s octane rating by 10 
to 20 numbers and thereby al- 
lowing full power without knock- 


ing. 
(Other automotive sources indi- 
cated a lively interest in the 


Thompson device, as well as reluc- 
tance to discuss it until all the 
returns are in. 

(It was learned that most of the 
auto makers were experimenting 
None would 
admit that final evaluations had 
been made. All were interested in 
watching public use of the device. 

(Among disadvantages cited 
were the cost factor and the fact 
that the Vitameter complicates 
the fuel process at a time when 
efforts are being made to sim- 
plify it. 

(Some sources pointed out that 
Vitol costs about $1.50 a gallon, 
while higher octane gas would pro- 
duce similar results at less costs. 

(Others took the view that it 
offered possibilities to those work- 
ing on higher-compression engines 
in that it might provide high-oc- 


tane performance at a time when 





(ATLANTA 


000 visitors last week. 
plant manager; Don S. Zimmerman, Chevrolet-Norwood 
the Atlanta plant for |i years: E. S. 
operations; 
manager of assembly operations. 


ON SECOND MILLION;—Celebrating their 20th anniversary and 
millionth Chevrolet, Chevrolet and Fisher Body divisions at Atlanta 


Officials who took part were (left to right) 


Wellock, of Detroit, 
D. W. FPleser, Fisher Body resident manager, 





Air Force Gives AC 


Big Spark Plug Order 

DA IN, O. — The largest 
peacetime order for aircraft 
spark plugs ever issued, totaling 
nearly $1,000,000, has been award- 
ed to AC Spark Plug division of 
General Motors, it is announced 
by procurement officials of Air 
ae Command headquarters 

ere. 

The 235,850 spark plugs or- 
dered are expected to cover 
spark plug needs for all the Air 
Forces C-74 and B-36 aircraft 
during the next year. 





high-octane gas was not generally 
available. 

(Some offered the opinion that 
many people would buy the de- 
vices and find them of little use, 
since present gasolines and pres- 
ent engines, providing they are in 
good condition, are in balance. In 
addition, there is the problem of 
keeping two tanks filled.) 

Vitameter is essentially an auxil- 
iary carburetor and makes anti- 
detonant injection possible in auto- 
mobiles when used with an anti- 
detonant fluid, Vitol, which is com- 
posed of 85 percent alcohol, 15 
percent water, 3 c.c. of tetraethyl 
lead and a soluble oil. A five-quart 
tank contains enough Vitol for 500 
to 700 miles of driving, it is 
claimed. 

Because the higher octane gaso- 
line is not now available, automo- 


Outlay by British 
In Canada May 
Reach $100 Million 


OTTAWA, Ont.—Following a 
visit here by Sir James Helmore, 
top-ranking Board of Trade offi- 
cial from Britain, and an impor- 
tant group of United Kingdom en- 
gineering industry representatives, 
it was learned that United King- 
dom manufacturers are planning 
to expand considerably not only 
their trade with Canada but to 
establish many more branch plants 
within Canada, including those 





connected with the automotive in-|~ 


dustry. 

It is understood that there is 
now a distinct chance that such 
expansion programs may mean 
new capital investments reaching 
$100,000,000 in Canada in the next 
year or so and this would involve 
a large number of British firms, 
many of which are showing such 
expansion interest in Canada for 
the first time. 


Two Ark. Dealerships 


D ed by St 
FORHEST GEFY, Ark—Hedeon 


Sales Co. and Tucker-Few Motor 
Co. here were among several busi- 
ness places damaged by a recent 
windstorm. 

Plate glass windows, dealership 
signs and interior stocks and 
stores were damaged in buildings 
' centered in the business district. 








bile manufacturers are at present 
unable to release their high com- 
pression, fuel-saving engines, Vita- 
meter claims. Moreover, the petro- 
leum industry is reluctant to raise 
octane ratings because to do so 
would reduce the yield of gasoline 
at a time when demand for volume 
production is unprecedentedly high 
and when further depletion of U. S. 
oil supply would have serious con- 
sequences, it is said. 

Vitameter officials believe their 
device can solve the problem. They 
claim that the device does the fol- 
lowing: 

1. Boosts octane ratings 10 to 
20 numbers or more and is there- 
fore adequate for the new higher 
compression engines. 

2. Utilizes these increased oc- 
tane numbers only when they are 
required, thus avoiding waste of 
octane numbers. 

38. Makes possible the use of 
gasolines now available and 
would eliminate the necessity for 
enormous investment by the pe- 
troleum industry in new equip- 
ment necessary for higher octane 
production, as well as reducing 
yield from crude oil. 

4. Installed on present automo- 





Quota Covered 


For Midwest 
Renault Dealers 


CHICAGO.—Enlistment of deal- 
ers and distributors for Cleveland, 
Milwaukee, Kansas City, St. Louis, 
Louisville, Minneapolis-St. Paul, 
Bloomington for southern Illinois, 
and three in Chicago ended here 
at the Midwestern debut of the 
French rear-engined, four-door Re- 
nault '49 sedans. 

Reporting the showing a “great 
success,” Charles L. Bowman, presi- 
dent of John L. Green Operations 
Corp., sole U. S. distributor, last 
week disclosed also that dealers and 
distributors already signed will take 
the entire Midwest quota of Re- 
naults. 

Bowman gave a further insight 
into the policy of his firm, which 
is now receiving Renaults from 
France in “quantity.” 

“Our plan calls for selling cars, 
not franchises,” he said. “By that 
we mean cars for dealer showrooms 
and immediate delivery to buyers. 
| We refuse to have a dealer hang 
out a sign stating that he repre- 
sents Renault and then tell cus- 
| tomers that the cars will be avail- 
| able later for delivery. Dealers can’t 
|make money that way. 

“Every dealer we have closed has 
been promised cars immediately, 
and in specified numbers over the 
months to come.” 

Bowman’s staff was busy through- 
out the show interviewing prospec- 
tive dealers, and when they reached 
the quota in deliverable cars for 
the Midwest, they closed shop, he 
stated. 


Wiesmyer Heads 
Rouge Assembly 


DEARBORN. — All Rouge plant 
assembly operations of the Ford 
Motor Co. and related activities 
have been transferred from general 
production operations to the juris- 
diction of M. L. Wiesmyer, general 
manager, Ford assembly operations, 
it was announced by D. S. Harder, 
vice-president and director of manu- 
facturing. 

Wiesmyer has headed all Ford 
branch plant assembly operations 
with the exception of the Rouge and 
Highland Park plants. Included in 
the facilities transferred are Ford 
and Mercury assembly lines, body, 
paint and trim operations and Dear- 
born branch delivery activities. In 
addition, all body assembly opera- 
tions in the press steel shop and the 








biles, either late model or pre- | driveaway garage have been moved 


war, it boosts performance when 
high performance is needed. 
A. TT. Colwell, vice - president, 


under Wiesmyer. 
Transfer of these functions has 
been made to give management 


Thompson Product €o., and former | Closer control over accounting and 


president of the Society of Auto- 
motive Engineers, estimated that 
“the combination of high-compres- 
sion engines and the Vitameter can 
add at least 25 percent, on a ton- 
mile basis, to the motor gasoliné 
portion of U. S. oil reserves.” 

“This percentage estimate,” he 
declared, “is based on the proved 
economy of high-compression en- 
gines and the fact that the Vita- 
meter makes unnecessary any in- 
crease in the octane rating of gaso- 
line. 


cost factors, Harder said, and to 
bring all Ford passenger car assem- 
bly under one supervisory head. 


St. Louis Police Estimate 


Tradein Saving at $40,000 

ST. LOUIS.—The city of St. Louis 
saved about $40,000 because used 
police cars were sold for cash in- 
stead of being traded in on new 
cars, and the police department 
during the fiscal year turned back 
$64,360 because of that policy, ac- 
cording to Ben L. Liberman, treas- 


“Without Vitameter, it would be|urer of the police board. 


necessary to make a _ substantial 


He said the department paid $99,- 


increase in the octane rating of | 715 for 78 new cars. He estimated 
gasoline and this would entail a/that had it followed the practice 


refinery yield loss of about 1 per- 
cent per octane number with much 
equipment in use today,” Colwell 
declared. 

(See BOOSTER, Page 60, Col, 2) 


of trading in the old cars instead 
of taking advantage of the prevail- 
ing high used-car market, the total 
tradein allowance would have been 
about $25,000. 





FORDS JOIN AMERICAN LEGION—Accepting the keys to two 1949 Ford sedans, pre- 
sented on behalf of the Ford dealers of Mississippi for use by the Mississippi American 
Legion department, is, fourth from left, Polly Armstrong, state commander. Witnessing the 
ceremony at the War Memorial building, Jackson, are, left to right, Flowers Hamrick, 
president, Mississippi Automobile Dealers Assn.; Andre Wise, Wise Motor Co., Hazelhurst: 
Word Gidden of Word Gidden, Shelby; Armstrong; Frank Chambers, state adjutant, and 


G. P. 


Montagnet, New Orleans district sales manager for Ford. 
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S ALL dealers know, the sale of 

new and slightly used new cars 
at prices of hundreds of dollars 
above the dealer’s delivered price 
of a new car has developed into a 
national scandal. Newspapers, ra- 
dio and the public have become re- 
sentful of the situation. 

The public believes that the 
average new-car dealer is in col- 
lusion with a used-car dealer. 
Many persons think that is the 
reason they are unable to obtain 
new cars. Manufacturers have 
spot-checked the situation and, in 
a very few instances, found a 


Tenn. Assn. Asks 
$15 Limitation 
On Sales Tax 


NASHVILLE, Tenn.—Limitation 
of the Tennessee sales tax to a 
maximum of $15 on each purchase 
was recommended by David P. 
Whelchel, representing automobile 
dealers, at a public hearing con- 
ducted here by the State Tax Revi- 
sion commission. 

The proposal was one of many 
views on how Tennessee’s tax sys- 
tem should be changed which were 
submitted at the hearing 


Headed by W. F. Barry, the 
seven-member commission was ap- 
pointed by Gov. McCord to recom- 
mend means of modernizing the 
state tax structure to the 1949 
state legislature. 


Although some of the spokes- 
men appearing before the commis- 
sion on behalf of 18 groups sought 
more money for specific purposes, 
the majority favored tax reduc- 
tions, especially in those taxes af- 
fecting their particular interests. 

Herbert Bingham of Nashville, 
executive secretary of the Tennes- 
see Municipal league, spoke in 
favor of the league’s six-point pro- 
gram, which calls for a greater 
share of the state’s income for 
cities. 

Dr. A. D. Holt, secretary-treas- 
urer of the Tennessee Education 
Assn., urged approval of that 
group’s legislative program, which 
includes a $470 annual salary boost 
for Tennessee teachers. 

William R. Pouder, executive sec- 
retary of the Tennessee Taxpayers 
Assn., criticized the present meth- 
od of distributing sales tax funds 
to counties. He also submitted a 
lengthy list of recommendations, 
including increased exemptions on 
stocks and bonds, more efficient 
property assessment, privilege tax 
simplification, and elimination of 
the carbonic acid gas tax. 

Charles L. Gornelius sr., of Nash- 
ville, representing the Tennessee 
Manufacturers Assn., urged revi- 
sion of state franchise and excise 
taxes to eliminate discrimination 
against corporations. 

Replacing the state sales tax 
with a graduated income tax was 
one of several proposals advanced 
by Harold D. Martheneke of Nash- 
ville, acting executive secretary of 
the Tennessee CIO council and 
spokesman for the Joint Labor 
Legislative committee. 
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new-car dealer the cause of the 
condition. 


This column has expressed its 
opinion on this situation on many 
occasions and has asked readers’ 
advice as to how the trade can best 
purge itself of any basis for public 
criticism. This conductor has re- 
ceived a number of communica- 
tions. These will appear later in 
this column. I invite other readers 
to express their thoughts as to how 
to best avoid this hot spot. 


* * * 


Condemns Practice 
As Greedy 
| AM delighted to publish below a 
letter from Emmett Newton, 
who entered this business in 1916 
and who has been a Chevrolet 
dealer since 1927 in Chattanooga, 
Tenn. Emett’s judgment has always 
been respected by members of this 
trade. He has served as president 
of the Chattanooga and Tennessee 
associations, and as Tennessee 
NADA director. 


“I find myself in complete ac- 
cord with the dealer whose letter 
appeared in your column on Aug. 
16 in which he condemned the prac- 
tice of new-car dealers selling used 
automobiles at excessive prices. 


“One of the greatest, if not the 
greatest, of all sins is greed and, 
if not greedy, it most certainly 
borders upon greed, to say noth- 
ing of being inflationary and un- 
ethical, for a new-car dealer to 
profiteer in used cars or through 
the operation of any other de- 
partment of his business. 


“The second letter appearing in 
Dealers Tell Me on the same date 
suggests that it is practically im- 
possible to purchase used automo- 
biles at a reasonable price so that 
they might be sold on a comparable 
basis. I admit this is true, but at 
the same time I maintain that it is 
entirely unnecessary for a new-car 
dealer to buy used cars and trucks 
for resale in order to remain in 
business. As a matter of fact, he 
can, under existing conditions, re- 
alize a greater net return on his 
new-car and/or truck operation, 
without regard to the sale of a sin- 
gle used unit, than he ever dreamed 
was possible during normal times. 


* * * 


Cites Proposal 


For Car Dealers 


“ A LTHOUGH it is an unfortunate 

state of affairs, it must be ad- 
mitted that used-car dealers can 
only exist through the purchase of 
automobiles and trucks for resale 
at prevailing prices; hence, they 
should, in all fairness, be excluded 
from discussion. On the other hand, 
if they and new-car dealers alike 
would refuse to pay excessive prices 
for units purchased for resale, val- 
ues would, in my opinion, immedi- 
ately seek a much lower and more 
reasonable level. 

“Under no circumstances do I 
wish to assume a ‘holier than 
thou’ attitude, yet I am intensely 
interested, as is true with thou- 
sands of other dealers, in the per- 
petuation of our industry on a 
high plane, giving at all times due 
consideration to proper public re- 
lations. Having this in mind, I 
urged the directors of the Ten- 
nessee Automotive Assn. to go on 
record to the effect that it was 
deemed unethical for a new-car 
dealer to sell used automobiles at 
prices higher than were charged 
for comparable new units. 

“Much to my surprise, for rea- 
sons best known to themselves, they 
refused to do so, even though 
NADA’s code of ethics clearly con- 
demns unfair trade practices. I 
hope sincerely our state association 
may change its thinking because 
they can, by so doing, render a 
helpful service to the industry. 

“In conclusion, I might add that 
Chevrolet does not install acces- 
sories at the factory and that we 
price our cars and trucks as they 
are received, plus the established 
freight and handling charges.” 








Ontario Paces Canada’s 


Car Population Gain 
OTTAWA, Ont.—The number 
of passenger cars in Ontario av- 
eraged one per 6.5 persons in the 
past 12 months, compared with HARRISBURG, Pa. — Pennsyl- 
7.0 in the previous year, accord- | yania’s automobile dealers have 
ing to the latest nationwide sur- | been asked by the state department 
vey of the Department of Trade | of revenue to help apprehend a 
poate a of the Canadian | clever stolen car thief. 
— In a letter addressed to Claude 
aa ear — S. Klugh, manager of the Pennsyl- 
¢ e'the Sea showed the |V@nia Automotive Assn., Robert I. 
= P ae ve Schreffler, assistant director of mo- 


following, with the preceding /1,. vehicles, said his de 
. ; partment 
year’s figures in brackets: Al thought the association might be 


an chaee ane Se at of some assistance and probably 
(9.2): , toba, 9.8 ari save dealers financial loss through 
; Mani ; Prince the purchase of a car. 


Islan 4 33 Ni 
Scotia, 18.2 a ; ena) ts Weve | gchreffier reported the following 
wick, 14.2 (15.7); Quebec, 17.6 | facts: 
(19.3); Wukon 22.0 (22.8); Can- The thief represents himself to 
ada, 9.2 (10.0). be a salesman for the Avon Soap 
Co. and several other concerns. 








Practical Public Relations 





"\MAN-TO-MAN" FOR SAFETY'S SAKE—Detroit's Mayor Eugene |. Van Antwerp signs a 
man-to-man agreement with his 13-year-old son, Danny. The agreement covers Danny's 
driving the family car when he becomes of age in three years. This father-son contract is 
being promoted by new-car dealers in Detroit and many other associations around the 
country to curb accidents involving young drivers. Looking on are Gordon C. Graham, 
director of safety, department of schools, Detroit; Walter Pletcher, assistant director of 
traffic safety in Detroit; Paul T. Graves, executive vice-president of the Detroit Auto Dealers 
Assn.; James Lupton, director of traffic for the Detroit police department; T. F. Creedon, 
consultant to the national Inter-Industry Highway Safety Committee, and Jack Rose, chair- 
man of the Michigan inter-industry safety committee. 





DEALER'S GENEROSITY AIDS HANDICAPPED—Twenty-five years as a Chevrolet dealer 
in Union City, N. J., was celebrated by George Laessig, head of B. D. L. Motor Corp., by 
the presentation of a $1,000 check to the Help the Handicap committee of the Nort 
Hudson Kiwanis club, at a “George Laessig Day’ luncheon. Laessig, himself a victim of 
infantile paralysis in 1913, is chairman of the committee. Vice-President Henry Kiefer is 
accepting check. Looking on, left to right, are J. B. Boland, city manager of Chevrolet; 
George Laessig jr., vice-president of the B. D. L.; Charles Block, former Kiwanis district 
governor; R. P. Murphy, Chevrolet New York zone manager; J. E. Simmons, Atlantic Coast 
regional manager, and J. W. Fenton, district manager. 





GENEROUS GESTURE—A. R. Knight, Gallipolis (O.) Chevrolet dealer, pouting keys 
for a 48-passenger bus, his. gift to Rio Grande College, Rio Grande, O. Dr. F. Mc- 


Dermott, president of the college, is shown accepting the keys, as W. A. Lewis, dean, 
looks on. Knight also operates Mason Cou Motor Co. (Chevrolet), Pt. Pleasant, O., and 
Pomeroy Motor Co. (Chevrolet), Pomeroy, O. 


Watch Out for This 


Slick Trick Artist Is Preying on Pa. Dealers; 
Warning Is Sounded by Assn. 





In three cases he has purposely 
burned the clutch out and re- 
quests a dealer to tow his car 
into a garage. 

After reaching the dealer’s place 
of business, he tells a story that it 
is his car and he is disgusted with 
its performance. His company is 
buying him a new car within a 
week or 10 days and as soon as he 
gets home from the present trip 
he is going to dispose of the car 
and apply the money to a new home 
he has purchased. 

If the dealer makes an offer, he 
offers to sell providing the dealer 
pays him in cash and will make 
arrangements for his transportation 
to the railroad station in order that 
he can catch a train for his next 
appointment. 

Investigation shows all cars are 
stolen in New York state and he 
has New York registration certifi- 
cates in fictitious names. 

The thief is five feet, seven or 
eight inches tall, 150 pounds, and 
wears glasses and clip-on sun 
glasses. He is very nervous and 
while talking removes the sun 
glasses and on occasion his regular 
glasses. 

Numbers on none of the stolen 
cars have been changed. All cars 
are late models, of which three 
were Chevrolets and two were 
Buicks, 

“If any of your members are con- 
tacted by this person,” Shreffler 
said, “we will appreciate it if they 
will call the nearest Pennsylvania 
state police substation and delay 
him until he can be picked up.” 


$15,000 Swindle 
Laid to Fake 
Auto Dealer 


PHILADELPHIA.—Solution of a 
$15,000 racket in non-existent new 
cars was announced here with the 
arraignment of John Hamilton, 40, 
former ambulance driver, on a 
charge of obtaining money under 
false pretenses. 

Hamilton, according to detectives, 
got the racket started when he ob- 
tained a new car in 1946. He sold 
the car to a local man in a legiti- 
mate transaction. 

Using the customer as a refer- 
ence, Hamilton is said to have posed 
as a dealer in Dodge, Plymouth or 
Chevrolet cars. He obtained down 
payments ranging from $500 to 
$2,300 from at least 10 men, five of 
them physicians, police say. 

The cars, it is said, never arrived. 
Finally one of the “customers” com- 
plained about the delay in delivery. 

The former ambulance driver was 
apprehended in Baltimore on an 
armed robbery charge and returned 
here. 


Conn. Dealer Sues 


Cadillac Reseller 


BRISTON, Conn.—Suit for $300 
has been brought by King Motors, 
Inc., against Angelo Delfino of this 
city, who is said to have resold a 
new 1948 Cadillac convertible coupe 
six days after he bought it from 
the firm. 

The motor company had stipu- 
lated when it sold the car to Del- 
fino, it is reported, that he was 
not to sell it within six months 
unless he first gave the company 
a chance to repurchase. 


Lyons (Kans.) Ford Firm 
Sued for Non-Delivery 

LYONS, Kans.—Because, he 
charged, he was 22nd on the firm’s 
delivery list for a new Ford and 
Welch Motor Co. sold more than 
22 cars of the model he had or- 
dered to other customers without 
attempting to make delivery to 
him, Paul Jackson filed a court 
suit here. 

In his suit, Jackson said he was 
due actual damages of $340, plus 
$8 interest on a $50 deposit and 
punitive damages in the amount of 
$2,650 for a new Ford tudor sedan 
and attorney. 


Scheetz Motors Remodeled 

Scheetz Motor Co. (Cadillac), 
Norton, Kans., announces the 
grand opening of its remodeled 
showroom. 
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During 
George M. Slocum, his column is 
being conducted by sales leaders in 
the auto industry. 
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steam, but it also 
is typical of busi- 
ness life under 
the American pri- 
vate competitive 
enterprise system. 
Few other busi- 
nesses epitomize 
as much the ad- 
vantages of serving customers or 
the liabilities of failing to do so. 

In our country the public has the 
final say as to whether a business 
concern may survive. The history 
of the automobile business is gra- 
phic proof of this condition. Only 
those enterprises which have con- 
tinuously made vehicles the public 

will buy and which they can sell 
at a profit have lived over the years. 

It is wonderful to know that in 
the United States no bureaucrat can 
decide whether an automobile busi- 
ness can operate or not. The fact 

that only buyers of new and used 
vehicles and sound management 
can do this is stimulating to every 
man and woman who wants to get 
into the business and pit his energy 
and ability against his competitor. 
+ + + 

WE ALL KNOW the results of 
this system. The finest cars and 
trucks in the world are made in the 
United States. And 71 percent of all 
the cars and trucks in the world 
are used here. 

But these vehicles are only part 
of the great automobile industry 
and its economic place in our lives. 
The growth of the automabile in- 
dustry is intertwined and _ inter- 
related with the great expansion of 
roads in this country, with the thou- 
sands of independent merchants 
who operate garages, gasoline sta- 
tions, tourist camps, and the many 
other services enjoyed by motorists 
and truckers. All of these succeed 
or fail, depending upon public ac- 
ceptance and the successful ability 
of many people to manage their 
businesses well and to serve the 
public. 

Recently Chrysler Corp. has 
been running a series of adver- 
tisements in some trade publica- 
tions describing the experiences 
of some of the men who are now 
selling its cars and trucks. These 
have been published in the hope 
that they might inspire young 
men who want to progress in 
business under their own power. 

I wish there was space to reprint 
many of these here, but with the 
thought that one typical of the rest 
will be interesting and will demon- 
strate one of the many kinds of 
opportunities which exist in this 
business and the kind of young 
men who have made good in it, I 
am going to quote it. 

* + * 

UNDER THE heading, “Mother 
Said, ‘Be Big Like Texas,’” was the 
following: 

“Once I stood on a Texas hilltop 
with my mother. It seemed the 
whole world sloped away around us. 
All she said as we stood there was, 
‘Tom, when you grow up, be big 
like Texas.’ 

“Mother and father had both 
passed away by the time I was 
10 years old. Uncle Joe took me 
and my kid sister in, and for five 
years I drove the meat wagon for 
Uncle Joe’s butcher shop. You can 
bet in those years I saw a lot 
more than the wagon wheels go 
around, 

“T didn’t get much regular school- 
ing. I was 15 when I got a job with 

a railroad, calling train crews to 
its night runs—for $35 a month. 
After five years of this, I got the 
yardman’s great reward: I got to 
be a brakeman and saw Texas from 
the roofs of Cotton Belt cars as we 
moved ali over the state. I loved 
the adventure of it, and often 
thought of mother’s advice to ‘be 
big like Texas.’ 

“One night between trips I talked 
with Uncle Joe about the future. 
I had the itch to move up, but 
didn’t know just how. I asked him 

(Continued on Page 52, Col. 1) 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers and 
dealers in motor vehicles, parts and accessories. 42. A fair profit to the 
dealer on every used vehicle accepted in partial payment for a new car or 
truck. 43. Every dollar of gasoline tax collected by state or federal ae 
ments applied to the building and maintenance of highways. 1S The elimina- 
tion of governmental and bureaucratic controls over this industry. 75. A 
return to the precepts of independence and the rewards of applied energ 
and ability, which made America and gave more of her citizens more 
the better things of life than anywhere else in the 





Growth vs. Expansion 


WE DON’T like to hang crepe. In most cases, we can 
find a pleasant side to anything. We can give you any 
number of reasons why good times will go om for years; 
why it is silly to talk of a serious depression, or anything 
like it, in the cards for a long time to come. 


But it occurs to us now and then that the businessmen 
who get knocked for a loop in depressions or recessions or 
whatever you want to call them, are the lads who thought 
it would never end that last time. Remember? 


The farmers who lost their farms were not the ones that 
improved the farms they owned, but those went out and 
bought a half-dozen more. The same applied to householders 
and businessmen. 


People soon get accustomed to thinking in terms of the 
income they have today, even when they know it is abnor- 
mal. As a result, they often take on commitments in rela- 
tion to that income, forgetting that tomorrow their incomes 
may be smaller. 


We aren’t talking about steady, sensible growth and im- 
provements. We are talking about plunging. 


Don’t count tomorrow’s sales on the basis of the orders 
customers force on you today. 


._ Bad Checks On the Rise 


es are many indications that bad checks and bad 
titles are on the rise. Several dealer associations have 
reported numerous instances lately. 


The other day, auction operators formed a national pro- 
tective association, partly to combat bad checks. 


Dealers have written to AUTOMOTIVE NEwS seeking rem- 
edies. 


We know of no sure cure. With changing fortunes, even 
honest dealers write bad ones sometimes. Recently a dealer, 
held on a bad-check charge, asserted that he was a victim, 
rather than the perpetrator. Checks he had on deposit 
turned bad, thus making his account light. 


There is one thing that dealers can do: Go slow. Take 
time. Check carefully. 


Watch Regulation W 


Most dealers expect that Regulation W, starting Sept. 20, 
won't hurt too much. Nonetheless, it is a good idea to 
keep an alert eye on the effects it might have on your busi- 
ness, and let your dealer associations know immediately if 
the shoe starts to pinch. 





HAPPY DAYS ARE 
HERE AGAIN 


‘Sideline Pressure ..... 


’ 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. 


letters but you may sign your name 
used if you so request. 


Dealer Protests 

I happen to be connected with 
a... dealer. I say this factory 
does put plenty of pressure on all 
their dealers to buy plenty of stuff, 
and these dealers are planning to 


organize to have this sideline pres- | 


sure stopped. 

I do know that several dealers 
did ship this sideline back to the 
branch and it was shipped back 
to the dealer and he had to take 
it and like it. 

We are contesting this stuff that 
is lying on the shelves with our 
money tied up in it. The factory 


has gone too far. They had better | 


give us automobiles, or we will 
have to have an auction on the 
sideline stuff to live or even exist. 
—(Name Withheld), Virginia. 

* * . 


A Close Look 


I have just read the five in- 
stances of “mistakes made by auto 
dealers” as summed up by Frank 
W. Herrick, of the Michigan Auto 
Dealers Assn., in your Aug. 2% 
issue. 

While not defending the dealers 
and admitting there are such inci- 
dents, let’s take a close look at 
the professions of some of Mr. 
Herrick’s witnesses: 

Case No. 1—“A Doctor” — The 
cemeteries are filled with people 
who died because “the operation 
was a big success but the patient 
died.” What profession makes more 
life and death mistakes than the 
medical profession? 

Case No. 2—“A prominent state 
senator”—If there is a more fum- 
bling, more bumbling bunch of po- 
litical quacks than the bunch we 
have in Lansing—name them. Do 
they ever do anything right? 

Case No. 5—“A prominent Cir- 


No attention is given to unsigned 
with the assurance that it will not be 


Address Editor, Automotive News, Detroit 26, Mich 





| cuit Court judge”—Here is a pro- 
fession that reeks with misjudg- 
ments, hung juries, hanging the 
wrong man, mistrials that cost the 
taxpayers thousands upon _ thou- 
sands of dollars. 

In every case mentioned, if you 
looked into the complainer’s busi- 
| ness, you’d find just as many er- 
rors, slip-shod workmanship, etc. 
The car dealer does 35 percent of 
all service work on his make of 
car, yet in every instance the cul- 


Coming Events 
SEPTEMBER 

Sept. 15-26—Turin, Italy, auto show. 

Sept, 19-21 — Memphis (Hotel Peabody) 
Tennessee Automotive Assn. convention. 

Sept. 20-21—Mlilwaukee (Schroeder hotel) 
Annual convention of Wisconsin Automo- 
tive Trades Assn. 

Sept. 22—Rutland. Annual meeting of Ver- 
mont Automotive Dealers Assn. 

Sept. 23-24—Portiand Springs. Maine Auto- 
mobile Dealers Assn. convention. 

Sept. 26-28—New York City (Waldorf-As- 
toria). National Used Car Dealers Assn. 
annual convention. 

Sept. 28—Louisville (Kentucky hotel). Sec- 
ond annual state convention of the Ken- 





tucky Automobile Dealers Assn. 

Sept. 29-30—Denver (Shirley-Savoy hotel) 
Annual convention of Colorado Motor Car 
Dealers Assn. 

OCTOBER 

Oct. 1-2—Atlantic City. Annual Tri-State 
meeting of Pennsylvania Automotive Assn. 

Oct, 3-5—Biloxi, Miss. Alabama Dealers 
Assn. convention. 

Oct. 3-5—Savannah, Ga. Georgia Automo- 
bile Dealers Assn. annual convention. 

Oct, 7-12—Paris Auto Show. 

Oct. 11-13—Los Angeles (Biltmore). Amer- 
ican Society of Tool Engineers semi- 
annual convention. 

Oct. 17-19—San Antonio, Tex. 
vention, Texas Automotive Dealers Assn. 

Oct. 17-19 — Augusta, Ga. (Sheraton Bon 
Air hotel). Annual convention and equip- 
ment exhibit of South Carolina Automo- 
tive Dealers Assn. 

Oct. 19—New York (Hotel Roosevelt). 9th 
annual meeting and lunch, Automobile 
Old Timers. 








Annual con- 
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100 miles per nap 


America’s motoring millions de- 
mand comfort. 


They insist upon the kind of 
luxurious comfort they find in 
seat cushions or upholstery made 
of Hewitt Restfoam. 


No wonder this famous foam 
rubber cushioning has won such 
rapid favor among automobile 
manufacturers, designers, and 
engineers. 


These men know that Restfoam 
puts any price car in the luxury 
class as far as utmost riding com- 
fort is concerned. They know, too, 


that unlike ordinary cushioning, 
Restfoam yields to every body 
contour of the rider. Yet it offers 


firm natural support. 


Remember . . . Restfoam is na- 
tionally advertised. Car owners 
recognize it by brand name... 
insist upon it in the upholstered 
furniture they purchase .. . and 
look for it in the cars they buy. 





If the cars you sell are cushioned 
with Restfoam, be sure to tell 
your customers. This modern 
cushioning has been proved in 
thousands upon thousands of 
cars—and in buses, trains, and 
planes. For further information 
about Restfoam call George P. 
Hooper, Manager of Automotive 
Restfoam Sales, 1914 Fisher Bldg., 
Detroit 2. Phone Trinity 3-6970. 
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HEWITT RESTFOAM DIVISION, BUFFALO 5, NEW YORK 
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Push Safety 
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(Continued from Page 2) 


ment officials,” he added, and 
praised the latter for their efforts. 
He urged the officials to continue to 
work on reducing the accident-per- 
mile goal. 
* * 

CANNING the past, Kettering 
7 stressed that when they come off 
the line, cars are tailored to meet a 
wide variety of climatic changes, an 
achievement not common in indus- 
try, in general. 

Pointing out that sales man- 
agers had said that each year’s 
new model was the best for the 
past 35 years and “they were 
right,” Kettering declared, “we are 
still in a period of terrific devel- 
opment.” He looks for continued 
advances in improvement in oils 





Stinson Dealers 
To Get Delivery 
At Willow Run 


SAN DIEGO, Calif.—As an- 
nounced to Stinson dealers some 
months ago, Consolidated Vultee 
Aircraft Corp. has completed ar- 
rangements for delivery facilities 
at the Willow Run airport near 
Detroit to serve Stinson dealers 
and their customers pending re- 
moval of manufacturing facilities 
to San Diego. 

Convair’s Stinson division has 
built up an inventory of four- 
place Voyagers and Flying Station 
Wagons to satisfy dealer require- 
ments for a period of several 
months in advance, it was said. 
The major components of these 
Stinson airplanes are in storage at 
Willow Run and are withdrawn for 
assembly, flight testing and deliv- 
ery in accordance with dealer re- 
quirements. 

Convair announced also an in- 
ventory of Stinson parts sufficient 
to last from 12 to 18 months has 
been built up and is stored at the 
Stinson plant in Wayne, Mich. Dis- 
tribution of parts will continue 
from this point during the change- 
over period and until production 
is resumed. 

The initial move of personnel 
and equipment to San Diego from 
Wayne has started. Some engineer- 
ing personnel, certain equipment, | 
and prototypes of 1949 models have 
already been transferred, officials | 
said. 


Police Resales 


Charged in Tenn, 


NASHVILLE, Tenn. — David P. | 
Whelchel, executive vice-president | 


of the Tennessee Automotive Assn., 
appearing before the Tennessee Tax 
Revision commission, asserted that 
“a Chattanooga policeman has| 
bought and sold eight new automo- | 
biles at considerable profit to him- | 
self since the war ended.” 
Whelchel declared that no sales 
tax had been paid on resale of the | 
eight cars in Chattanooga. He} 


termed it “a fairly common practice | 
over the state” and that a consider- | 
able amount of sales tax payments 
were being avoided in this manner. 


just as there has been in tires and 


cars. 

L. L. Colbert, president of Dodge, 
was to have addressed the annual 
banquet Thursday evening on “Auto- 
mobile Production Since the War,” 
in which he planned to analyze the 
various factors that have prevented 
a higher output. 

He revealed in a prepared speech 
that Dodge is “now in the process 
of tooling up for new passenger 
car models.” 


+ ” * 

CTION of the International Re- 

lations committee of the asso- 
ciation has paved the way for entry 
of the U. S. for the first time into an 
international automotive treaty, said 
H. H. Kelly, assistant director of 
Transport Communication of the 
U.S. Department of State. 

The federal official explained 
the United Nations is now making 
arrangements for a new interna- 
tional automotive traffic treaty, 
with a special UN conference on 
the treaty called for next year. 

The treaty proposes to eliminate 
among others, such problems as ve- 
hicle registrations and driver licens- 
ing, heretofore faced by American 
motorists abmoad, according to 
Kelly. It will encourage American 
travel in foreign countries, he said, 
and will augment America’s Euro- 
pean recovery program. 

The convention concentrated on 
safety education, enforcement, 
driver licenses, registration and 
certificates of title in its two-day 
session here. Other subjects cov- 
ered in addresses and panel par- 
leys were reciprocity, uniform laws, 
pedestrian problems and uniform 
traffic accident statistics. 

Among the speakers were Fred 
M. Alger jr., Michigan secretary of 
state; Gov. Kim Sigler of Michi- 
gan; Glenn Carmichael, manager, 
Oklahoma City Safety Council; J. 
S. Baker, director of research of 
the Traffic Institute, Northwestern 
University; Louis R. Morony, direc- 
tor, uniform laws division, Auto- 
motive Safety Foundation. 

M. C. Connors, member of the 
Oklahoma State Tax Commission, 
was elected president. Other new 
officers are Earl T. Newbry of Ore- 
gon, first vice-president; H. Elmer 
Marsh of Vermont, second vice- 
president, and Edward T. Fogo of 
Ohio, secretary-treasurer. 


Election Returns 
Nash Will Sponsor 


CBS Coverage 


DETROIT.—Columbia Broadcast- 
ing System coverage of the Nov. 2 
Presidential election returns will 
be sponsored by Nash Motors, ac- 
cording to H. C. Doss, vice-presi- 
dent in charge of Nash sales. 

Negotiations for sponsorship of 
the election coverage began last 
June and completed in August. 
This marked the radio industry’s 


| first contract for network sponsor- 


ship of Presidential election cov- 
erage. 

Commercial identification of Nash 
throughout the all-night uninter- 
rupted election reports and com- 


| mentary will tie in with the un- 


veiling of the 1949 Nash cars. 





HUFF AND PUFF—"Biow Hard" was the command given at a picnic of more than 300 
Ford. dealers, their service, parts and sales managers from the Memfhis district at Clarks- | ) r 
dale, Miss. T. J. O'Neil, Memphis district sales manager, and other Ford Métor Co. officials | the number of franchises and firms | thet city. Left to right: E. E. Traulsen and T. P. Crowley, both of Crowley & Traulsen, Wat- 


entertained the group as a conclusion to a three-month sales contest. Only 104 or half of | is because some firms hold more 


the Memphis district dealers could compete, so it was named the "104 Ciub."' Hull-Dobbs | 
Co. and Herff. Motor Co.. Memphis Ford dealers, were winners. : 


AUTOMOTIVE 


SINCE 1911—One of the oldest automobile dealers in the U. S., 
hown renewing his franchise with Nash Motors. 
A. &. Anderson Auto Co., has been in business continually since 911. 
Anderson has represented Rambler, Jeffery and Nash. Also in the picture are J. 
Hakes, Chicago tone manager. 


of Princeton, Ill., is s 


(left), Nash district manager, and L. B. 


Michigan High Court Rules 


_ SEPTEMBER 13, 1948 


A. E. Anderson (center), 

His dealership, the 
For the last 37 years, 
W. Orr 


Tradein Profits Taxable 


igan legislature is also probable, 
he said. 

Officials of the state revenue de- 
partment told Automotive News 
Thursday that audits of the records 
of the state’s 1,815 new-car dealers 
would be resumed as soon as pos- 
sible. 

“Completing these audits may 
take as much as a year,” a spokes- 
man said. “Until then we won't 
know how much the dealers owe 
us, but the final grand total should 
be in excess of $3,000,000.” 





The new regulations were issued 
last March after State Atty. Gen. 
Eugene F. Black approved the in- 
terpretation of the sales tax law 
used by Judge W. McKay Skillman, 
who at that time was conducting 
a grand jury investigation into 
Detroit auto sales practices. 

+ + * 

UDGE SKILLMAN indicted two 

Chrysler- Plymouth dealers on 
charges of sales tax delinquency 
in deals involving tradeins. Prose- 
cution of these dealers was held 
up pending the Supreme court de- 
cision. The dealers are Margolis 
Auto Sales, Inc., and Goldhar-Zim- 
ner, Inc., both in the Detroit area. 

Under the Skillman-Black inter- 
pretation, as reflected in the new 
revenue department rules, the sales 
tax is applicable to the difference 
between what the dealer allows for 
|the tradein and what the tradein 
|is worth wholesale. 

“resale value” is deter- 
mined, according to the regula- 
tions, by the listings of Car and 
Truck Appraisals (the “green 

| book”), published by American 

Auto Appraisal Co. of Detroit. 

The dealers’ petition to the Su- 
preme court had objected to this 
procedure as “price-fixing for tax- 
collecting purposes far beyond the 
dream of any OPA concept.” 

Former Gov. Wilber M. Brucker, 
attorney for the dealer associa- 
tions, also assailed the arbitrary 





Washington Area 
Dealers Show 


Increase Over *41 


WASHINGTON.—There are now 
nine more automobile dealer firms 
lin the District of Columbia and its 
immediate trade area than there 
| were in 1941, according to a com- 
|pilation by the Washington Auto- 
| motive Trade Assn. 


| The WATA report also showed | — 
| that 133 of the 159 dealer firms in| 


| the area are members of the asso- 
|ciation. Of the 26 non-members, 


|only eight can qualify for member- | 


| ship in the association. 

In the seven years since 1941, 
| there has been a total increase in 
|firms of 19 and a decrease of 10. 
The increases were: Kaiser-Frazer, 
8; Hudson, 6; Lincoln-Mercury, 1; 
Nash, 1; Pontiac, 1, and Willys, 2. 
Decreases were: Dodge-Plymouth, 
4; DeSoto-Plymouth, 1; Oldsmobile, 
2; Packard, 1, and Studebaker, 2. 

Franchise increases numbered 30 
in the same period against a de- 
crease of 19. The difference between 


{than one franchise, WATA said. 


| 
| 
j 
| 
| 


(Continued from Page 1) 


designation of one appraisal agency 
as the authority for market values. 
* a +” 

HE STATEMENT accompany- 

ing the dealer petition noted 
that Louis D. Nims, state revenue 
director, has been making tax as- 
sessments against dealers in cases 
where the used car was not traded 
in as a part of the purchase price, 
but was used rather for a priority 
of immediate delivery. 

“Tradein values must be fairly 
and reasonably established for tax 
purposes,” Justice Leland Carr said 
in his opinion for the court ma- 
jority. 

“Giving the legislative language 
its ordinary meaning, the conclu- 
sion follows the amount due the 
state must be determined on the 
basis of what the seller or dealer 
receives in money, property or 
other things of value by way of 
consideration for the sale... 

“The record before us does not 
indicate that there was any rea- 
son for assuming, during the 
years preceding 1945, that auto- 
mobiles traded in in part pay- 
ment for new cars were not rea- 
sonably valued. 

“It is conceded that, since 1945, 
the situation has radically changed 
and we now have what may be 
aptly designated as a ‘seller’s mar- 
ket, in the automobile business. 

“It is not illogical that the prop- 
er enforcement of the sales tax 
act, and the collection of the taxes 
thereby imposed, necessitated 
changes in the rules and regula- 
tions of the revenue department,” 
the ruling declared. 
+ +: + 
(CLARENCE W. LOCK, deputy 
state revenue commissioner, 
said the dealers themselves must 
pay the back sales taxes and not 
seek to collect them from car 
buyers. 

Up to last March 23, a total of 
$387,054 in tax assessments had 
been paid to the state by 384 
Michigan dealers. Auditing and 
deficiency evaluations by the rev- 
enue bureau was then suspended 
while the test case went before 
the Supreme court. 

Another objection raised by the 
dealers to the new regulations was 
that they “single out the retail sale 
of automobiles separately and in- 
dividually, as distinguished from 
the retail sale of other tangible 
commodities, and provide no basis 
for applying such new rules to any 
other commodities except automo- 
biles.” 








Plastic Models 
Designed for 


Hudson Dealers 


DETROIT. — Hudson Motor Car 
Co., tying in with an extensive 
newspaper and magazine advertis- 
ing campaign on the “step-down’”’ 
principle of design in the new Hud- 
son, has announced a unique scale- 
model, miniature plastic car de- 
signed for use by dealer salesmen, 
according to M. M. Roberts, director 
of advertising and merchandising. 
The miniature car, an exact rep- 
lica in plastic of the new Hudson 
four-door sedan, is precision-built 
to one-sixteenth scale and is de- 
signed as a means of showing pros- 
pects features of Hudson cars. 


“Even though we are in a seller’s 
market,” Roberts said, “we are do- 
ing everything possible to effective- 
ly get across Hudson's exclusive 
sales story, and this new plastic 
model is a part of an overall pro- 
gram geared to achieve that goal.” 

Larger than toy automobiles, the 
new plastic Hudson is a full 13 
inches in length. One side of the 
car is finished in two-tone colors. 
The other side is transparent, which 
enables the salesman to show con- 
struction details of the recessed 
floor and also the “cradling” of seats 
ahead of the rear wheels. 

Hudson's all-steel monobilt body- 
and-frame construction is shown in 
red. The underside of the car is sq 
reproduced that the model can be 
turned over and the entire under- 
frame structure shown to prospects. 

The model is built in two units. 
The main unit consists of the body 










Joan Stamp, with a display of Hudson's 
new scale-model demonstrators. 


and frame, from which the second 
unit, made up of the hood, front 
fenders and grille, can be readily 
detached. 

The main unit, when separated 
from the hood, front fenders and 
grille, serves to portray the one- 
piece, welded construction of the 
Monobilt body-and-frame. 

The Hudson engineering depart- 
ment, in collaboration with plastic 
technicians, produced new, scaled- 
down blueprints for the miniature 
cars from the actual blueprints used 
to build dies for the full-size new 
Hudson. These dies, which were 
produced under direct supervision 
of the Hudson engineers, are made 
of stainless steel, cost $35,000 and 
eer four months to build, Roberts 
said. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry an esti 
mate of more than 100,000 readers weekly! 





DEALER HONORED BY STUDEBAKER—Four Studebaker dealerships in the San Francisco 
branch were presented with Certificates of Merit during a showing of the ‘4%er trucks in 


sonville; Studebaker service representative E. C. Leoppard: G. A. Mesick, of Mesick Motors, 


Vallejo; former regional) manager A. T. Hodge: ¥. C. Winters, of Winters Motors, 


San 


Jose, and Les Schwimley, of the Les Schwimley Motors, Inc., Sacramento 
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Midwestern Distributor for the 
Famous English MG and RILEY Sportscars! 





An opportunity is now provided by Joseph Neidlinger to a limited 
number of reputable organizations to become authorized agencies 
for the famous MG Sportscars in the following states: 


ILLINOIS KENTUCKY MISSOURI 


INDIANA MICHIGAN OHIO 
IOWA MINNESOTA WISCONSIN 
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at The MG is the World’s finest sportscar built and is 


a the sportscar that has taken Hollywood by storm! 


Will Attract Thousands to Your Showrooms! 


x This is the car that holds the world speed record 
“Sans for light cars and practically every other record 


for cars in its class! 


FOR THE OPPORTUNITY TO REPRESENT THE FAMOUS MG SPORTSCAR IN YOUR AREA EXCLUSIVELY 


Write, Wire or Phone 


JOSEPH NEIDLINGER 


om son 7300 South Stony Island -Ave., Chicaco 49, Ill. Phone: BUtterfield 8-5600 








Re ete ne es 
Dodge Managers 
In Detroit for 


Annual Parleys 


DETROIT.— The annual Dodge 
regional 
be held 
week, 
Quinn, general 
the division. 

Under Quinn’s direction, the pro- 
gram of the meetings will cover 
the sales, advertising, distribution, 
business management and financial 
phases of the wholesale and retail 


manager’s meetings will | 
in Detroit this coming) 
it is announced by E. C.| 
sales manager of | 





automobile business. 

The meetings will be conducted | 
by the various department heads | 
of the Dodge home office sales de-| 
partment who will make presenta- 
tions dealing with their particular 
segments of the business, with 
group discussions following each 
presentation. 

The final day of the meetings 
will be devoted to individual con- 
ferences between the regional man- 
agers and sales executives. 





AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want what 
you have or have what you want! See the 
back pages of this issue. 
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Truman, GOP Debate Taft-Hartley Act... 


eHoloM | 


Ved aa (Continued from Page 1) 
——t_A\ Corp plants. The tieups were con- 
tinuing Thursday. 
The week had opened without any 
| apparent labor-union grievances in | 
the picture. DeSoto and Interna: | Stassen said the President spoke 
|tional Harvester workers ended | “as though labor constituted a sepa- 
| Strikes Sept. 3 so as to be eligible to| rate distinct class in our society.” 
collect pay for the non-worked La- | 57, apparently was referring to Tru- 
bor Day — Pee | man’s remark that “today too many 

: | Americans in dining cars and coun- 
| PNDUSTRIAL Detroit was the/try clubs and fashionable resorts 
|= scene and the Taft-Hartley labor | are repeating like parrots the 
law was the principal point of dis-| phrase. ‘Labor must be kept in its 
Gnerhy cussion in the campaign keynote | pjacc.'” 

| speeches of President Truman and és | 


Peg | E. . . | 

With it ber. nie én ‘inelenun: Sieenid addressing a} py STE penser WHA the Presi 
“With it goes a membership in : . | \/dent as he spoke in Detroit were 
the Accessory-of-the-Month Club.|throng of workers massed outside | wii. p. Reuther, UAW-CIO presi- 
Every month we send our judges’ | the eo city — —_ ~ |dent, and Frank X. Martel, presi- 
choice of the latest accessories.” | Veto of the Taft- lartley aw and | dent of the Wayne County Federa- 

sebiatilod ee _____._______| predicted a severer “crackdown” on tion of Labor-AFL 
: |labor should the Republicans win | : 
Sales Executives Meet | in November. = ° | In brief talks, Reuther and Martel 
DETROIT.—-William Rados, sales Stassen, speaking on behalf of the | urged their rank-and-file constitu- 
training consultant, Millburn, N. J.,| candidacy of Gov. Dewey, charged | ents to support Truman and con- 
has been announced as guest | that the President’s address was de-|8Tessmen who voted against the 

speaker for the first fall meeting| signed to stir up class bitterness. | Taft-Hartley law. 
of the Detroit Sales Executives! The former governor of Minnesota! Most political and labor observers 
Club Sept. 20 in the Coral room of | added: | conceive labor’s “interest” in the 
the Hotel Fort Shelby here. “The curbs which have been |campaign more as an _ expedient 


placed on arbitrary, quick-tem- 
pered action by some labor lead- 
ers have resulted in a great bene- 
fit to the ranks of labor and to the 
consuming public of the nation.” 
























Ever since the days 


of “All-Draft” Ventilation 


HYATT has pioneered in Roller 


Bearings for the Automotive Industry 


Even in the days of oil lamps and no wind-shields, Hyatt Roller Bearings were 


helping horseless carriages to run with anti-friction bearings. Hyatt was 


making roller bearings before most manufacturers were making cars. 


Now 





as 


millions of cars, buses and trucks roll over the roads on Hyatts. Today, 
Hyatt Roller Bearings are engineered right into the 
design of the part in which they operate—and each 
possesses, in balanced proportion, the correct prop- 
erties of size, capacity and adequate life-rating. There’s 
more than half a century of engineering know-how 
back of Hyatt quality. Hyatt Bearings Division, General 
Motors Corporation, Harrison, N. J.; Detroit, Mich. 


YATT ROLLER BEARINGS 





i Political Arena Holds Labor Spotlight 


than as a move prompted by un- 

dying love for the President. 

| “We don’t like the way Truman 

| wanted to draft the railroad strik- 

ers in 1946,” as one labor leader 
put it, “but neither can we stom- 
ach Mr. Wallace’s Communists or 
Mr. Dewey’s support of the Taft- 
Hartley law. Of the three, Harry 
is the least obnoxious.” 

The AFL-CIO working unity in 
the present political race, as re- 
flected in the joint parade of the 
two unions in Detroit last Monday, 
is pictured as a prelude to the type 
of solidarity that Reuther hopes will 
come about in the new party and in 
an organic merger of both the ma- 
jor unions. 





* * * 


AST WEEK’S assembly shut- 

downs at Chrysler Corp. and 
Packard resulted from a strike call 
by the Briggs affiliates of the United 
Plant Guard Workers of America, 
an independent union. 

The union set up picket lines 
around Briggs plants following the 
collapse of contract negotiations. An 
estimated 25,000 UAW workers at 
Briggs returned home after refus- 
ing to cross the picket lines. 

A Briggs spokesman said a 
plant-guard demand for 10 min- 
utes’ more preparatory time 
snagged the negotiations. Prior to 
the strike the guards were getting 
five minutes with pay to prepare 
for their eight-hour daily stints. 

The plant guards organized their 
own independent union following 
passage of the Taft-Hartley law, 
which prohibits guards from be- 
longing to the same union as pro- 
| duction employes. 
| . * * 

EANWHILE, the NLRB ordered 

elections within the next 30 
days to determine whether Chrysler 
plant guards shall be represented 
by the independent union. Some 600 
protection men at 12 Detroit plants 
of Chrysler are involved. 

DeSoto plant workers returned 
to their jobs at noon Sept. 3 after 
voting to end a strike which had 
halted assembly all week long. 

| Disciplinary layoffs imposed on 
| two score workers for taking part 
in “heat strikes” had caused the 
DeSoto controversy. 

| The Memphis plant of Firestone 
| Tire and Rubber Co. resumed opera- 
| tions last week after a 10-day strike 
|over wage issues. Workers were 
|granted an 11-cent-an-hour raise 
| retroactive to June 14. 


| Beetling Along 
4 K-F Cars to Contest 


In U. S. Derby 


| WILLOW RUN. — Four black 
beetles, accompanied by four driv- 
ers and judges, will take off on 
Sept. 19 in two Kaiser and two 
Frazer automobiles in the Beetle 
cross-country derby from Holly- 
| wood to Detroit via the entire U. S. 
| The “derby” is the brain child of 
|Ralph Edwards’ Truth or Conse- 
quences program over the National 
| Broadcasting Co. network. 
| The four automobiles have been 
|}loaned to the contest by Kaiser- 
| Frazer Corp. 

| Each beetle is confined in a maze 
| overlaying a map of the U. S. The 
| drivers must take the route that the 
| beetle covers on the map. The 
judge in each car will feed the 
| beetle and iron out any difficulties 
| that may arise. 

The first driver to reach the De- 

| troit city hall will be presented with 

a 1949 Kaiser. 








CWC Foundry Reports 


Camshaft Output Mark 

MUSKEGON, Mich. — Camp- 
bell, Wyant & Cannon Foundry 
Co., one of the auto industry’s 
key sources of castings, produced 
24,520 camshafts last Wednesday 
for an all-time daily company 
record. 

I. K. MacGregor, CWC sales 
and production manager, said 
output had been stepped up to a 
“phenomenal rate” since termi- 
nation of a 2%-month strike on 
| Sept. 2, The company supplies 

cast products to Hudson, Stude- 

baker, Oldsmobile, Cadillac, all 
the Chrysler divisions and man) 
heavy-duty truck builders. 
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aybe Father calls it “his” car and acts as caretaker 
—but all week long this little car acts like hers. 
The hundred-and-one errands it runs are largely woman’s work, 
a handy fact for automobile manufacturers to remember. 
If you want to interest the real power behind the wheel, 
reach her through the magazine that 


many more women buy and believe in... 


Miss lai’ heme JOURNAL 
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L-M DEALERS GET TOGETHER—Discussing sales and other related matter at a conference 
of Lincoln-Mercury dealers from the Kansas City district at Kansas City's Hotel Continental 


Cooper Motor Co., Inc., Colby, Kans.; William W. Agnew, 

Armour Motors, K Mo.; George Rooney and Ralph Stubblefield, both of Rooney- 

Simpson Motor Co., Manhattan, Kans.; Riley McCann, McCann Motor Co., Inc., Coffeyville, 

Kans., and Berl Berry, Berl Berry Motors, Inc., Kansas City, Mo. Ralph F. Lynn, Kansas City 

L-M district sales manager, presided over the meeting, attended by 80 representatives from 
area. 


are (left to right): John W. Smith, 








FOB FACTORY 
Ingenious Machines 
For ‘Ket’ Engine 


(The opinions expressed herein are those of Columnist Allen and are 
not necessarily those of Automotive News.) 


By A. H. Allen 

WHEN OLDSMOBILE lifts the curtain this week on its 
pilot production line for the Kettering-type high-compres- 
sion engine, which will be introduced in 1949 models, visit- 
ing newsmen will have a chance to inspect some of the most 
elaborate and ingenious machining equipment yet to be de- 
rr eee ee Oe 


automatic processing of cast However, it ac- 





general manager of the $200,000 cor- 
Amoskeag Steel Opens poration, which will employ about 
Plant in New England 100 men, and the president is Carl 


MANCHESTER, N. H.—(UTPS) 
—The new Amoskeag Steel Corp. 


S. Nute, former insurance executive. 
Stockholders are a small group of 
local businessmen. 


iron and steel. 

Just one of the many innovations 
is a 13-station transfer-type ma- 
chine for milling and drilling the 


spot facing, 





here —— + neg B me 
steel mill of its kind in Northern A aa a 

New England, fulfilling a 39-year- Start Construction 

old dream of the firm’s founder,/ Luther Seaborn Motor Co. (Pon- 
Joseph Prendergast, who worked in| tiac) has started construction of a 
a similar plant in England at the| 50 by 140 foot modern brick and 
age of 13 for 50 cents a week. steel building on Manvel Ave., 

Prendergast is vice-president and | Chandler, Okla. 


chamfering and 
related o pe ra- 
tions on a line 
of manifolds as 
they pass from 
one station to 
the next, with a 
piece time of a 


complicated water and intake man- 
ifold used on the new V-8 engine. 
The complete unit weighs close to 
45 tons and occupies floor space of 
about 30 by 10 feet. 

Designed by Snyder in Detroit, 
the unit to the unitiated resem- 
bles a Rube Goldberg nightmare. 





A. H, Allen 
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South Dakotans have $300,000,000 cash in hand 
without dipping into investment savings! Of that 
amount, $31,313,000 will be spent for equipment and 
improvement of their farm homes . . . $42,000,000 
will go for fencing, water systems, electrification, 
silos, poultry houses, barns and other buildings . . 
$47,000,000 for new automobiles and trucks. . . 
$68,137,000 for tractors and farm machinery .. . 
wholesalers, retailers and manufacturers are spend- 
ing $75,000,000 for expansion and improvement. 
And all this is in addition to the $100,000,000 that 
South Dakotans annually spend for food . . . the 
$45,000,000 they spend for beverages . . . and the 
$68,000,000 for household appliances and equip- 


ment. 
Yes, South Dakotans have the wealth to satisfy 
editori 








Opportunity Calls from the 
Land of Infinite Variety 


Last year more than a mil- 
lion out-of-state visitors 
saw the striking Black 
Hills scenery . . . the unex- 
celled recreational facilities made available by South 
Dakota's enterprising Department of Game, Fish and 
Parks. More and more visitors are discovering the 
many opportunities for new ventures in a friendly 
state renowned for its diverse natural beauties . . . the 
abundance of undeveloped natural resources awaiting 
enterprising businessmen. 

A fine highway system, under constant improvement 
by an alert State Highway Commission, serves com- 

. mercial and scenic South Dakota. Eleven railroads sup- 
port a variety of agricultural and industrial undertak- 
ings . . . from intensive livestock farming, meat pack- 
ing, and agricultural processing on the black prairies 
of the Corn Belt, through the famed spring wheat area 
to mining and lumbering in mountainous k Hills! 

South Dakota is Opportunity Land! Business and 
pleasure meet at the Crossroads of the Old West! 





































ABERDEEN + HURON 
MITCHELL + RAPID CITY 
SIOUX FALLS + WATERTOWN 


SOUTH DAKOTA MARKET 


Sr 
ve : 
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and Sold 
By the SOUTH DAKOTA DAILIES 


their wants. South Dakotans are a 
frank, friendly people with a stand- 
ard of living second to none. And 
they are financially shrewd! That 
financial shrewdness stems from their 
American thrift and industry and the 
days of thirty cent wheat ...so0 does 
the friendliness. They know the value 
of a friendly recommendation .. . 
and the locally-managed, locally- 
edited South 
proven friend! 
Geographically set apart from any 
out-of-state metropolitan trade area, 
uninfluenced by any out-of-state 
metropolitan newspapers, South Da- 
kotans place more confidence in the 
and advertising columns of 
their local newspaper than in any other 
media! National advertisers who are 
using the local South Dakota Dailies 
are realizing unbelievable returns. 


Open the Gate with the SDailies 


There are lots of liquid assets in 
South Dakota, and only with the 
local Dailies as your sluiceway can 
you divert your share into your till! 
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Breakfast foods, beverages, bath 
tubs or Buicks . . . whatever yeur 
product or service may be... you'll 
get not just profitable response, but 
overwhelming returns from your ad- 
vertising in the oe ene, lo- 
cally-edited South Dakota Dailies 
that serve and sell the six primary 
markets of this rich, responsive state. 


akota Daily is a 


Progressive South Dakota has 
led the nation in & capita pur- 
chases of “E” Bonds for two 


straight years, convincing proof 


of buy-ability unexcelled! And 
South Dakotans rely on their 
buyers’ guide, the local South 
Dakota Daily, for buying gui- 


dance. Products advertised in 
locally-managed, locally-edited 
South Dakota Dailies are in 
heaviest demand. Get into this 
rich, responsive market! The 
local publishers of the local Dai- 
lies will supply complete infor- 
mation on request. Write Today! 








AILIES 





VES 


The South Dakota Dailies Comprise Six Locally Managed and 
Locally Edited Newspapers Serving the Six Primary Markets of 


South Dakota. Both Rural and Urban. 









mere 48 seconds at 80 per- 
cent efficiency, without so much 
as a hand being laid on them 
except for actuation of electrical 
control buttons on a_ central 
panel. 

Occasionally these robot machin- 
ing giants can put on some weird 
performances. The story is told of 
one unit—not at Oldsmobile — 
which had the peculiar knack of 
forcibly ejecting every fifth piece 
into the air for some unexplained 
reason. Operators around the ma- 
chine would jokingly count, “one, 
two, three, four—duck.” Probably 
somewhere deep within its maze 
of wiring, relays and whirling 
gears was a pixie-ish gremlin 
which took great delight in con- 
founding the calculations of slide 
rule experts and just decided to 
pop out every fifth piece—and the 
hell with it. 


GM Taking Cloc 


Off Dash Doors 


NO CLOCKS in 1949 General 
Motors models will be mounted on 
glove compartment doors. The 
sharp jolts coming from slamming 
these doors proved too much for 
them, even though they thrived on 
simple vibration. 

Delco Appliance division of GM 
has pioneered electric clock man- 
ufacture for automobiles for the 
past 10 years and just recently 
evolved a new type which is used 
on the 1948 Cadillac and will be 
available for other GM cars 
shortly. It has a die-cast base 
instead of the old brass plate, 
spacer and post arrangement. 

A hair spring and balance wheel 
are still necessary because of the 
direct-current power, but a new 
system for taking power off the 
oscillating balance wheel has been 
devised in the form of a small con- 
tact point assembly, which touches 
the balance wheel with the small- 
est possible amount of friction and 
turns gears electrically. Another 
departure is the use of worm gears 
for conventional cog wheels used 
in clocks for many years. 


7 New Sources 
Of Road Revenue 
Weighed in Mont. 


HELENA, Mont.—Seven possible 
sources of additional highway rev- 
enue were discussed at the organ- 
ization meeting of a state highway 
planning committee appointed by 
Gov. Sam C. Ford. 


Main attention centered on pro- 
posals for increases in state taxes 
on gasoline and Diesel fuel. Also 
mentioned were a ton-mile or gross 
tonnage tax on trucks and buses; 
a reduction in or elimination of 


gasoline tax refunds to non-high- . 


way users; a state highway fund 
levy; some new type of tax; a state 
tax on all fuel oil, and a sugges- 
tion that the federal government 
increase its’ share of matching 
highway funds while allowing 
states to cut the amount they 
put up. 

Another suggestion was that ex- 
cessive deterioration of the state’s 
highways might be prevented if 
truck and bus load limits were 
lowered. 


Scott P. Hart, state highway en- 
gineer, told the committee that 
$10,000,000 must be raised in the 
next five years if Montana is to 
take advantage of federal-aid high- 
way money. Unless such an amount 
is raised, he said, “we would have 
enough money to maintain our 
highways after a fashion, we'd 
have enough money to run our 
highway department—but there 
would be practically none to match 
new federal appropriations.” 


Gov. Ford has asked the plan- 
ning committee, composed of 72 
members, for an “overall and un- 
biased” review of the state’s high- 
way system, and, specifically, to 
suggest sources of additional high- 
way revenue. 

H. O. Bell of Missoula was named 
chairman of the planning group, 
which also named a 13-member 
executive committee. The latter 
was empowered to hire a repre- 
sentative of the Automotive Safety 
Foundation to assist in the study. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want what 
you have or have what you want! See the 
back pages of this issue. 
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Ads Proclaim Policy 


Canadian GM Dealers Use Newspapers 
To Assure Buyers of ‘‘Fair Deal’ 


OTTAWA, Ont. — Full-page daily 
newspaper advertisements are now 
appearing in the Canadian press 
over the signatures of local dealers 
of General Motors cars advising 
about a “foursquare selling policy” 


assuring buyers of a fair deal when 
purchasing a new car. 

The advertisements admit that 
many conditions exist now which 
encourage the “gray marketing” 
of automobiles and this public an- 
nouncement of a code of fair deal- 
ing is essential at this time. 

The ads admit that there is no 
law against “under the counter” 
deals demanding a bonus for early 
delivery; there is no law against 
loading cars with accessories the 
customer does not want, nor need; 
there is no law against selling to 
buyers who make it their business 
to resell new cars at inflated prices, 
though all dealers buy cars at clear- 
ly established factory prices which, 
with the exception of transporta- 
tion, are same all over the country. 

As a result, the ads emphasize 
that there is no padding of prices 

by the dealers whose names are 
mentioned and the itemized bill of 
sale lists all charges clearly. 

There is no loading of unwanted 
accessories and all cars these deal- 






Senator Reports 
Letters Hitting 


Cement Decision 


WASHINGTON. — The effect o1 
the Supreme court’s decision in the 
cement case, outlawing the basing 
point system of pricing, is show- 
ing up in the heavy mail reaching 
the new Senate Committee on 
Trade Policies, according to Sena- 
tor Homer Capehart, of Indiana, 
chairman of the group. 

The letters, the majority of 
which are concerned with indus- 


ers sell are offered with factory- 
installed accessories only and prices 
are figured to cover these. 


Trade-ins are desired, the ads ex- 
plain, but they are not compulsory. 
Finally, there is no collusion which 
may allow new cars to be resold 
almost immediately at higher prices. 

The advertisements give a list of 
local delivered prices, breaking 
down figures to show exactly how 
much the buyer should pay, retail 
price less taxes, Dominion sales and 
excise taxes, and total delivered 
price for every car offered for sale. 


Weddell Motors Sold 


Weddell Motor Co. (Hudson), 
Fargo, N. D., announces the sale of 
its firm to Irving H. Shapiro of St. 
Paul, Minn. W. D. Weddell and 
G. H. Heller, former owners, will 


The artist says this is not his 
dream, that it is an actual home- 
made auto that runs. 


Harrison Burns 
Harrison Motor Co., Albany, Miss., 


Auto Tax ‘Take’ 
Rises to Alltime 
High in Denver 


DENVER.—Sale of new automo- 
biles and used cars at high values, 
together with an increase in the 
number of cars in use, pushed tax 
and title collections here to a new 
record for the first six months of 
this year. 


Specific ownership taxes, levied in 
proportion to value of the car, 
jumped from $461,398 in the first 
half of last year to $735,199 for the 
same period of 1948, according to 
Kenneth L. Smith, city manager of 
revenue. This was an increase of 
59 percent. ’ 


License fees collected rose from 
$747,536 to $825,293, a boost of about 
10 percent. A total of 115,997 license 
plates were issued as of July 1, com- 
pared with 105,315 at the same date 
in 1947. 


Titles issued totaled 35,505, com- 
pared with 34,132 for the first six 


retain their interest in the Weddell | W4S gutted July 11 by a fire causing | months of 1947. 


used-car lot. 


Superior L. A 


Rye, 


“GHOOSE YOUR OWN 





damage estimated at $75,000. 


vt 


COMFORT. 
th aoe 










Young-developed . “a? ee 


A new ordinance passed by city 





11 


council allowing trailer camps in 
the city was responsible in the 
number of trailer licenses from 1,109 
July 1, 1947, to 2,885 for the same 
date this year. There were 1,173 
motorcycle licenses issued, com- 
pared with 836 a year ago. 


Goodrich to Enlarge 


Memphis Operations 


MEMPHIS, Tenn.—J. W. Harton, 
Memphis district manager of B. F. 
Goodrich Tire Co., has announced 
plans for the company’s expansion 
of its Memphis district facilities. 
The expansion will provide the com- 
pany with a new 50,000-square-foot 
building, to be located at the corner 
of S. Bellevue and Severson in 
Memphis. 

The 50,000 square feet will con- 
tain 5,000 square feet of offices 
which will be air conditioned and 
modern in every detail. With the 
completion of the building around 
Jan. 1, Harton said that Goodrich 
wholesale tire distribution facilities 
would be approximately four times 
greater than at present. 
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announces that he has been ontwe colle cannot eh 
named Lincoln-Mercury dealer a 
for Lake and Sumter counties. ™ — 


Herlong appointed Lee Herlong 
of Dothan, Ala., as district man- 
ager of the dealership and an- 
nounced that he would have a 
new showroom and garage ready 
about Nov. 1. 


* Potent and 
Trade-Mock 
epplied for. 


A. S. Herlong sr., Orlando, Fia., + oSe : he 4 
‘ ‘ } 











L. A. YOUNG SPRING & WIRE CORPORATION —- 


Main Offices: 9200 Russel Street, Detroit 11, Michigan World's Largest Manufacturer of Diversified Wire Products 











DOWN IN DIXIE—Two Memphis Ford dealerships, Hull-Dobbs Co. and Herff Motor Co., 
were honored at a special luncheon when Ford Motor Co.'s Four-Letter Awards were pre- 
sented to them. Shown examining the certificates are (left to right): J. W. Cooper, assistant 
district sales manager at Memphis; Charles Hull of Hull-Dobbs Motor Co.; Herbert Herff 
of Herff Motor €o., and T. J. O'Neil, Memphis district sales manager. 





Wayne Willys Co. 


Wayne Willys Co., Wayne, W. Va., 
has received a charter from the sec- 
retary of state to operate an auto- 
mobile dealership. Authorized capi- 
tal stock is $20,000, with $10,000 paid 
in. Principals are Ralph F. Hum- 
phrey and Bernice G. Humphrey, 


both of South Charleston, and Hysel 
G. Litton, of Sissonville. 


* * * 


Records of the Wisconsin secre- 
tary of state at Madison show that 
the corporate name of Mike Bor- 
kin, Inc., has been changed to Re- 
gal Motors, Inc., operating in Mil- 
waukee. 
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CATA Bulletin Explains Advantages. . . 


‘Exit’ Interviews Called Beneficial 


CHICAGO. — Dealers can profit 
from “exit” interviews with workers 
quitting their employment, accord- 
ing to a bulletin issued by the per- 
sonnel department of the Chicagu 
Automobile Trade Assn. 

When employes sever connec- 
tions with a firm, they are more 
inclined to talk freely than are 
those who remain, and what they 
say may often serve dealers in 
correcting policies and improving 
the handling of their workers, the 
CATA bulletin stated. 

“What with the new selective 
service act and the production de- 


O’Connell Takes On Buick 
At Great Barrington, Mass. 


Joseph P. O’Connell will open a 
new Buick dealership at 180 State 
Road, Great Barrington, Mass. 
The building is under construc- 
tion, 

For the past three years, O’Con- 
nell has been working at the Bir- 
chard Buick Co., Pittsfield, Mass., 
and formerly with the Westfield 
Oldsmobile Co., Westfield, Mass. 


mands of the Marshall Plan, there 
can be no question that the supply 
of labor will remain tight and per- 
haps grow even more acute,” the re- 
port pointed out. “Wise employers 
keeping this in mind will concen- 
trate more and more on utilizing 
their present employes to the ut- 
most and, by doing everything pos- 
sible, kéep their turnover rate low.” 
Discussing “exit” interviews, the 
bulletin says that “by putting the 
person at ease and tactfully get- 
ting him to unburden himself of 
his ‘gripes,’ whether merely imag- 
ined or real, employers can learn 
a lot about their business that 
they never dreamed existed. 

“An employe who is leaving, once 
he is assured that his references 
will not suffer as a result of what 
he might say, can and does provide 
an excellent source of information 
about your supervision, working 
conditions, etc. 

“Afterwards you'll find that the 
complaints that have some basis of 
fact are comparatively easily cor- 
rected; but what about the ones 
where the employe is dead wrong? 
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AVERAGE DEALER’S NET 


Open the 1941 books of the average dealer and you'll 


find an astounding fact. 


Yes, it’s true...a major manufacturer found that 60% 
of the average dealer’s net profit came from new and used 
car financing alone! The remaining 40% came from all 


other departments combined—new and used car sales, 


service, parts and lubrication departments. 


More surprising though, there were dealers who ended 


the year with finance reserves accounting for their entire 


net profit. In spite of this, many dealers today are 


. neglecting this extremely important source of income. 


To get this extra profit you must se// your finance plan in 
the face of the greatest competition you have ever met. 


Your Universal C.I.T. representative can show you how 


to meet this threat. 


How to sell financing effectively is only one of the profit 
plans developed during a two-year continuing study by 
Universal C.I.T. of dealer problems and opportunities. 


You can now see the results of this study in presentation 


form—be sure to ask about it. 


Theei more Te fenancing Than mores! 
UNIVERSAL C.1.T. 


UNIVERSAL C.1.Tf. 
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IN PRINCIPAL CITIES 


Well, if he is wrong, it is conceiv- 
able that there are others who 
wrongly feel the same way and it is 
up to you to dispel these erroneous 
ideas. One way to accomplish this 
is to see that your employes know 
the reasons behind your company’s 
actions.” 


July Sales Exceed 
Last Year’s Totals 
In North Carolina 


RALEIGH, N. C.—Both new car 
and truck registrations in July sur- 
passed the totals for the same 
month in 1947, according to the 
North Carolina Automobile Dealers 
Assn. 

New car registrations in July 
reached 5,077 compared to last 
year’s 4,540, while new truck reg- 
istrations stocd at 2,952 in contrast 
to a July, ’47 total of 1,872. 


The advance in passenger car 
registrations was achieved despite 
a drop by all GM divisions, except 
Cadillac, below July ’47 totals. 

Ford, with 1,010 deliveries, was 
the leader in July, followed by 
Chevrolet, Plyrnouth and Dodge, in 
that order. 

Chevrolet continued to pace the 
field for the first seven months of 
1948 with a total of 7,980 units. 
Ford with 4,600 deliveries was sec- 
ond, followed by Plymouth, Pontiac 
and Buick. Total registration of all 
makes was 33,226. 

Chevrolet also led in truck reg- 
istrations for the first seven 
months with 5,300 to Ford’s 4,127. 
In July deliveries, Chevrolet again 
gave way to Ford but by only 20 
units, 774 to 754. 


Eager Dealer 
Griffith Makes 20 Trips 
To Tucker Plant 


CARRICK, Pa.—Twenty trips to 
the factory to study the mechanics 
of the car he will sell and to learn 
production line techniques—this is 
the record of S. J. Griffith, South 
Pittsburgh Tucker Sales, Inc., 
2545-47 Brownsville road, before he 
even gets a car. 

Griffith, who studied automotive 
engineering for two years at Car- 
negie Institute of Technology, made 
the trips during the past year and 
a half to study the Tucker car and 
its production. 

“I have seen the factory get sup- 
plies and how long it takes to get 
production,” says Griffith, “and I 
have heard the tough questions the 
young crowd buying new cars asks 
factory representatives at public 
showings. 

“With new scientific features 
coming out, knowledge of the 
mechanism is a major feature the 
dealer should learn,” says Griffith. 

“The dealer who can answer 
questions will find his name cir- 
culating among new clientele as a 
man who really knows his car. 

“We don’t have our new show- 
room yet, but many people have 
left their names with us for Tucker 
cars because we give them concrete 
facts about conditions instead of 
ridiculous promises.” 


Space Sell-Out Foreseen 


For Plastics Exposition 


NEW YORK.—With 85 percent 
of its available booth space al- 
ready taken by exhibitors, the 
prospects are that the Third Na- 
tional Plastics exposition in Grand 
Central Palace, New York, spon- 
sored by the Society of the Plas- 
tics Industry, Inc., will be filled 
to capacity on its opening date, 
Sept. 27. The show will continue 
for five days. 


Up to Aug. 18, 177 exhibition 
booths had been engaged by 122 
exhibitors. These cover every 


branch of the plastics field, includ- 
ing concerns fabricating both 
semi-finished and finished products 
for the retail and jobber trade. 


Ellis Joins Hodo 
Hodo Motor Co. (Dodge-Plym- 
outh), 607 Madison Ave., Montgom- 
ery, Ala., announces the appointment 
of J. T. Ellis jr. as truck depart- 
ment manager. 


ao) 
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. much you have made on the total us 
Dealer Busine C l of all trades in connection with the — oa 
SS TOounse original deal. It is also well to show 
si n the amount of commissions as a 
A Bookkeeping Procedure That Will Determine cost. of sale item on this record 
card. 
Net Profit on Used-Car Deals Tho. mot pueld as chown after " 
(The opinions expressed herein are those of Columnist Van Tassel and are not deducting the reconditioning costs - nest 
necessarily those of Automotive News.) plus the commissions would not 
be the final profit because — 
By J. B. Van Tassel consider keeping a running record have at included all of the aa. = 
HERE ARE TWO merchandis- | of every original deal including the ing and overhead expenses. The lem 
ing transactions in the used-car | tradedowns. profit shown as a result of these nest 
business, One is the purchase and When the original used car is two deductions would be classified wee 
sale of a used car| purchased, a record card should as a prime selling profit. This of € 
and the other is| be opened showing the name of petme selling promt, of courses, Ir 
the trade which is| the person from whom the car —= yg gy oe = the 
taken in on the/ is purchased, the amount paid for against your ac be einen pay my Mar 
original used car| the car, the complete description iaaieens in order $0 male a net — 
deal and sold. In| of the car and an identifying LUXURY MODEL—J. F. Jennings (wearing coat) in Chicayo on a coast-to-coast tour of rofit. ” the 
almost every case number . principal U. S. cities, reports high interest in the new custom-designed Daimler slated for = applying th rime llin seri 
there are from F o what the company calls "the U. S. top-quality market ($18,000-$21,000)."" Daimler, Ltd., is rofits = al aie aa g guic 
one to two or ‘or example, the first original presently represented in the U. S. by Fergus Motors, 1717 Broadway, New York 19. P oe ee ae yg 1 
a three tradedowns |trade would be No. 1. Therefore, |————— ¥. tions to your expenses in any one en 
on every original | this first used-car record would be | ., i month in order to make a net 
ped marked No. 1 and this Ne. 1 1g | Charges should be recorded on this | When this 1A used car is sold and | profit, I would suggest that you fol- ma 
° » ‘* fe an 0. 1 would | record card. another trade is taken in on this|low this procedure: For example, uti 
Van Tassel Where each |be the reference number for the ee used car, the transaction would be|let us assume your predetermined oon 
tradedown tran-| original trade. Then, all additional T THIS POINT this record card | recorded as outlined above. total exepense other than commis- | It i 
saction is recorded as a separate | tradedowns or trades that come in would reflect the gross profit on With a running card record such| sions and reconditioning charges 7 ff. 
deal, a dealer loses the benefit of | on this original trade would be re-| the original deal or the difference|as this you always know exactly | amounts to $1,000 for the ensuing ae 
knowing exactly how the original |corded on this No. 1 record card | between the sales price and the cost | where you stand on each transac- | month. the 
deal washed out after all of the | 22d numbered 1A, 1B, 1C, etc. When | of sales price plus the recondition-| tion and after the final trade is| The prime selling profit on the Ir 
teadedown transactions have been this original trade is sold, the| ing charges. This card record would|made and the complete deal is| following deals as at the 25th of Ss. § 
amount of the selling price, the| also reflect that you still have one| washed out, you not only know/the month is as follows: Deal No. ber’ 
completed. It would be my sugges-|name of the customer and his| used car in stock which represents | how much you made on each one of | 1, $200; deal No. 2, $300; deal No. 3, mal 
tion that used-car dealers seriously |address, and all reconditioning’ the tradedown on the original deal. | the trades, but you also know how | $250, and deal No. 4, $250. These follc 
——————— | four deals on this basis would total s 
° a prime selling profit in the amount spol 
of $1,000 on the 25th of the month, mill 
or the equivalent of your total ex- day: 
pense other than commission and min 
reconditioning for the month. There- “y 
fore, on this basis, the prime selling busi 
profit on each deal after the No. 4 dan 
deal would be a final net profit to pro} 
your business, juds 
e@ee By keeping a running record like eas} 
this of applying the prime selling free 
profit on each deal against your nor! 
predetermined total expense, less or o 
commission and reconditioning, you no ¢ 
always know exactly how many e 
deals you have to sell at any time 
in order to break even, absorb your des 
overhead expense and make a net me 
profit. to | 
e — val 
Wyle Gets Purchasing Post in 
¥ & 
For Goodyear in Kansas = 
, Appointment of John J. Wyle as car 
: plant purchasing agent of Goodyear y its 
Tire & Rubber Co.’s factory at To- dey 
peka, Kans., is announced by E. H. Fr 
Brooks, director of purchases. tion: 
Wyle succeeds C. W. Gilchrist, busi 
who has held the post since the of q 
company’s Topeka plant started issu: 
operations in 1945. Gilchrist has ac- “Do: 
cepted a position in Nashville, Tenn., 
be ¢ 
as district manager for the Toledo in 8 
Scale Co. 
/ to a 
Wed : AUTO BOOKS . 
That Should Be in and 
2 ei: 
Every Dealer’s Library polic 
i sti ! books should be in the lib 2 
Nothing surprising about that: at every Sy & bonny an 
Just look at the Household MARKET, small cities and inowledge they contain willbe. val an 
. w ‘“‘chips are down’’ 
towns. They contain more than half of America’s retail Sens CoRIgetES Gitives. for 1 
° ILL] — HENRY s 3. 
outlets—and they now have the greatest buying power FORD. By William Richards, “An in. | tal 
in history! ass Gan epatuae tome tt nin 
ing.’’ $3.75 postpaid. Me 
EN, A BIOGRAPHY. By N a 
Look at Household READERS, more than 2,000,000 Beasley. Jo? pages, cloth bound. $3.75 of | 
it 
families. They’re the bi ilies, with bi a0 wa = 4. 
. and speaking of Sales Appeal... : a ~_ mee with bigger wants Sune x com ee oat maces | form 
—and over ® are home-owners! on the subject of fundamental automotive ' ey 
* Household has a bright new format! DEALEE'BUSINESE-COUNSEE Suisse § ‘ight 
Look at Household SELLING—with Idea-Plan guidance for automobile dealers. By J. B. 
ned ; 
* Lots more 4-color ads—over 40% = editorial They back Yan fee” pect No. 1, #200. Book No. | cel 
ye He ' pages. ey back up Household advertisers 2, $3.00 postpaid. | oaiee 
more advertising revenue with more than 250 “‘buy-ideas” per issue! Malseten Bingay. A stacy of ‘Detroit and =f 5. 
* More readers—circulation ant lCUllC 
memes . ° car ess. . pos 3 
: on over Best of all, you can hire |this supersalesman at the FABULOUS HOOSIER. By Jane Fisher, | a4 
1 . oneer 0 
,000,000 lowest cost per page per thousand—$2.25 for bl the automotive industry. $3. postpaid. ; poin 
ae ene /  uner 
* Editorial pages—‘‘Iidea Planned”’ to white, $3.00 for four colors. Try it. Let your own sales Eyston.. Complete history of every land rate. 
how you that ‘“‘Success is a H hold ! Ton — a dees ho — 6 
N oO ”” | i. . - . bb * * 
get action! Y usehold word! FLOYD CLYMER'S MOTOR SORAP- | _ reses 
BOOKS. Order aa 7 1 > = . = - alwa 
foeee. 2.50. eae edition, $2 or wher 
Cc P bli . i k cloth-bound, $3 postpaid. come 
HENRY FORI LIFE, HIS WORK, | 
apper Fu ications, Inc., Tope ad, Kansas a eaaea we Wen, oo ena ee i mS 
printed by Floyd Clymer. Deluxe edition, x ie 
$4 postpaid. & : 
INDIANAPOLIS RAGE HISTORY—i1009 | in m 
TO 1946. 852 pages, 1,000 illustrations. ' achie 
a edition, $5 postpaid. Paper bound, fi busiz 
MOTOR MEMORIES. A sage of whirling pr a 
gears by Bugene W. Lewis. $3.50 post- ast. 
paid. just 
FLOYD CLYMER’S INDEPENDENT TEST be a 
REPORT OF KAISER-FRAZER CARS. stabi 
Deluxe edition, $2.50 each. Paper-bound, 
$1.50 postpaid. 
@ A acim sor smile cilia. and Mourne. ‘OMOTIVE NI ots 
MAGEE AUTOMOTIVE NEWS yous 
DETROIT 26, MICH. healt 
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USCC Offers Inflation Advice... 
Some ‘Dos’ and ‘Don'ts’ for Business 


WASHINGTON.—Just what busi- 
nessmen can do to sustain pros- 
perity, assist in the prevention o 
depressions and contribute toward 
solution of the “boom-bust” prob- 
lem is explained in a guide for busi- 
ness advance action offered last 
week by the United States Chamber 
of Commerce, 

In the form of a 16-page booklet, 
the publication, entitled “Business 
Management Action Against De- 
pression,” presents a discussion of 
the factors involved and lists a 
series of “Dos” and “Don’ts” for the 
guidance of business management. 

The USCC points out that this 
document is not intended pri- 
marily to be read once, but to be 
utilized rather as a guide to be 
consulted, checked and rechecked. 
It is so compiled that it “requires” 
effective reader participation if 
the elusive problem is to be solved. 

In a note of introduction, William 
S. Street, chairman of the cham- 
ber’s committee on economic policy, 
makes observations, including the 
following: 

“Business managaments in re- 
sponsible positions in almost four 
million separate businesses, by their 
day-to-day decisions, help to deter- 
mine the level of economic activity. 

“If, in making their decisions, 
business managements are to read 
danger signals and storm warnings 
properly and on time, well-informed 
judgment is essential. There is no 
easy rule-of-thumb, In a dynamic 
free economy there are no enduring 
normal relations of different prices, 
or of supply and demand. We have 
no absolute benchmarks. 


“This guide against depression, 
designed to be used by business- 
men as a permanent check sheet, 
to be rechecked at frequent inter- 
vals, is offered with the hope that, 
in conjunction with our previous 
report, ‘A Program for Sustaining 
Employment,’ it will help Ameri- 
can business management to do 
its full part in preventing future 
depressions.” 

Following an outline of situa- 
tional developments which influence 
business fluctuations and a listing 
of questions directly related to the 
issues involved, these “Dos” and 
“Don’ts” are suggested which may 
be applicable at certain times and 
in some places. Readers are asked 
to add their own: 

“DOS” 

1. Study past and current inven- 
tory-sales ratios in your company 
and in your industry. How about 
their bearing on your inventory 
policy for the future? 

2. Watch the rate of expansion in 
your industry, and in particular any 
changes in the rate. Study the basis 
for judging their soundness. Watch 
for signs of over-expansion. 

8. Study the timing of any capi- 
tal expansion you may be plan- 
ning. Spreading such expendi- 
tures more evenly through time is 
a best bet for licking the problem 
of boom-and-bust. 


4. Watch your liabilities with a 
forward-looking eye. What would 
be your wisest policy if a general 
tightening-up of credit is in the 
offing? What would you do to meet 
a slower turnover in your own re- 
ceivables? Higher costs? Greater 
sales resistance? 

5. Plan to minimize layoffs by 
regularizing production as much as 
possible. Besides being the sound- 
est policy from every other stand- 
point, it will also minimize your 
unemployment - compensation tax 
rate, 

6. Keep your product and market 
research active so that you can 
always make timely innovations 
when a contraction tendency be- 
comes apparent. 

7. Keep working to perfect “when 
needed” plans for use not only in 
meeting the next expected change 
in market conditions, but also in 
achieving the soundest long-run 
business policy. The next upward 
or downward change will not be the 
last. “Full-sequence” plans are not 
just better business. They can also 

a@ major influence in helping 
stabilize the economy as a whole. 
7” 


“DO 
1. Don’t overlook the significance 
of any multiple ordering among 
your customers, or ignore the un- 
healthy effect on business condi- 






















































tions if your yourself resort to mul- 
tiple ordering. 

2. Don’t let short-run considera- 
tions beguile you into over-extend- 
ing credit to your customers. 


3. Don’t rely on short-term 
financing of your business, except 
for minor peaks in working-capi- 
tal needs. Don’t be tempted into 
any sort of debt financing, long 
or short-term, when the longer 
aa would favor equity financ- 

g- 


4. Don’t be misled by the decep- 
tiveness of boom-time inventory 
profits, or ignore the boom-time pit- 
falls of most standard depreciation 
accounting methods. 

5. Don’t ignore the current and 
perspective influence of changes in 
the total bank credit outstanding in 
the whole economy; or the possible 
storm warnings in rising interest 
rates. 

6. Don’t treat your own business 
as if it were in a vacuum, Don’t 
make your plans on an “all other 
things being equal” basis. 
things will not be equal. Don’t for- 
get that other business men and 


Other 


customers will be making decisions 
which will change your own situa- 
tion. 

7. Don’t substitute your current 
mood of optimism or 
for considered long-term judg- 
ment; in particular, don’t over- 
bid the prices of scarce materials, 
components, or labor. 

8. Don’t figure on your own sell- 
ing prices, once established, as the 
right prices for next month or next 
year; and don’t neglect to make 
continuing adaptations in your 
product, your product-mix, and 
your selling prices. These adapta- 
tions have insurance value. 


Frontier Buys Tool Plant 


CLEVELAND.—Purchase of the 
Fairmount Tool and Forging Co. 
here by Frontier Industries, Inc., of 
Buffalo, is announced by Ralph F. 
Peo, president of Frontier. The 
Cleveland plant manufactures auto 
body tools, automotive and road ma- 
chinery, farm implement wrenches 
and other tools. 


Postwar Exports 
Top 70,000 Units, 
Willys Reports 


TOLEDO. — Willys-Overland Mo- 
tors now ranks first in auto export 
volume among independent automo- 
bile manufacturers, according to 
Marcel F. DeMuller, vice-president 
and general manager of Willys- 
Overland Export Corp. 

During the past three years, 
Willys-Overland vehicles have ac- 
counted for over 5 percent of the 
automotive exports of all U.S. and 
Canadian auto makers, DeMuller 
declared last week at the foreign 
trade meeting of the Toledo Cham- 
ber of Commerce. 

At the end of July, Willys-Over- 
land postwar exports totaled over 


» 





“We had to call a carpenter for 
that part of your station wagon— | 70,000 vehicles, consisting of 53,000 


Jeeps, 12,000 station wagons, and 
over 5,000 trucks of various types, 
he ee wm 
er 13,000 ys-Overland ve- 
Plans $65,000 Home hicles have been shipped to Europe, 
Conshafter & Farr, Inc. (Dodge- | DeMuller — pointing out that 
i . Buf-|Payment for these vehicles was 
PLymeeh), SS Dany Ave made in advance out of dollar bal- 
falo, plans to erect a sales and 
ances largely accumulated from 
service building at 1493 Kensington | export of European products to the 
Ave. at a cost of $65,000. U.S. 


union rules, yuh know.” 












S eines easy, springy, cushiony surface 
cradles clothing gently — even on long trips, it 
won’t rub away at the finish of fabrics. 


will Swear by 


" SEAMEAVE 
_ Catidde a 


Your Customers 
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Naturally, your customers will appreciate that — 


the driver’s shine is no improvement in anyone’s appearance. 
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This ease on clothing is just one of the advantages that put 

SEAWEAVE way out ahead of other fabrics. Look to SEAWEAVE for 

lasting customer pride and pleasure — because of its durability, its ease 

of cleaning, its safety, its superb comfort, and 
its magnificent new beauty. 







See 


SEAWEAVE — and you see the Best that’s been 


done in car upholstery fabrics! 


COLLINS &© AIKMAN 


CORPORATION 


200 Madison Avenue, New York 16, New York 
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| 
stallment credit amounted to $5.48) 
billion and the disposable personal | ® 
income of the people was $75.7 bil-| @ 
lion, a ratio of 7.1 to 1. 
In 1939, installment credit totaled 
$4.4 billion and disposable income 
amounted to $70.2 billion, a ratio of 
6.2 to 1. 











Credit Level Compares 
Favorably With Prewar 


By William Ullman 


1929 Credit Ratio Same 


N 1929, 19 YEARS ago, at the 
Washington Correspondent = Pea cme bag I a 

: : perity, installment credit reache 
N THE OPINION of Washington officials closely concerned | §5 5 inion and the disposable per- 


with meeting the problem, the installment credit situa-|sonal income was $82.5 billion—a 
tion should be readjusted—not because people are mort-| ratio of 3.88 to 1, almost identical 
gaging too much of their income, but because every dollar | With the prevailing ratio of 3.9 per- 
ges eae the pub? d turn to the inflation screw. The larger magnitude of the na- 
n actua -% 


NESTA Oe 





GRIM REMINDER—Arresting outdoor poster displayed by Nielsen Chevrolet Co., Kearney, 
Neb., to stress highway safety and reduce accidents in the Kearney area. tet 

credit today represents little, if | was at its peak, average unemploy- 
any, more actual physical units of | ment was 14.5 percent of the total 
goods purchased than the $5.48 | labor force, according to the Bureau 


levels on record, billion of credit in 1940, of the Census estimates, as com- 


, tional income and the larger dollar 
lic’s total spendable income, 


however, they point out, in- 
stallment credit at present is con- 
siderably below what it was before 
the war. 

According to R. M. Evans, Fed- 
eral Reserve Board governor, credit 
outstanding now is no more than 3.9 
percent of the annual disposable in- 
come in the United States. 

In the years just preceding the 
war—1939 and 1940—the range was 
5.5 percent to 7.1 percent of the peo- 





Evans told Con- 
gress. 
Installment 
credit now out- 
standing is $7.3 
billion and the 
disposable 
national is more 
than $187 billion, 
according to the 
figures presented 
by the Council of 
Economic Advis- 


William Uliman 
ple’s disposable income—the highest ers to the President. In 1940, in- 


volume of installment credit out- 
standing today compared with 1939 
and 1929 reflects, of course, the ef- 
fect of the prevailing higher prices 
and the corresponding lower pur- 
chasing power of the dollar. 


The lower purchasing power of 
the dollar—which is approximately 
half of the prewar dollar—means 
that what was a $1 million income 
before the war now has to be $2 


There is another huge difference 
today. 


* + * 


Today’s Dollar Is Heavy 


CCORDING to Evans, the differ- 
ence is that every extra dollar 
of credit just weighs on prices in- 
stead of producing more goods. And 
the reason is that there is no leeway 
in the economic system to produce 


million to acquire approximately | more goods. 
the same physical amount of goods. 


The $7.3 billion of installment 
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DOUBLE-UP ON PROFITS 






/OPS For p 


CON-ROD MACHINE : 


TT: 
REFACER 


The Waterbury-HALL Valve Refacer is built to 
factory standards to give years of profitable, 
trouble-free performance and provide precision 
grinding and perfection of finish usually found 
only in factory production. The built-in wet 
grinding feature prevents surface burning and 
distortion. The workhead is doweled for 30, 45 
and 90 degree valves and can be stopped for 
inspection without cutting the motor. The lever 
type cross feed is smooth and fast. The micro- 
meter feed gives operator exact control of 
grinding operation. Equipped with high speed, 
ball bearing, grinding wheel-spindle, the 
Waterbury-HALL Valve Refacer handles up to 
5” head diameter. See your jobber or write 
the factory at Waterbury for folder No. 39-80. 





“In the year 1940, for example,” 
says Evans, “when the percentage 









= S 
WITH THE WATERBURY-SIMPLICITY ~_ 
oo 
a \ 
Only machine built that will bore, face and cut ~~ 
oil grooves without changing tools or recenter- ey \ 


ing rod. Precision finishes shell type split bear- 
ings in fraction of time required by other 
methods. Handles rods 1%” to 4” in diameter 
and 24” in length. Available in two models. 
See your jobber or write factory for literature 
on Waterbury-Simplicity Con-Rod Machine, re- 
babbitting jig, melting furnace and thermometer. 


Model 3 Twin-Head Con-Rod Boring Machine 
features a three speed transmission powered 
by a 2 hp motor. 



































WATERBURY TOOL 


Division of Vickers, Incorporated 


809 East Aurora Street, Waterbury 91, Connecticut, U. S. A. 


Manufacturers of Waterbury-Simplicity Engine Rebuilding Equipment 
Also Waterbury-HALL Valve Equipment and Production Grinding Machines 


THE LINE OF LEAST RESISTANCE 


pared with 3.5 percent in 1947. In 
other words, there is no slack today. 
More credit cannot call forth more 
goods—it can only add to the up- 
ward pressure on prices.” 


Installment credit, it should be 
noted, is only a portion of the 
thing called “consumer credit.” 

In addition to credit which must 
be repaid weekly or monthly, there 
are charge accounts, single payment 
loans and service credit. 

* : * 


Durables Biggest Factor 


CasvnEs. credit in the aggre- 
gate today amounts to more 
than $14.2 billion. Of this, $7.3 bil- 
lion is installment credit of which 
about one-half was sales credit for 
automobiles, furniture, household 
appliances, jewelry and department 
store and mail-order house install- 
ment credits. The other half con- 
sisted of installment credit loans, 
including repair and modernization 
loans insured by the Federal Hous- 
ing Administration. 

Total consumer credit in 1938 
amounted to $7.06 billion of which 
$3.97 billion was installment credit, 
$1.44 billion was _ single-payment 
loans of commercial banks and 
pawnbrokers, $1.48 billion was 
charge accounts, and $523 million 
was service credits. 

Going back to 1929, the pre- 
depression peak, consumer credit 
totaled $7.63 billion, of which $3.16 
billion was installment credits, 
with the remainder in _ loans, 
charge accounts, and service 
credits. 


Because of the shortage of goods 
in the country and the inability of 
industry to force an appreciable ex- 
pansion of output, officials have 
been worried about the rate of in- 
crease of installment credit, which 
they believe has been an important 
factor in forcing further price rises 
this year. 

| ” + * 
| Outstripping Output 
| OV. EVANS told the House 
Banking committee in recent 
| hearings that installment credit has 
| been rising notwithstanding the 
| fact that consumers’ durable goods 
j}are no longer growing. In 1946, 
|goods expanded 85 percent and 
| credit 65 percent. In 1947, goods ex- 
| panded 33 percent and credit 55 per- 
cent. Since mid-1947 durable goods 
| have stood stabilized, but credit has 
|been mounting steadily—$1 billion 
in the first half of 1948. 
| In terms of actual units of goods 
purchased on the installment plan, 
|the outstanding accounts are no 
greater than they were in 1939 or 
| 1929. 
The huge dollar magnitude of 
| installment loans reflects largely 
| the price inflation and does not 
| mean that people have obtained a 
| greater aggregate volume of goods 
| per family. 

“With disposable income at peak 
levels and an unprecedented amount 
|} of liquid assets available to con- 
sumers, there is less use of credit in 
buying durable goods today than 
there was before the war,” the Fed- 
| eral Reserve Board bulletin stated. 
But the total has been rising at 
| all kinds of stores and it was this 
trend, in view of the shortage of 
goods, which forced the government 
| to impose curbs, officials explain. 





| Davidson Succeeds Byerly 


At Superior Coach 


Succeeding Howard L. Byerly as 
service manager of Superior Coach 
Corp., Lima, O., is T. J. Davidson, it 
was announced by J. H. Shields, 
president. 

Byerly has joined Superior Coach 
Sales of Milwaukee, Shields said. 
Davidson’s automotive experience 
dates back to 1929, when he became 
| employed by the Chrysler Corp. as a 
service engineer, 
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Rector Takes Southern Post 
At Amer. Coach & Body 


C. G. Wood, director of sales for 
American Coach & Body Co., Cleve- 
land, announces the appointment of 
Robert R. Rector as district repre- 
sentative for the Southern division 
of the company. 

In his new assignment, Rector 
will cover Alabama, Florida, Ten- 
nessee, Georgia, Mississippi and 
Louisiana, working out of the At- 
lantic area. 

* * * 


Ford Presents 25-Year Pin 
To Lewis, L-M Area Head 


Joseph G. Lewis, New York dis- 
trict manager for the Lincoln-Mer- 
cury division of Ford Motor Co., 
has received his 25-year service 
pin. 

Charles E. Pierson, assistant 
manager of Ford’s Northeast re- 
gion, made the presentation along 
with David J. Long, New York dis- 
trict truck and fleet sales manager; 
Nelson F. Bowe, district manager; 
Robert J. Copp, assistant district 
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manager, and Howard L. Barrows, | 
sales office manager of the Ford | the company. 


New York district office. 


* * * 


Tidewater Appoints 
Brown Vice-President 


Charles R. Brown has been ap- 
pointed a vice-president of Tide 
Water Associated Oil Co., accord- 
ing to President William F. Hum- 
phrey. 

Brown has served as assistant 
to the president and is a member 
of the company’s Western division 
operating committee. He will con- 
tinue his general administrative 
duties with direct responsibility 
for many administrative depart- 


ments in the Western division. 
* * * 


Budd Names Three 
In Purchasing Shifts 


According to Edward G. Budd 
jr.. president of the Budd Co., 
Francis White, director of pur- 
chases, has been placed in com- 


when 


combination 


facts about the greatest combination selling force in the South's 
Greatest Market. 
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plete charge of all purchasing for 


Cari Koelsch, who has been in 
charge of steel purchases for the | 
Detroit plants since last Septem- 
ber, was transferred to Philadel- | 
phia, and will be second in author- | 
ity to White in steel procurement. | 
At the same time, Henry K. Ar- 
nold was made central 
manager. 








“Auto accident?” 

material | — . ~ 
|B. Smith has been put in charge of 
|office operation for general sales 


| division. 
* cd * 


General Electric Names 
Six in Lamp Division 


Appointment of six persons in the 


Chrysler Export Appoints 


field organization of the General 
Electric lamp department to key 
positions in the general sales head- 
quarters division is announced by 
P. D. Parker, general sales manager 
of the lamp department. 

Named to the post of industrial 
and commercial lamp specialist is 
W. W. Becky. J. B. Foley has been 
brought to Nela Park headquarters. 
L. H. Hruby has been named health 
lamp specialist for the lamp depart- 
ment. G. B. Davis was appointed 
miniature lamp retail specialist. R. 


Shagney in Truck Sales 


Appointment of F. G. Shagney as 
assistant truck sales manager of 
the Export division of Chrysler 
Corp. is announced by C. B. 
Thomas, president. H. O. Davideit 
is truck sales manager of the di- 
vision. 

Shagney joined the truck sales 
department of Chrysler Export in 
December, 1945, after 38 months of 
service in the Navy. His associa- 
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| pointed 


tion with Chrysler Corp. dates back 
to 1934 when he joined the special 
equipment department of _ the 
Dodge Truck division. In 1935 he 
transferred to the sales department 
of that division. 

+. * =< 


White Appoints Shanklin 


To New England Post 


Appointment of Richard W. 
Shanklin as New England regional 
manager for 
White Motor Co. 
is announced by 
J. N. Bauman, 
vice - president in 
charge of sales. 

Shanklin was 
formerly sales 
manager of 
White’s wholesale 
division. He joined 
White in 1943, 
coming from 
Chevrolet where 
he was metropolitan city manager 
in Cincinnati. 

+ * * 


Ford International Names 


Five to Higher Posts 


Five veteran employes of the 
Ford Motor Co. international di- 
vision have been promoted, R. I. 
Roberge, general manager of the 
division, announced. 

Philip H. Dillingham, who has 
been assistant general manager 
of the Ford international divi- 
sion, has been named regional 
manager of the Caribbean and 
the Far East. Kirt E. McCleary 
has been named general sales 
manager, and will have under his 
control sales, advertising, and 
parts and service operations. 

Frank J. Cort has expanded 
responsibilities and a new title 
of director of manufacturing and 
assembly, international division. 
Herbert A. Bushman, who has 
been traffic department director, 
has been promoted to supply 
manager. Gerry Shingledecker 
has been named manager of the 
Manila branch, where he has 
been assistant since 1946. 

* a . 


Harrison Retires From GE; 


Brown Succeeds Him 


Dr. Ward Harrison, international 
authority on lighting, and director 
of engineering for General Elec- 





R. W. Shanklin 





Willard Brown 


tric’s lamp department, has _ re- 
signed. He is 60 and left under the 
provisions of his company’s pension 
plan. Dr. Harrison has been with 
the lamp department for 39 years. 

He will be succeeded by Willard 
C. Brown, who has been with GE 
38 years. He has been assistant to 
Dr. Harrison since 1945. 

oo + + 


Forster Joins Reo Sales 


George R. Forster has been ap- 
sales representative for 
Reo Motors, Lansing, it is an 
nounced by Don C. Streeter, gen- 
eral sales manager for the truck, 
school bus and transit coach man- 
ufacturers. Forster’s territory em- 
braces Virginia and Maryland. 
+ + * 


Bliss Elects Whyman 


A. E. Whyman has been elected 
vice-president in charge of Euro- 
pean operations of E. W. Bliss Co., 
Detroit, according to Marshall M. 
Smith, president. Bliss has plants 
at Derby, England, and St. Ouen 
sur Seine, France. 

a3 + + 


Watts Appointed 


John C. Watts, who served this 
year as Democratic floor leader in 
the Kentucky House of Representa- 
tives, has been appointed state mo- 
tor transportation director by Gov. 
Earl Clements. 

* ” * 


Hale Replaces Butler 


Sam P. Hale jr. has taken over 
the duties of general sales manager 
of Sam P. Hale Motor Co. (Ford), 
Ardmore, Okla., replacing Fred 
Butler who has acquired a Ford 
dealership in Alva, Okla. 


Ward Harrison 
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Willys Promotes Cary 
To Be Wieland’s Aide 


Rear Adm. Robert W. Cary, USN 
(retired), has been appointed assis- 
tant to the com- 


pany’s executive 
vice - president, 
Arthur J. Wie- 
land. ‘ 


Wade Shurtleff 
has been named 
to fill the posi- 
tion formerly 
held by Cary as 
director of indus- 
trial relations 
and personnel. C. 
L. Johnson has 
been appointed manager of plant 
facilities and methods to succeed 
George F. Bluth, who has been 
appointed chief inspector. Cary 
joined Willys-Overland following 
his retirement from the Navy Dec. 
1, 1946, after 36 years of active 
duty. 





Robert W. Cary 


* * 


Fischer Heads Goodrich’s 
Industrial Products Sales 


George J. Fischer has _ been 
named manager of national ac- 
counts of the Industrial Products 
Sales division of B. F. Goodrich 
Co., it is announced by E. F. Tom- 
linson, division general manager. 

Fischer had been product man- 
ager in the division for the last 
several years, handling the sales 
of hose. James M. Flounders suc- 
ceeds Fischer as product manager. 

+. + + 


Peters Technical Director 
Of Ditsler Division 
Appointment of Rolland IL. Peters 
as technical director of the Ditzler 
Color division, Pittsburgh Plate 
Glass Co., is announced by Wil- 
liam T. Utley, divisional director. 
Associated with Ditzler since 
1936, Peters succeeds M. G. Bell, 
who will enter business for him- 
self as a Ditzler jobber at Seattle. 
Harold W. Redshaw succeeds Pet- 


ers as assistant technical director. 
- - * 


Dearborn Motors Appoints 


Schaich Patent Counsel 

Atty. Wilbur A. Schaich, formerly 
with the Chicago law firm of 
Charles W. Hills, has joined the 
staff of Dearborn Motors Corp., De- 
troit, as patent counsel, it was 
announced. 





7 +” 
Thomson Celebrates 


30 Years With Ford 


Fred A. Thomson, secretary of | 
Ford Motor Co., completes 30 years | 
of service with the company 
Sept. 9. 

He started working at Ford as 
an accountant in 1918 and later | 
became attached to the office of | 
secretary and treasurer. He was | 
named assistant secretary in 1941) 
and last year following a meeting | 
of the board of directors of the) 
Ford Motor Co. he was elected | 
secretary. 

* * * | 


U. S. Tires Picks Butterworth | 


To Head Des Moines Sales 


C. E. Butterworth has been ap- 
pointed district manager at Des 
Moines for U. S. Tire division of 
United States Rubber, succeeding 
J. C. O’Gorman, who has resigned 
to enter another field of business, 
according to J. C. Ray, sales man- 
ager. 

A native of Kansas City, Butter- 
worth attended the University of 
Pennsylvania, Wharton School of 
Business, joining U. S. Rubber in 
1936 as clerk in the Des Moines 
branch. 

* * + 


Ford Transfers Robinson 
To Oklahoma City Post 


Transfer of C. J. Robinson, assis- 
tant district manager of the Ford 
Motor Co. at Houston, Tex., to as- 
Sistant district manager of the 
Oklahoma City district office is an- 
nounced by L. W. Smead, Ford as- 
sistant general sales manager. 

Robinson spent 23 years with 
Ford dealerships in Texas before 
becoming a service representative 
at the Houston Ford sales office 
in April, 1939. He has served as 
manager of both the parts and 








‘is announced by J. R. Lake, man- 


service and truck and fleet sales 
departments there. In August, 1947, 
he was advanced to assistant dis- 
trict manager. 

* * * 


Rowell Appointed 


M. W. Rowell has been named 
Washington (D. C.) ee | 
for Service Caster & Truck Corp., 
Albion, Mich. and Somerville, 
Mass., it was announced by Presi- | 
dent E. C. Hamm. 


* * * 


K-F Names Waddle | 


The appointment of James P.| 
Waddle as fleet sales representa- | 
tive for the Western sales division 


ager of fleet sales division for 
Kaiser-Frazer. 
* + + 


Miller Joins Newgren 


Appointment of George Miller as 
general sales manager of Newgren 
Co. is announced by George M. 
Newlin, firm president. Newgren 
Co. develops and sells farm equip- 
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the Willys-Overland Jeep. For the 
last year Miller has been in charge 


|of tractor and truck seat sales for 
|Monroe Auto Equipment Co. For 
|25 years he was associated in a 


| 


| Chrysler division. 


sales executive capacity with the 


* * * 


Randall Promoted 


C. J. Randall, who has been sec- 
retary-treasurer of the Ohio Motor 
Bus Assn. since its organization in 
1922, has been advanced to the 
position of managing director and 
treasurer, it was announced at 
Columbus, O. He was succeeded as 
secretary by Ray Lewis of Gran- 
ville, O. 


* 4 * 


Philco Names Skinner 


Appointment of James M. Skin- 
ner jr. as vice-president of the 
service and parts division of Philco 
Corp. is announced by James H. 
Carmine, vice-president of distribu- 


tion. 
* + + 


Nilsson Succeeds Wilson 


Stanley A. Wilson, Arizona divi- 
sion manager for General Petro- 
leum Corp. (producers and market- 
ers of Mobilgas and other Mobil 
retired Aug. 1. 


preducts), Paul R. 








| of this 











OF ALL WOOD CONSTRUCTION—Production plans to manufacture 350 units per month 


“Luxury"’ Sleeper station wagon body 
engineered to fit the Willys 4-wheel- 
seats accommodating up to 10 persons that fol 








Nilsson, at present assistant divi- 
sion manager, was named to. suc- 
ceed him. 

+ ea + 


U. S. Rubber Names Shank 


Harold A. Shank has been ap- 
pointed manager of the aircraft 
tire department, United * States 
Rubber Co., according to W. D. 
Baldwin, director of manufacturers 
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Chicago - 


were announced in New York. The unit is 


rive truck chassis. Canell Enterprises says the unit has 


d into two three- “by-s -seven- -foot beds. 
sales for the company’s tire divi- 
sion. 

* 4 co 


Geiselman Joins Willys 


Capt. Ellis H. Geiselman, U. S. 
Navy (retired), has joined the ad- 
ministrative planning staff of Wil- 
lys-Overland Motors, it is an- 
nounced by Robert A. Schroeder, 
director of administrative Planning. 
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MECHANIC 
WANTED 


“Of course I’m no mechanic! 
That’s what I want the job for 
to earn money to take mechanic’s 
schooling!” 


British Move 
To Kill Racket 
In Imported Cars 


LONDON.—(UTPS)—Action has 
been taken in Britain to kill the 
racket which has developed around 
imported cars, it was reported 
here. 

These, if sworn as being fcr use 
during a visit and for subsequent 
reshipment, can be imported duty 
and tax free. But where such lati- 
tude has been shown, owners ar- 
riving in Britain have quietly left, | 
leaving their cars behind but tak- | 
ing a substantial profit on the deal. | 

Recently customs officials un- | 
covered this “black market” in| 
which a profit of 4,500 pounds ster- | 
ling was made on the sale of two} 
motor cars brought here duty and 
purchase tax free by tourists, but 
quietly scld before the owners 
sailed for home again. 

Under a new clause in the} 
finance bill, any articles—motor 
cars, furs, or jewels—disposed of 
in this way will be confiscated as 
“smuggled goods.” 

Anxiety has been expressed by 
opposition M.P.’s in the House of 
Commons because innocent pur- 
chasers in this country would be 
penalized, while those perpetrating 
the offense would escape. 


Peay 
‘Take It Away 
Denver Merchants Seek 
Sales Tax Repeal 


DENVER. — Organized as the 
Assn. for Repeal of the Denver 
Sales Tax, Inc., a group of local 
merchants is endeavoring to ob- 
tain sufficient signatures to initi- 
ate an ordinance killing the city’s 
1 percent retail sales tax. 

The municipal levy cost Denver 
merchants at least $14,000,000 in 
the first five months of its opera- 
tion, the opponents estimate. In 
the first five months of 1948, since 
the tax has been effective, Denver 
merchants did only 9.3 percent 
more business than in the corres- 
ponding period last year, the group 
declares, while the rest of the state 
did 19.5 percent more retail busi- 
ness. 

gn the last three months of 1947, 
however, before the city sales tax 
was adopted, Denver showed an 
increase almost equal to the rest 
of the state—19.7 percent above 
1946, compared with 21.9 percent 
for the rest of the state. 

Contending that Denver's lost 
business is not the gain of subur- 
ban areas, the association believes 
that the loss is in business that 
never comes to the Denver area. 








Brake Safety Device 
Guards on Fluid Leaks 
MENA, Ark.—Application for a| 
patent on an automcbile improve- | 
ment, which is described as a “hy- | 
draulic brake safety device,” has| 
been filed in the U. S. Patent of-| 
fice, Washington, by E. E. Mapes | 
of this city. | 
“The purpose of the device is to! 
prevent loss of fluid from the mas- | 
ter cylinder in case of a line break 
or other trouble which opens the 
line or brake cylinder so that the 
fluid runs out,” Mapes said, “de- 
priving the car of any braking 
power. With the new device, which 
mounts on the steering wheel post, 
only one set of brakes, front or'| 
back goes out of action.” | 


' 
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SAN FRANCISCO. — California’s 
major trucking associations and the 
state’s units of the Brotherhood of 


-| Teamsters will meet the challenge 


of highway safety through a joint 
executive statewide committee, it 
was announced by the two groups 
last week. : 

Through an unprecedented. labor- 
management program, the commit- 
tee will foster full cooperation with 
the California highway patrol, local 
police and other state and munici- 
pal agencies. 

Management will be represented 
by members of the Truck Owners 
Assn, of California and the Motor 
Truck Assn. of Southern Cali- 
fornia. Union representation will 
be for the Highway Drivers coun- 
cil, the Western Line Drivers 
council and the various Team- 
sters locals over the state. 


Organization was achieved at a| 


joint meeting in Los Angeles by a 
motion made by Charles W. Real, 
executive secretary, Teamsters Lo- 
cal 70, Oakland. Real urged that 


United for Safety 


Calif. Haulers Join AFL Teamsters Union 
In Statewide Committee 









the committee launch at once into 
a study of remedies to assure safe, 
courteous operation on streets and 
highways. 

Speakers reviewed the safety rec- 
|ords of association members wha 
comprise the for-hire motor carriers 
of California. It was agreed that 
both unions and companies should 
take appropriate action with drivers 
or operators for traffic violations 
and for creating conditions inimical 
to traffic safety. 

Records were cited showing the 
improvement in the for-hire in- 
dustry’s traffic safety program. 
Purpose of the committee will be 
to improve this record as well as 
solicit the cooperation of those 
truck owners who do not belong 
to any trade association, but who 
operate a large percent of the | 
trucks in the state. 

Union members of the new com- 
mittee are Real; Joseph J. Diviny, 
president of Local 85, and secretary, 
Highway Drivers council, San Fran- 








cisco; William J. Conboy, interna- 


tional representative, Stockton; H. 
A. Macdonald, business agent, Local 
431, Fresno; J. Poteet, secretary, 
Local 542, San Diego; H. L. Wox- 
berg, director, Western Line Driv- 
ers council, Los Angeles; Ted Mer- 
rill, secretary, Local 692, Long 
Beach; and Jack Annand, interna- 
tional representative, Southern Cali- 
fornia. 

Named to the committee by the 
Truck Owners Assn. of California 
are Frank Terramorse, Joseph A. 
Gritsch, and Melvin D. Savage, San 
Francisco, and Herbert P. Moore, 
Oakland, with MHarold Frasher, 
Fresno, alternate member. Commit- 
teemen for the Motor Truck Assn. 
of Southern California are A. J. 


|Eyraud, Joseph Tanzola, Howard 


Lang and Ellis Longenecker. 

An early meeting was to be sched- 
uled with Commissioner Clifford 
Peterson of the California highway 
patrol, at which time a proposed 
code of ethics for commercial driv- 
ers will be described. 


Cochran Buys Out Tarr 


William Cochran has purchased 
the Kerrville Motor Co., Kerrville, 
Tex., from R. R. Tarr, who will con- 
tinue to manage it until Cochran 
arrives from Minnesota to make his 
home here and operate the business. 


A Fair Split? 
Non-Owners and Auto Buyers 


Differ on Taxes 


OTTAWA, Ont.— The proposal 
that motorists pay a municipal tax 
of $10 per year to finance street 
paving, traffic control and snow- 
removal is becoming very unpopu- 
lar here. 

It is pointed out that the non- 
motorist benefits as much as the 
motorist from these so-called spe- 
cial services favoring transporta- 
tion in any city. It is argued that 
snow-removal, for instance, helps 
essential services like police, fire, 
hospital, buses, taxis, etc., to get 
through quickly. In similar man- 
ner, paved streets and traffic con- 
trol bring benefits to non-motor- 
ists. In addition, it is emphasized 
that motor vehicle owners already 
are paying comparatively high 
taxes when purchasing cars, insur- 
ing them against accidents, buying 
gasoline and obtaining car license. 

For these and other reasons, it 
is held that the proposal of a defi- 
nite municipal tax on cars and 
trucks for services rendered by the 
municipal authorities in establish- 
ing better roads and rendering 
other services will prove unpopular. 
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BAFFLE TUBE AND RING 
REDUCE FLUID AERATION 


SINTERED IRON PISTON 
AND SPRING LOADED 
REBOUND VALVE 


ALL WELDED CONSTRUCTION 
- TO PREVENT LEAKAGE AND 
FLUID CONTAMINATION 


SPRING LOADED COMPRES- 
SION VALVE MAINTAINS 
UNIFORM CALIBRATION — 

ORIFICE CLEANSED BY 

INTAKE FLOW 


WELDED END FITTINGS 
QUALITY CONTROLLED BY 
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CAR FERRY, AFRICAN STYLE—A pair of dunkings in jungle rivers, rugged terrain and the 
hot Sahara sands failed to daunt the Chevrolet trucks used on the Carpenter Trans-African 


Expedition, according 


Air Express Rates Cut 


Between U. S.-Alaska 


NEW YORK.—The Air Express 
division of Railway Express Agency 
last week reduced air express rates 
applying between Seattle and An- 
chorage, Alaska, and also between 
Minneapolis-St. Paul and Anchor- 
age. 

Rates between Seattle and An- 
chorage were reduced from 60 to 45 


GJ / 
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Delco “Sealed-In Ride Control” represents an impor- 
tant achievement in obtaining more uniform, more 


to W. K. Carpenter, head of the mechanized safari which invaded | 
equatorial territories to collect specimens for the Philadelphia Academy of Natural Sciences. 


éents per pound for shipments 
weighing 49 pounds or less. The 
new 100-pound rate is $40.41, a re- 
duction of 48 percent. Between 
Minneapolis-St. Paul and Anchor- 
age, the air express rate has been 
reduced from $1.03 to 70 cents per 
pound, while the 100-pound rate is 
$62.86, a reduction of 63 percent. 


William Uliman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week. 


PA 
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lasting control of engineered riding qualities. 

The desirable characteristics of this new Delco 
unit are based on two important design develop- 
ments which overcome basic disadvantages of 
sealed shock absorber construction. 


The first development is the new Delco com- 
pression valve. It provides self-cleaning action 
on the intake flow to reduce danger of clogging. 
Uniform calibration is maintained. 


The second development is the Delco 


“Multi-Lip” seal. Its combined sealing and 
scavenging action prevents 
the cylinder and assures uniformly long 


service. 


These and other advanced features 
double-acting 
shock absorber a precision instrument 
for greater riding comfort. Its engi- 
sealed-in-steel 
for life by Delco all-welded construc- 

. sealed-in for life to main- 
the uniform performance of 
Control.” 
Delco Products Division, General 
Motors Corporation, Dayton, Ohio. 
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Delco “Sealed-In Ride 
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Lawsuits Affecting Dealers .. . 








Court Decisions 


By Leo T. Parker 
Attorney at Law 


LL LAWS such as city ordi- 
nances are void which interfere 
with a legal right of private citizens. 
For example, in Liegl v. City of 
San Antonio, 207 S. W. (2d) 441, it 
was shown that a city passed an 
ordinance prohibiting garage own- 
ers from towing wrecked automo- 
biles off the streets. The ordinance 
bestowed such duties upon the 
city’s police department. 

The higher court held the ordi- 
nance not valid because it destroys 
the vested rights of garage owners. 

On the other hand, this court held 
valid an ordinance which prohibits 
any person from following any am- 
bulance, police car, or police wrecker 
to the scene of an accident... The 
ordinance also made it unlawful to 
solicit business of towing automo- 


bile wrecks. 
* + 


Car Stolen 


ASE to a recent higher 
court a notice printed on an 


We 
RIDE CONTROL” 


MULTI-LIP SEAL 


Specially-designed ‘‘Multi-Lip’’ seal 
serves to reduce danger of leakage toa 
minimum. This feature contributes to 
uniformlylong service of Delco ‘‘Sealed- 
In Ride Control’’ shock absorbers. 


NEW VALVE DESIGN 


New spring loaded compression valve 

maintains accurate calibration. Each 
rebound stroke opens and cleans the 
critical compression orifice. 





automobile parking ticket, given by 
operator of the parking lot to the 
automobile owner, stating that op- 
erator of lot was not responsible for 
theft is void, if the theft was occa- 
sioned by the lot operator’s negli- 
gence. 

For illustration, in Jersey In- 
surance Co. v. Syndicate Parking, 
Inc., 78 N. E. (2d) 692, it was 
shown that one Taylor parked his 
automobile in a parking lot. He 
received an identification ticket 
from the parking attendant and 
left the keys in the car at the re- 
quest of the attendant because 
there was no space then available 
where the car could be parked. 

Taylor returned for his automo- 
bile at 11 p.m. and a careful search 
of the parking lot disclosed that the 
automobile had been stolen. The 
automobile was recovered in a dam- 
aged condition a few days later by 
the police and the Jersey Insurance 
Co. paid Taylor, who held an insur- 
ance policy, $189.53 because of such 
damage. Then the insurance com- 
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pany sued the operator of the park- 
ing lot for this amount. 

The higher court held in favor of 
the insurance company although the 
ticket given Taylor by the parking 
lot attendant had printed thereon a 
notice that Taylor would relieve the 
parking lot operator from all re- 
sponsibility for theft or damage to 
the car. 

This court held that under no cir- 
cumstances may a parking lot oper- 
ator be relieved from liability for 
theft of an automobile caused by 
negligence of the operator or his 
attendant, even though the automo- 
bile owner signs a contract to this 

effect. 


* * * 





Pregnant Woman 


A RECENT higher court held that 
“4 a pregnant woman employe may 
receive unemployment compensa- 
tion for the period she is unable to 
attend to her regular work due to 
pregnancy. 

For example, in Packard Motor 
Car Co. v. Michigan Unemployment 
Compensation Commission, 31 N. W. 
(2d) 83, it was shown that a woman 
named Lena left employment in an 
automobile plant because of preg- 
nancy. She applied for unemploy- 
ment compensation. The lower court 
refused to award compensation, but 
the higher court reversed the ver- 
dict and allowed Lena compensa- 
tion during the time she was not 
available for work. 

+ + + 


Negligent Driver 


MOTORIST who collides with a 

parked motor vehicle at night- 
time is responsible if he was driving 
too fast to stop within the range of 
his headlights. 

In Buresh v. George, 31 N. W. 
(2d) 106, it was shown that a 
truck driver parked his truck on 
the right side of street at night- 
time without lights and without 
putting out flares. A passenger 
automobile ran into it. 

Although the lower court held the 
truck owner liable, the higher court 
reversed the verdict, saying that it 
is negligence for a motorist to drive 
an automobile so fast on a highway 
at night that he cannot stop in time 
to avoid a collision with an object 
within the area lighted by his lamps. 


Only 20 Percent 


Of Canada Sales 
|Bought on Time 


OTTAWA, Ont. — The Canadian 
government reports that, of the 
total of new motor vehicles sold 
in 1947, only 20 percent were 
financed through finance compan- 
ies. The percentage remained al- 
most the same as in 1946, much 
below the ratio prevailing in the 
1930’s when the range was from 
32 to 39 percent. 

The proportion of sales financed 
in 1947 was somewhat higher for 
commercial vehicles, 27 percent, 
than for passenger models, 17 per- 
cent. 

Of the 230,255 new motor vehi- 
cles sold at retail for $416,237,495 
in 1947, this report shows that 46,- 
700 vehicles, or 20.3 percent, were 
financed for $65,422,230 or 15.7 per- 
cent of the value cf total number 
sold in the past year. 

Of the 159,205 passenger cars sold 
for $283,190,390 at retail in 1947, no 
less than 27,409 new vehicles, or 
17.2 percent, were financed for $32,- 
418,868, this being 11.4 percent of 
value of total number sold. Of the 
71,050 new trucks and buses sold at 
retail for $133,047,105 in 1947, there 
|} were 19,291 vehicles fiinanced, or 
27.2 percent for $33,003,362, which 
|} was 24.8 percent of value of tctal 
| number sold. 





Canadian Parts Firm 
Builds in Toronto 


TORONTO.—Canada Motor Prod- 
ucts, Ltd., expects to occupy its new 
| 54,000 square foot factory on the 
|Queen Elizabeth Highway here 
| within three months. It will be one 
of the largest replacement parts 
buildings in Canada, it is claimed. 
| Canada Motor Products, Ltd., with 
|its affiliate, Dominion Bearings, Ltd., 
will be quartered there. The com- 
pany anticipates that its new facili- 
ties will enable it» to give better 
service to its customers. Canada 
Motor Products is a producer of 
starting-lighting-ignition replace- 
ment parts. Dominion Bearings 
serves as Canadian distributor for 
nine U.S. factories, each supplying 
one type of anti-friction bearings. 
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Service and Used Car Reconditioning 


{ Regular Monthly Section for Dealers, 


Jobbers and Maintenance Men who Service and Lubricate 


{meritca’s 37 Million Motor Vehicles and {ppearance-( ondition 5 Million lsed Cars tnnually 





Chev. Reducer 


Prone Ride 


Need Records 


| rete THE past few days I have 
been peddling around in a scat 
car just to satisfy myself that Don 
Myers, his engineers and manu- 
facturing organization were turn- 
ing out an accessory that would 
be a boon to gas-weary car own- 
ers—at Don’s request. I felt some- 
thing like Kipling in his “charge 
of the light brigade”—speedometers 
to the left of me, speedometers to 
the right of me, and tachometers 
in front of me. It was one of the 
experimental engineering cars that 
had been turned over to your lead- 
footed reporter, and it was fully 
equipped with all of the instru- 
ments that they need to register 
performance. 

The device—the new Truckstell 
overdrive that is just about to 
make its bow to the public as an 
“optional” unit for Chevrolet cars. 
It is designed to give approxi- 
mately a 1 to .722 ratio—that is 
when the car is going at about 
30 miles per hour, the engine speed 
is approximately that of the same 
ear going about 20 miles per hour. 

The car I played with for sev- 
eral days—and abused unmerci- 
fully —established approximately 
the following table. It isn’t exactly 
accurate, since it was a little diffi- 
cult for me to watch three dials 
and the road at all the same time, 
even if it was early morning on 
@ near vacant road when I made 
the checks. 

* * * 

THE TWO SPEEDS—“car ac- 
tual” and “car-engine in over- 
drive’—were shown by two speed- 
ometers, one hooked up before the 
overdrive and the other behind, 
so that the “car actual” was the 
speed of the car on the road while 
the “C-E” was what the engine 
speed would be in overdrive. 

Thus at 10 miles per hour the 
engine would be turning at a rate 
that would normally push the car 
along at only about seven miles 
per hour. Or by the tachometers, 
the engine was “reving” 490 revs 
without overdrive to accomplish 
the 10-mile speed that it produced 
at 354 revs. 

At 20 mph, C-E was 14 mph; 
engine revs without, 700, revs with 

(See BACKSHOP, _ Page 30, _Col. 1) 





Fall PS Program 


Is Seen Filing 


Customer Need 


Dealers Are Urged 
To Check Every 
Car Brought In 


HE ANNOUNCEMENT of the 
‘winter Preventive Service article, 
due in the Oct. 30 issue of Collier’s 
magazine, emphasizes the need for 





periodic examination of eight items 
that deal with safety and the long 
life of the automobile. 

Collier’s program points up pre- 
paring for anti-freeze; a thorough 
lubrication in preparation for win- 
ter driving; check of tires and 
wheel alignment; exhaust system 
check for leaks in muffler and con- 
nections; electrical system examina- 
tion with particular relation to the 
condition of the battery; inspection 
of the brakes and amount of lining 
remaining on the shoes; a vision 
check that includes windshield, 
lights and wipers, and a protective 
coating for the finish. 

Two and possibly three of these 
items should be on the regular 
agenda of every franchised dealer 
service department. 

Oil and.rubber companies invest 
hundreds of thousands of dollars 
each year ferreting out means of 
getting the owner’s permission for 
their retail outlets to look under the 
hood—and in training their outlets 
to use these dodges so that the at- 
tendant can observe the condition 
of the engine and the engine acces- 
sories. 

Gas station men have to get the 
owner's permission to raise the hood 
as the car driver usually only stops 
at the filling station for gasoline 
and has no intention of spending 
the extra time necessary for a check 
of his oil or water. The attendant 
usually has to ask permission to 
check these and thus provide the 
opportunity to raise the hood so 
that—if he is alert—he can see the 
condition of the fan belt, note 
whether the spark plugs have been 
changed recently, ask about the oil 
filter, etc. 

* + . 

HE CAR DEALER'S service 

salesman or greeter, however, 
doesn’t have to fight the customer’s 
desire to get on his way—when a 
customer drives into a dealership 
service department he usually in- 
tends to leave his car for specified 
work. | 

In the interest of protecting the 
owner’s investment in his vehicle 
and the good name of the product, 
there is every excuse in the world 
(Continued on Page 27, Col. 1) 


Overdrive Is Developed 


For Chevrolet Cars | 


(CLEVELAND —An overdrive for 
4 postwar Chevrolet cars, de- 
signed for installation by dealers 
has been introduced to the market 
by Truckstell Mfg. Co. of Cleve-| 
land. 

Called the Truckstell Tip-Toe- | 
Matic overdrive, it is available | 
from Truckstell distributors across 
the country. It is the first over- 
drive made available for Chevro- 
lets. 

One of the distinctive features 
of the device, Truckstell said, is 
that it gives the driver the op- 
tion of conventional or overdrive 
in all forward speeds. 

“The Truckstell Tip-Toe-Matic is 
an all-mechanical overdrive which 
eliminates the need for electrical, 








hydraulic or vacuum controls,” the 
producer stated. “It utilizes ‘torque 


reversal’—when the rear wheels 
start to over-run the engine—to 
make the automatic shift into 
overdrive.” 

* * * 


| "RUCKSTELL listed six advan- 


tages for the overdrive, as fol- 
lows: 

“1. Smoother high-speed per- 
formance because of slower engine 
speed. 

“2. Less noise and vibration. 

“3. More gasoline economy. 

“4, Consumes less oil—more miles 
per quart. 

“5. Longer engine life—marked 
wear reduction. 

“6. Hillholder prevents car roll- 
ing back on grades.” 

Because the 4.11 to 1 rear-axle | 

gear ratio of Chevrolet conven- 

(Continued on Page 50, Col. 1) . 





Diagnosis Nea rly Doubles 


Olds Dealer’s Business 


‘Plan Eliminates 


Customer Beefs 


Over 120 a Month 
Pay $3 to Obtain 
Scientific Analysis 


Taking Out the ‘Guess’ 


Eprror’s Nore: This is the sec- 
ond in a series of stories on how 
dealers are approaching and de- 
feating one of the most serious 
problems in retail service selling, 
that of gaining customer confi- 
dence and goodwill. 

EALERS can increase their 

sale of customer labor, increase 

, , the profit of their service opera- 

LOCATION IMPORTANT—Analysis department at Lloyd A. Wise, Inc. (Oldsmobile), Oak-| tion and, at the same time, prac- 
land, Calif., is in an alcove between the service entrance and order writeup bays (at right) tically eliminate customer dissatis- 
and the service department proper. faction over the bill and the work 
done. 

This almost ideal automotive 
service shop operation is being ac- 
complished in dealer shops from 
Providence to San Francisco. 

Especially is this true in sev- 
eral West Coast operations, 
where a new method of retail 
service selling has been tried out 
for a sufficient length of time 
so that accurate figures are now 
available to prove the worth of 
the p 

One of the outstanding opera- 
tions, where these results have 
been obtained in less than six 
months, is the Lloyd A. Wise Olds- 
mobile dealership in Oakland, Calif. 

Here a service diagnosis depart- 
|ment was set up last February. 
Since its inception it has almost 
doubled the amount of revenue 


CHECKING THE ANSWERS—Neal Sikes, analyst, goes over results of a complete bumper- from customer labor sales; mate- 
to-bumper checkup of a customer's car with (re) Ray Jones, Oldsmobile zone manager, and | Tially increased the profit ratio of 
E. J. Gibson, manager of Lloyd A. Wise, Inc. (Oldsmobile), Oakland, Calif. the operation; greatly cut un- 
applied time in the shop; nearly 
eliminated customer complaints 
over bills and work done, and de- 
veloped one of the finest service 
followup files that any dealer could 
want to have—a file that contains 
the names of customers who know 
that they need upwards of $55,000 
worth of work on their cars. 

* + * 


CCORDING to E. J. Gibson, 

general manager, customer la- 
bor sales had practically reached 
a low point since the end of the 
war in Wise shop last February. 
and he realized that something had 
to be done. Fortunately, just at 
that time it was suggested to him 
that he put in a scientific service 
analysis department—a department 
where a top mechanic is given suf- 
ficient room and the necessary 
testing machines so that he can 
do a complete bumper-to-bumper 
analysis of what each car needs 
to bring it back to its original 


. ie Cee seater Car Co. (Ferd). St. Paul, has set up this Gale. Goores | | efficient operating status. 

uck, vice-president and general manager, is planning to put a sticker on the window o ; +8 

every car analyzed stating that the ve icle has been checked for safety. Interior of the | Gibson set aside a _ three-stall 
space for this department, put the 


department is white enamel. 

best mechanic he had in the shop 
j in charge, and had him given ad- 
ditional schooling on the latest de- 
velopments in 
shooting. 

With no experience to guide 
him, Gibson set a nominal 
charge of $3 per analysis as the 
fee at which they would sell this 
complete car analysis. Signs were 
put up announcing the creation 
of the new department and a let- 
ter was mailed out to an active 
service customer list of 2,270 
(Continued on Page 41, Col. 1) 


In This Section 


New Products ....... (Pane 34-38 
NADA Show ............ -Page 23 
Pest Track ... .. Page 39 














scientific trouble- 






















CHEVROLET SETUP—Roy Condrott, service superintendent, recently set up an analysis d 
partment in the shop of Don Gilmore, San Francisco's oldest Chevrolet dealer.” Notice of 
new facilities was sent to more than 3,000 Chevrolet owners in the dealership's service area: 
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SERVICE SECTION 


Exhibitors Are Listed .. . 





Over Half of Space Sold 


For NADA Show 


VER ONE-HALF of the avail- 

able space in the expanded Na- 
tional Automobile Dealers Assn. 
Equipment Exhibition, to be held in 
San Francisco Jan. 24-27, has al- 
ready been sold, according to Ray 
Chamberlain, convention and exhi- 
bition manager. 

He also stated that applications 
for room reservations from over 
2,000 dealers have already been 
received and this is well ahead of 
former pre-convention reserva- 
tions. 

While not as large an attendance 
is expected as the all-time high at- 
tendance last year at Chicago, this 
early room reservation indicates 
that there will be a good represen- 
tation of Eastern dealers at the 
convention and exhibition. 

* * + 


i setinas of all the special 
| committees, including the pro- 
gram committee, will be called for 
the week of Sept. 13, when all de- 
tails as to entertainment, program 
for the convention and the exhibi- 
tion clinics will be outlined. 

To facilitate larger attendance | 
at the service clinics, the conven- | 
tion proper has been extended to | 
four days instead of the normal 
two and the morning sessions will 
be revoted to “forum” type meet- | 
ings and service clinics, etc. : 

Among the prominent institutions | 
and automotive shop equipment | 
manufacturers and service shop 
suppliers who have already been 
allotted space in the San Francisco | 
exhibition are: ; 

Automotive News, Detroit, booths | 
67-8; Balcrank, Inc., Cincinnati, 
113-4-5-6; Barrett Equipment, St. | 
Louis, 127-8; Breuer Elec. Mfg., Chi- 
cago, 56; Cedar Rapids Engineering 
Co., Cedar Rapids, Ia., 18, 39; Chol- 
dun Mfg. Corp., New York, 1; Cin- 
cinnati Equip. Sales Co., 66; Coats | 
Loaders & Stackers, Inc., Fort) 
Dodge, Ia., 142-3; Dixie Mach. Tool 
Co., Cincinnati, 40. ; 

Comfort Spec. Co., St. Louis, 23-4; 
The Devilbiss Co., Toledo, 31-2; 
Gray Co., Inc., Minneapolis, 136-7-8; 
Globe Hoist Co., Philadelphia, 59; 
Executives Selection & Training In- 
stitute, Detroit, 43; Great Lakes 


K-F Covers All 
Of Parts Costs 


In Warranties 


WILLOW RUN.—A 100 percent | 
labor reimbursement program for 
K-F dealers for all warranty work 
performed which involves the re-| 
placement of parts was announced 
by Kaiser-Frazer Corp. last week. | 

Usual industry practice has been | 
to allow a dealer only a percentage 
—about half—of his retail labor | 
costs for such work. 

Under the K-F program, the fac- | 
tory will pay distributors and deal- | 
ers the full labor rate for parts | 
replacements in any Kaiser or Fra- | 
zer car during the standard war- | 
ranty period which covers the first | 
4,000 miles or 90 days of driving, | 
whichever occurs first. 

“Our new program,” said Fred 
R. Cooper, K-F vice-president in | 
charge of sales, “was established | 
primarily to promote owner satis- | 
faction, while at the same time 
making it profitable for every K-F 
dealer to serve owners in warranty 
work regardless of where the car | 
was purchased. { 

The dealer who performs the 
warranty work is also reimbursed 
for any parts replaced, Cooper ex- 
plained. 


Reidsville (N.C.) Dealers 


| 
Organize Association 

REIDSVILLE, N. C.—The Reids- | 
ville Automobile Dealers’ Assn. has | 
been organized here with Jesse 
Cloud as president, Percy Dailey as 
vice-president and Alex Johnson as 
secretary. 

Charter members of the associa- 
tion are Huskey’s Motor Service, 
M. & S. Motors, Lucky City Motor 
Co., King Motor Co., James Motor 
Co., Cloud Pontiac, Dailey Buick Co., 
Williams-Trull Co., Chandler-Harris | 
Motors and Johnson Bros. | 








Steel, Detroit, 157; Ernest Holmes 
Co., Chattanooga, Tenn., 129-30-1-2; 
Hulbert Mfg. Co., Ashtabula, O., 
166; Litho Paint Poster, Chicago, 
147. 

Miller Mfg. Co., Detroit, 155; Nor- 
ick Bros., Oklahoma City, 152-3-144; 
Reynolds & Reynolds, Dayton, O., 
33-4-5; Rotary Lift Co., Memphis, 
119; Ruger Equip. Co. Portland, 
Ore., 36-7; Schildmeier Co., Indian- 
apolis, 50; Shaw & Slavsky, Detroit, 
44; Sparks Withington, Jackson, 
Mich., 139-118; Star Mach. & Tool, 
Minneapolis, 173; Sun _ Electric 
Corp., Chicago, 103-4-5-6-7; Lester 
A. Tocks, Flint, 27-8-9-30. 

Universal Underwriters, Kansas 
City, 158; Van Houten Rankins, 
Detroit, 133-4-5; “X” Laboratories, 
New York, 61; Ammco Tools, Inc., 
North Chicago, IIll., 174; Arndt Pal- 
mer Lab., Melvindale, Mich., 140-1; 
Kent Moore Org., Detroit, 167-8-9, 
and Pressure Castings Corp., North 
Hollywood, Calif., 51-2-3-4, 
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HAS A RADIO-TELEPHONE, TOO—The wholesale i division of Luby Chevrolet Co., 


Denver, announced its new mobile parts store by sen 
said the truck carries 2,800 different items and over 10, 


1948 Registry Income 


Soars in South Dakota 
PIERRE, S. D.— Motor vehicle 
fees collected in South Dakota dur- 
ing the first seven months of the 
current calendar year totaled $2,- 
246,700, an increase of $658,796 over| 
the corresponding 1947 period, ac- 





ng customers a giant-size letter which 
individual parts. 


cording to the state motor vehicle 
division. 

Passenger car registrations dur- 
ing the period totaled 171,266, as 
compared with 154,210 in the same 
period last year. The list also in- 
cluded 54,276 trucks, 30,171 trailers, 
1,926 motorcycles and 275 buses. 
Dealer registrations numbered 1,196, 
an increase of 198, 


NSPA Directory 
Shows Increase 


Of 150 Members 


CHICAGO.—Marking its 25th an- 
niversary, the National Standard 
Parts Assn. has just issued its 1948 
directory, revealing a gain of ap- 
proximately 150 members in 12 
months without counting an addi- 
tional 30 firms approved later by 
the membership committee. 

The directory contains 175 pages, 
about 20 more than the 1947 edi- 
tion. Each major section is priated 
on a different color paper, with 
wholesaler and manufacturer mem- 
bers listed alphabetically under 
state headings in separate sections. 
Another section provides a com- 
plete alphabetical arrangement of 
firm delegates and committeemen. 

Forty-two countries are repre- 
sented in the directory and 16 
pages are required for listing Ca- 
nadian and overseas associate 
member firms. 

Newly accepted members since 
the directory went to press include 
three manufacturers: S. M. Arhold, 
Inc., St. Louis; Tuthill Spring Co., 
Chicago, and Vulcan Motor Prod- | 





ucts, Inc., Newark. 





Stabilized to resist — 









Don’t just sell ‘‘grease.”” Tell your customers that a 
good gear lubricant has a tough job—that it must 


lubricate efficiently, resist deterioration 
under severe heat and pressure, retain 
correct viscosity through a wide temper- 
ature range, and effectively 
gears and bearings against corrosion. 
Explain that Stabilized Quaker State 
this better and 
longer—that its base oil is made solely 
from pure Pennsylvania grade crude oil 
—that it is specially designed for mod- 
ern high-speed automotive gears. 


Quadrolube does all 


QUAKER STATE OIL 


protect 


REFINING CORPOR 


ste 





NoTE: For automatic transmissions sell 


CORROSION 


PRESSURE 





RUST 


Quaker 


State’s latest—No. 00 Quadrolube, Grade “75.” 
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Auto-Lite School 
Draws Students 


From 17 Nations 


TOLEDO.—-Students from 17 for- 
eign countries and Hawaii have 
attended the service school at th>| 
Electric Auto-Lite Co. during th: 
past 10 years, according to H. B. | 
Hewitt, director. 

Foreign students are enrolled 
with the regular classes which are | 
conducted monthly. The course, 
which lasts four weeks, is designed 
to teach the correct procedure in 
servicing Auto-Lite electrical prod- 
ucts, including all electrical units 
on the present-day automobile. 

Students must have prior experi- 


ence as automobile servicemen and PRIZE-WINNERS SEE PLANT—These Oldsmobile dealer employes recently visited the main 
be authorized representatives of | Oldsmobile assembly plant in Lansing, as winners of a parts and service sales contest in the 
Auto-Lite franchise holders. Buffalo zone. They are shown on the steps of the Oldsmobile administration building, with 

China lists the greatest number |. F. Banks (left), assistant sales manager in charge of the eastern half of the U. S. Back 
of Auto-Lite graduates, with Swe-| row, left to right. George Gardner, Gardner Motors, Inc., Binghamton, N. Y.; A. A. Nelson, | 
den and Cuba tied for second place. | Utica Oldsmobile Corp., Utica, N. Y.; M. E. Sedgwick, Sedgwick Motors, Westfield, N. Y.; | 
Among the other countries listed | Al Dole, Wolfe-Dole, Hamburg, N. Y.; Harvey Rodebaugh, Rodebaugh Motors, Inc. oe. 
are Norway, Belgium, England, Ar- | ford, Pa. Middle row, left to right: Orlo Wolfe, Wolfe-Dole, Hamburg, N. Y.; Stowell 


‘ | Fournia, Fournia Motor Sales, Massena, N. Y.; W. W. Robertson, district manager, Buffalo | 
gentina, India, Guatemala, Puerto | zone, and Neil Kennedy, New Eagle Motors, Inc., Jamestown, N. Y. Front row, left to right: 








Rico, Panama, Iran, Colombia, |W. V. Sherman, district manager, Oldsmobile division; Jos. Spector, Spector-Genesee Motor | 
Venezuela, South Africa, Israel Sales, Inc., Syracuse, N. Y.; Arnold Gardner, Valley Motors, Inc., Endicott, N. Y.; Wm. Ryan, | 
and France. | J. P. Ryan's Sons, Inc., Cortland, N. Y.; Lawrence Mancuso, Mancuso Motors, Batavia, N. ve 





tool-chasing time, ” 


are just about u 


wide, direct-to-user tool ser 
this tool service “eliminates 





For 28 years, Snap-on's 
Direct-to-user Tool Service 


has proved to be 
“The Time-Saving Way 
to Buy Time-Saving Tools”’ 


| Snap-on [ook ae 


OF BETTER MECHANICS | __ae 












“the Snap-on way’ 


mt =. THE CHOICE 







|a record of all services performed: 


Service managers from coast to coast 


spent in “shopping around’ 
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| CHICAGO.—A continuous follow- 
|up plan to recover those customers 
|who ordinarily fail to return to 
the original dealer from whom they 
purchase their car has been de- 
veloped by The Sovereign Plan, 
4856 Halsted Ave., Chicago, III. 

A portfolio prepared by the firm 
points out that seven out of every 
10 car owners fail to return to 
their original sales company unless 
they are induced to remain as cus- 
tomers by some form of follow-up 








| operation. 


Since the average car owner 


| spends $111 per year in other shops 


(Automotive News—Nov. 10, 1947), 
a continouus follow-up plan is re- 
garded as necessary to a dealer 
who seeks a profitable operation. 


The Sovereign plan is designed 
exclusively for authorized new- 
car dealers and is automatic, 
flexible and reaches 100 percent 
of a dealer’s mailing list. It pro- 
vides automatic direct-by-mail 
follow-up to five groups: new-car 





The Sovereign Plan 


Automatic Owner Follow-Up System Is Offered 
To Authorized Dealers 


SERVICE SECTION 






owners, active customers, inac- 
tive customers, prospective cus- 
tomers and all lubrication cus- 
tomers. Each group is specially 
treated to render the best results. 


Under the plan, letters are sent 
to new-car owners every 30, 60 and 
90 days. Letters consist of both 
personally-typed and printed form. 
Active accounts receive a monthly 
mailer consisting of sales copy and 
illustration set over the signature 
of the dealer. 


Minor services are also sold by 
this medium through use of illus- 
trations “sugar-coated” with mild 
humor, all under the individual sig- 
nature of the dealer. 


Active customers are kept active 
y the regular use of mailers de- 
signed especially to keep them ac- 
tive. Illustrations are generally di- 
rected toward reminding them of 
savings incurred by periodic pre- 
ventive services. For those cus- 
tomers long inactive, a new “come 
home again” theme is provided. 

Important to the plan is the 
automatic service salesman, a 
copyrighted folder to sell preven- 
tive service. The folder combines 
the followine functions: an accur- 
ate case history of every custom- 
er’s car; a definite guide for serv- 
ices required at each 1,000 miles: 


a reminder for seasonal services: a 


| permanent reference file and hold- 


er of supplementarv records: a 
chart for merchandising preventive 


| maintenance, and a practical step 


toward complete service absorp- 


| tion. 


eliminate wasteful | 


Another part of the Sovereign 
plan is the lubrication follow-up 
by which customers are sold a 
prescribed lubrication service 
which insures factory recom- 
mended lubrication against the 
ordinary “grease job.” Added to 





| 


| 








nanimous in their ap- 


proval of Snap-on tools and of Snap-on’s nation- 


vice. Mr. Schaup says 
wasteful tool-chasing 


time”. The Snap-on man calls regularly . . . helps 
keep tool kits up to par. He brings the tools to 
the mechanics . . . eliminating the need of hours 


In addition to this modern method of distribu- 
tion, add all the quality features that have estab- 
lished Snap-on tools as “the choice of better 
mechanics, everywhere”, and you will see why 
pays big dividends in time 
saved for the mechanics and money saved for 
management, Write for the new 1948 catalog. 


service department activity. 


| 


this is the yearly lubrication plan 
by which the customer is entitled 
to as many lubrication jobs as 
necessary in a 12-month period 
for the sum of $10. This service 
is optional. 

The plan also provides exclusive, 
custom-made letters and inserts de- 
signed to meet any special problem. 
Individualized promotion, when re- 
quired, produces excellent results 
at low cost, the plan has indicated. 


Undeliverable mail is promptly 
eliminated from the dealer’s mail- 
ing list under a postal department 
agreement wherebv return postage 
is guaranteed on first mailings and 
checked periodically. Local post 
offices return undelivered mail to 
the Sovereign plan with the pres- 
ent correct address. 


Included in the plan is a me- 
chanics’ repert of additional work 
required. A check mark on a pre- 
pared form indicates services found 
needed at last inspection. By such 
visual indications, extra mainten- 
ance services can be sold by the 
dealer without the necessity for 
personal sales talks with the cus- 
tomer, it was indicated. 

A confidential analysis of a 
dealer’s business can be made by 
the completion of a report which 
gives the dealer a personal sum- 
mary of all activity in his service 
department every 30 days, gives 
him an analysis of service oper- 
ations, gives a check on all serv- 
ice reports mailed to the Sover- 
eign central office, produces a re- 
port on his mailing list activity 
and gives him special notes and 
comments by the Sovereign serv- 
ice staff. 

In addition, monthly dealer bul- 
letins are sent out to service man- 
agers and contain valuable infor- 
mation otherwise difficult to obtain. 

All that a dealer reqiures to put 
the Sovereign plan to work is for 
him to: 

1. Furnish a mailing list of his 
customers and prospects. These are 
immediately put on addressograph 
plates. 

2. Provide a daily record of his 
From 
Sovereign experts 
screen the necessary information 
needed. to conduct the dealer’s 
mailing campaign. 


these reports 








8082-1 28TH AVENUE © KENOSHA, WISCONSIN 


International Division: Kenosha, Wis., U.S.A. 


_ 


==) SNAP-ON TOOLS CORPORATION | 


3. Mail new-car reports to the 
Sovereign headquarters weekly and 
|monthly and form the basis for 
| the new-car follow-up mailing. 


SE 
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Service Survey Pays Off 


Pa. Dealer Credits Increased Profit 
To Customers’ Replies 


| BRADDOCK, Pa.—Questionnaires 
| submitted to service clients to get 
| them to return disclosed three im- 
portant ways to improve customer 
relations, reports Fred Menozzi, 
|service manager, Superior Motor 
| Co., 1215 Braddock Ave. here. 


| Superior learned: 1. Customers 

|actually were satisfied when they 

SOUCH MOTOR CO., HUMBOLDT, TEX.—Oldsmobile's dealers in smaller cities in the | didn’t comment on the work; 2. to 
U. S. are making definite progress toward expansion of service facilities and acquisition be more careful in the final clean- 
of up-to-the-minute service equipment, D. E. Ralston, general sales manager, states. He | ing up of the car interior; 3. to 
cites the case of Couch as an example of a dealer who is improving his sales and service | qualify promises to have a car 
buildings as rapidly as — . oe ee _ ae installed = — ae available at a specific time; 4. that 

i its, containing special tools for different types of servicing, have been placed in ’ 

So te enétiien Couch hes built an attractive parts department and retail counter. | the laboring class tends to be over- 


Canadian Firms 
Seek to Import 


Parts From U.S. 


OTTAWA, Ont.—Motor car man- 
ufacturers are reported to be dis- 
cussing with the Canadian govern- 
ment ways and means of getting 
permission to import car parts 
from the U. S. because their sup- 
plies in Canada are being held up 
by strikes. 

It is understood here that the 
government is looking upon this 
request with favor but only on a 
temporary basis. 

It is believed that, by allowing 
these relaxations of the import 


bans against U. S. car parts, thou- " \ 
sands of workers will be permitted 
to return to work in Western On- in 
tario. 

A plant in St. Catharines has Ee 
been having labor troubles for sev- 
eral weeks and this plant makes 
parts essential for at least one H 
nationally known motor car com- 0 CUS tie 
pany, with the result that this in- oa 
terruption of work in St. Cathar- 
ines has had serious effects on 


motor car production, sales, etc., 
in other parts of the country. 


If the Canadian government 
grants this special permission to 
bring in car parts, even temporar- 
ily, from the U. S., enough parts 
would be made available to resume 
operations on a normal basis and 
production as well as deliveries 
would be resumed, with dealers 
getting their supplies on a more 
satisfactory schedule. 


Asks I nj unction 


To Void Portland 


Inspection Law 


PORTLAND, Ore.—Constitution- 
ality of Portland’s municipal motor 
vehicle testing station and the 
state enabling act has been chal- 
lenged by an injunction suit filed 
in Circuit court here by Gail F. 
Reed, service station owner at 
14800 S. E. Stark St., outside the 
city limits. 

Besides asking that the munici- 
pal ordinance be declared void, 
Reed sought an order enjoining 
the city from interfering with him 
in the operation of his automobile. 


The inspection ordinance, passed 
by the city council in 1941, re- 
quires all motor vehicle owners 
living within three miles of city 
boundaries to have their cars test- 
ed semi-annually. It also requires 
persons living outside the city and 
the three-mile zone to have their 
vehicles tested if their business or 
employment is within the city. 

Reed contended the ordinance is 
unconstitutional as being local and 
special legislation and that it is 
unlawful, unreasonable, arbitrary 
and discriminatory and so indefi- 
nite it is impossible of enforce- 
ment. 


Car and engine manufacturers are Muskegon’s 

one and only kind of customer for piston rings. 

This policy, which is clearly stated on this page, 
enables Muskegon to serve its customers in a 


way that no one else in the industry does— 


Muskegon sales and advertising promote “‘Fac- 


igan. Plants at Muskegon and Sparta. 


APPEARING IN:SEPT. 71 


an ter ‘It is Muskegon's 


firmly established policy to sell ex 
clusively to manufacturers (1) for 


Lion Chemical Schedules 


Nationwide Distribution installation as original equipment and 


CHICAGO.—Lion Chemical Co., _ 
3900 N. Pulaski Rd., Chicago 41, 
manufacturer of Gasone and Royal 
Flush, has announced it is expand- 
ing operations and is ready to dis- 
tribute both products on a nation- 
wide basis. 

A. E. Taylor, former advertising 
manager of Skelly Oil Co. and re- 
cently appointed vice-president in 
charge of Lion sales, revealed that 
he is setting up a large sales force. 


for resale for service purposes 


tory Authorized” outlets exclusively. Thus, in 


advertising to car owners, only Muskegon tells 





FOoOsT’ 


awed by a highly specialized ga- 
rage, and is afraid of getting over- 
charged to pay for the expensive 
equipment. 

On problem two, Superior 1. got 
more covers, changed them twice 
a week; 2. got more mechanics cov- 
eralls, had them changed twice 
weekly; 3. got enough fender covers 
to change them every three days. 

“Keeping the covers clean costs 
us $5 a week,” says Menozzi, “but 
very conservatively we will get $60 
a week extra through our goodwill. 
Today, each mechanic has two fen- 





“ 


motorists to see their “Factory Authorized” 
service man for all services, parts and accessories. 


Muskegon Piston Ring Co., Muskegon, Mich- 


25 
der covers, one seat cover. And 
cach mechanic has an extra set of 
covers. Covers are picked up so 
often by the local cleaning com- 
pany they don’t have a chance to 
get dirty.” 

On delivery of the service job, 
Menozzi learned many people when 
promised a car at 10 a.m. wanted 
the use of the car to keep an ap- 
pointment at 10:30. So in every case 
it is wise to qualify delivery time, 
not to assume it, he said. 

To keep the mill-worker type, 
who puts his last nickel into a car, 
coming to a better service garage, 
Menozzi says to him: 

“We know the car. We have the 
genuine parts. We keep our place 
nice looking for you—it isn’t a 
dreary hole with inadequate light- 
ing. You will find our sorvice work 
stands up longer.” 





. and my car gets as careful 
attention as any fire truck ever had= 
I take it regularly to a real specialist 
in car care...” 


“I specialize in car care . . . I'm your 
‘Factory Authorized Service Man.’” Like 
any specialist, I've been intensively 
trained—the manufacturer has taught me 
all there is to know about your particular 


make of car. Services ... parts... 


accessories, I know them all. I can 





tell you, for instance, when you need 





new piston rings, tested and proved 


especially for worn engines by the same 


men who designed your car's original 


rings. Find me at your car dealer's 





or other factory authorized repair shops. 
















ManPr 6.4, 











Ohio State Sets Course 


For Fleet Directors 


The fifth annual short course for 
motor vehicle fleet supervisors will 
be held at the Ohio State university 
Sept. 27-Oct. 1, under the auspices 
of the college of engineering. Auto- 
motive organizations are helping 
sponsor the course, 

Arrangements are under the di- 
rection of E. H. Karrer of the uni- 
versity and Charles D. Vibberts of 
the Ohio State Automobile Assn. 
The course will deal with trans- 
portation, accidents, safety, inspec- 
tion of motor vehicles, driving prac- 
tices and similar subjects. 


a * * 


Ore. Taxes Called Inadequate 
To Meet Highway Needs 


Heavy increases in Oregon mo- 
tor vehicle registrations and high- 
way use has resulted in greater 
public demand for road improve- 
ments than the State Highway 
Commission “is able to fulfill with 
present road revenues,” it is de- 
clared by State Highway Engineer 


Highways and Safety 








R. H. Baldock. 

He cited traffic counts showing 
that Oregon highway traffic in- 
creased 50 percent since 1941 and 
6 percent over last year. It was 
further noted that motor vehicle 
registration in the state is 35 per- 
cent higher than in 1941 and 12 
percent above last year, while gas- 
oline consumption is 55 percent 
over 1941 and 6 percent higher 
than last year. 

* . 


Safety Push 


Autos, Bikes Targets 


In Minneapolis 


MINNEAPOLIS. — The junior 
chamber of commerce here reports 
it has aroused highway safety con- 
sciousness in this city during 1947- 
48 through a dual-purpose cam- 
paign aimed at autoists and bi- 
cyclists. 

The JC safety committee, with 
a goal of “scotchliting” some 30,000 
bicycles in Minneapolis, managed 
to apply the reflector-device of 








CLINTONE WAX FINISHING 

as Nationally Advertised requires the 
combined use of Clinton Pre-Wax Cleaner 
and Clinton Spray Wax. 
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Minnesota Mining & Mfg. Co. to | 


more than 3,000 before this spring. 
The campaign is continuing this 
summer and next fall. 

The other half of the twin-safety 
campaign involved the erection of 
accident safety signs including a 
large billboard captioned “And 
Sudden Death—Are You Next?” 
Figures on the sign give counts 
of accidents, injuries and deaths 
and are changed daily by the police | 
traffic squad. 

In addition, 20 safety signs were 
distributed by General Outdoor 
Advertising Co. throughout the 
city. They depicted safety slogans 
and were situated at permanent, 
strategic locations. The _ entire 
campaign is reported to have 
aroused considerable comment 
from public officials, highway offi- 
cials, automobile associations and 
other groups. 





* * + 

U. S. to Finance Study 
Of Colo. Vehicle Laws 

The U. S. Public Roads Admin- 
istration has approved expenditure 
of $10,000 for a survey of Colorado 
motor vehicle laws in comparison 
with the uniform vehicle code, ac- 





SIGN POINTS WAY—East Side Chevrolet 


Co., Milwaukee, which has an automobile 
salesroom on Farwell and North Ave., and a 
service shop located five blocks distant, uses 
this sign on a window at the salesroom to 
advertise service. 


cording to William S. Foulis, or- 
ganization director of the Colorado 
Highway Safety Council. 

Foulis said Colorado is one of 
the first states to make this major 
move toward better vehicle laws. 
The safety council had urged that 
the survey be made, provided that 
funds were available. Consultants 
for the survey will be provided 
without charge to the state by the 
Automotive Safety Foundation of 
Washington, D. C. 


Clinton Spray Wax is new! Revolutionary! It is applied with a vacuum 
type spray gun and produces a hard, pure wax finish without rubbing or 


Not only does Clinton Spray Wax save hours of labor on every car but it 
also lasts longer than ordinary waxes. Scores of tests show that Clinton 
Spray Wax outlasts other waxes three to one. In fact, on the world’s fastest 
airplanes, flown in extreme weather, Clinton Spray Wax lasted seven times 
longer. Because Clinton Spray Wax is sprayed on it penetrates corners and 
crevices around grilles and mouldings, giving complete protection against 
rust and atmospheric salt corrosion. 


Clinton Spray Wax is available through jobbers and General Motors ware- 
houses. For further information write . . . 


CLINTON SPRAY WAX COMPANY 


1020 EAST LAND PLACE e 


MILWAUKEE 2, WISCONSIN 


__ SERVICE SECTION 






N.Y. Public Urged 
To Keep Eye 
On Auto Taxes 


SYRACUSE, N. Y.—Motor vehicle 
registration fees and gasoline taxes 
“can be either the best or the worst 
taxes in our state,” Jerome B. Rus- 
terholtz of Syracuse, chairman of 
the New York Highway Users Con- 
ference, declared here. 

“These special automotive levies 
can be the best taxes in our state if 
they are held at fair and reasonable 
levels, and if the revenues are used 
for the sole purpose of giving the 
motor taxpayers a full dollar’s 
worth of roads for every tax dollar 
collected,” he said. 

“They can be the best taxes then 
because they will foster highway 
transportation so essential to our 
economy. 

“But they can be the worst taxes 
in the state if they are burdensome 
and unjust, if they exceed actual 
needs and the ability of vehicle 
owners to pay, and if this special 
tax revenue is used for any purpose 
other than the development of our 
road system according to a sound 
and sensible long-range plan,” he 
asserted. 

Rusterholtz said that it is up to 

the people of the state to resolve 
that automotive levies here will be 
the best taxes, producing lasting 
| value in sound highway invest- 
ments, and imposed at rates that 
highway transportation, private and 
commercial, can meet without un- 
due hardship. 

“Everybody has a stake in high- 
way transportation,” he continued. 
“Everybody depends upon it, and 
everybody benefits from good high- 
ways, soundly financed. 

“Therefore, everybody—not only 
motorists and truckers, but every- 
body—should maintain a keen inter- 
est in automotive taxation and in 
the use that is made of revenues 


derived from the source.” 
+ * ” 


Pedestrian Laws 
Hinted in Maine 


Maine’s next legislature may be 
asked to enact legislation to con- 
trol pedestrians, according to State 
Police Sergeant John De Winter, 
director of Maine’s traffic and 
safety division. 

Explaining that the principal 
measure probably would be one re- 
quiring pedestrians in the road to 
walk facing traffic, and to use side- 
walks when available, De Winter 
added: 

“If a pedestrian knows there are 
rules and regulations about how 
he should conduct himself, he is 
more conscious of the dangers of 
the highway.” 

* 





For Uniformity 
Safety Official Tells 
Need in West 


“Increased travel in the Western 
U. S. makes it vital that legislatures 
consider the adoption of uniform 
driving laws,” it was asserted by 
Louis R. Morony of the Automotive 
Safety Foundation, Washington, in 
addressing a Western regional con- 
ference of the American Assn. of 
Motor Vehicle Administrators at 
Reno. 

“Today there are 53,000,000 li- 
censed drivers in the United States, 
as against 47,000,000 in 1946—and 
motor travel in the Western states 
is gaining faster than in the nation 
as a whole,” Morony said, adding 
that there are now about 1,040,000 
more cars, truck sand buses on 
Western highways than there were 
before the war. 

“I submit that when a man from 
another state drives to Reno, he is 
entitled to believe that the laws 
and driving practices here are the 
same as they are back home,” he 
declared. “Whether they are or not, 
it’s pretty certain that he is not 
going to change his manner of driv- 
| ing. And that spells trouble.” 

No Inside Information 

OTTAWA. — Canada’s Finance 
Minister Abbott, the man charged 
with carrying out the government’s 
austerity program, is said to have 
had his.sense of humor tickled re- 
cently. It appears that his law part- 
ner purchased a new car only a 
week before Abbott announced a 
sharp cut in excise taxes on all 
vehicles. 
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SERVICE SECTION — 


Dealers Are Reminded: 
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All Customers Need 


Preventive Service 


(Continued from Page 22) 


for the salesman or greeter to check 
the condition of the oil in the en- 
gine and the water in the radiator, 
before he starts to write up what 
the owner wants done. 

This check gives the salesman a 
chance to ask how long it has 
been since the oil filter has been 
changed; inspect the condition of 
the fan belt and other engine ac- 
cessories, find out if the engine 
needs oil or a complete oil change 
because of its condition, and 
check the cooling system for con- 
dition of water, hose and heater 
connections. 

If it pays the filling station at- 
tendant to go to the length he goes 
in order to get a chance to look 
under the hood, it certainly will pay 
the service salesman or service 
manager. 

Just the added sale of oil alone 
should pay for this extra attention 
being given customer cars and 
trucks—to say nothing of the extra 
needed service sales that can be 
made. 

as + 7 

Byer FIRM engaged in the pro- 

duction of service merchandis- 
ing material realizes that the sale 
of just one-half item more on the 
average repair order in a dealership 
will increase the amount of the av- 
erage ticket from 30 to 50 percent. 

And no services are more needed 
—or more neglected—by the aver- 
age franchised dealer service con- 
tact men than the inspection of the 
oil in the engine or the water in the 
cooling system. 

Both are the cause of most 
heavy repair bills for the owner— 
a constant check on both would 
undoubtedly save hundreds of 
thousands of car owners untimely 
engine overhauls, expensive radia- 
tor repairs, poor gasoline economy 
and poor engine performance. 

It is not necessary to draw a dia- 
gram for any mechanic as to the 
bad effects of dirty or gummy oil— 
or running a car with insufficient 
lubricant. 

For some reason, however, few 
mechanics or service managers give 
sufficient thought to the ill effect of 
dirty or rusty water in the cooling 
system—or what dirty water indi- 
cates in the water side of the engine 
block. 

Most mechanics know—or should 
know—that rust and scale deposits 
on the water side of the engine 
bores produce “hot spots,” retard 
normal cylinder and valve cooling 
and induce overheating of the en- 
gine oil and a rapid breakdown of 
its lubricating properties, as well as 
poor carburetition and other engine 
ills that rapidly produce the neces- 
sity of complete engine overhauls. 

+ > . 


R,YEN WHEN engines come in for 

such a renewal of rings and 
bearings, far too few mechanics 
check the condition of the water in 
the cooling system before they start 
work to find out if the cooling sys- 
tem needs a complete and thorough 
flushing before such overhaul work 
is done. 

If the cause of the ring and bear- 
ing failure is not remedied before 
the new parts are put in, the new 
parts will fail in a short time from 
the same cause that made the orig- 
inal parts fail. If this cause hap- 
pens to be scale or rust in the 
radiator and water side of the en- 
gine bores, the same overheat con- 
dition will prevail in the block. En- 
gine oil will keep breaking down 
and have to continue to do the work 
that the cooling system is designed 
to do. 

The third preventive service 
that every franchised dealer 

should practice in his service de- 
partment is to pull a front wheel 
to inspect the condition of the 
brake lining before any adjust- 
ment of brakes is ever made. 

Only by making this inspection,, 
as often as brakes need adjustment, 
can owners be protected from 
scored brake drums—and the inevi- 
table higher cost of either turning 
the drums down or replacing them 
if they are too badly scored. 

Dealers—even dollar-hungry deal- 
ers—should realize that to keep cus- 
tomer goodwill they and their serv- 
ice employes have an obligation to 
every owner of their make of car in 


their service area—to protect his 

investment in their vehicles. 
Making an effort to protect this 

investment not only builds customer 

appreciation of the type of service 

rendered but also creates maximum 

customer following. 2 

o . 


EALERS who are customer hun- 


gry don’t have to worry about/| rectly at helping the vehicle owner | nati, cover 


the dollar end of the deal—that will 


an a alantdsnanantcetiips nna vinini 


LUBRICATION 


take care of itself. The more cus- 
tomers who come into the service 
department for work to be done, the 
more dollars they will leave behind 
them—and leave them willingly and 
gladly. 

No dealer, nor dealer service em- 
ploye, can be accused of “loading” 
or “barber-shopping” the customer 
—if the procedure he uses in meet- 
ing the customer is aimed at saving 
the customer money and eventual 
high service bills. 

Collier’s Preventive Service pro- 
gram is to be commended. It should 
be joined in its promotion by every 
franchised dealer — even though 
Collier’s takes it to the independent 
repair stations through their jobber 
cooperation—because it is aimed di- 


(See PREVENTIVE, Page 44, Col. 1) 


HERE’S HOW BOB REESE MOTORS 


Here's the smart new lubrication 
center at Bob Reese Motors, Inc., Ford dealer in 
Toledo, Ohio—an outstanding layout to “bring 
cars home for service’? with ARO Lubricators. 

Iwo batteries of Aro Overhead Reels provide 
speedy, efficient service for four lifts from re- 
motely located Aro pumping units. Each group 
Mae deere ies Mele erat em a cee sca lela 
two chassis lube, two motor oil, one water. Aro 
DeLuxe Portable Drains serve each lift. 

Aro’s exclusive “Hi-Lo” Control gives this 





PONTIAC DEALER SINCE 1935—The new facilities of Honerkamp Motor Sales, Inc., Cincin- 
13,000 square feet, of which 11,000 are used for the service and parts department. 
Thirty persons are on the staff, according to E. B. Honerkamp, president. 





modern lube department instant change from 
high to low pressure for chassis lubrication. 
This saves time by furnishing high pressure to 
“crack the tough ones”... . saves wear, saves aT 
and saves lubricant by permitting use of low 
aati ie we COM Clim isl oo 

MD TT ae Le ee oe 
Whatever your lube equipment problem—ARO 
has the profit-answer for you! A even y ot Cocina rs 
... engineered for long-life dependability. See 
your Aro Jobber. The Aro Equipment Corpora- 
tion, Bryan, Ohio. 
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Perkins Motors Moves 


Into New Quarters 

Perkins Motor Co. (Chrysler- 
Plymouth) held open house to cele- 
brate the firm’s new home at 714 
lith St., W., Bradenton, Fla. 

Since the death of the founder 
of the business, S. Frank Perkins 
jr., in 1940, the business has been 
carried on by his widow, Mrs. Le- 
lan W. Perkins, and his sons, 8. 
Frank Perkins III and Wallace. 


Spokane Tucker Distributor 


Names Representatives 


Jaremko Motors, headed by 
Fred Jaremko, has been named 
distributor for Tucker cars at 
N2020 Monroe St., Spokane. 

Jaremko announced the ap- 
pointment of the following rep- 
resentatives: Modern Motors, 
Motors, Pasco, Wash.; Pullman 
Garage, Pullman, Wash.; Turner 
Motors, Oroville, Wash.; Stod- 
dard Motors, Omak, Wash.; In- 
man Franklin Motor Co., Colville, 
Wash.; Behn Motors, Ritzville, 
Wash.; Krueger Motors, Lewis- 
ton, Ida.; Murray Linhart Mo- 
tors, Kellogg, Ida.; M. & 8S. Serv- 
ice Station, St. Maries, Ida.; M. 
A. Grannis Motors, Coeur D’Al- 
ene, Ida. 

* + * 


Shreffler Marks 40th Year 


As Manteno (lll.) Dealer 


O. C. Shreffler & Son (Chevrolet- 
Buick), Manteno, Ill. is celebrat- 
ing its 40th year in the automobile 
business, according to Sam Shref- 
fler, head of the concern. 

The firm has sold 23 different 
makes of cars in its 40 years of 
operation, Shreffler said. He is as- 
sisted in the operation of the deal- 
ership by his son, Dan. 

* * + 


Goodwin Bros. Purchases 


Knightstown (Ind.) Outlet 


Goodwin Bros. Automobile Co. 
(Dodge-Plymouth), New Castle, 
Ind., announces the purchase of 
Braden Motor Sales (Dodge- 
Plymouth), Knightstown, Ind. 

J. ©. Goodwin, president of 
Goodwin Bros., said that Howard 
Hayden and Alvin Kopp will con- 
tinue as service manager and 
parts and accessories manager, 
respectively, while Robert E. 
Myer will be general manager 
of the Knightstown operation. 


Buick Franchise in Ark. 


Is Assigned to Hobbs 


Herbert Hobbs announced his 
resignation as executive vice-pres- 
ident and general sales manager 
of McGregor’s, Inc., Memphis, in 
order to start his own Buick deal- 
ership in Osceola, Ark. 

Hobbs had been connected with 
the McGregor firm for over 15 
years and has been associated with 
General Motors products for 21 
years. 

+ + + 
Miller Joins Group Fighting 
Sales Tax in N. Y. County 


Harry H. Miller, president of 
Miller Motor Sales, Inc., Bing- 
hamton, N. Y., has been appoint- 
ed to an eight-man committee of 
the retail merchants council of 
the Binghamton Chamber of 
Commerce to fight adoption of a 
sales tax throughout Broome 
county. 

+ + * 


Haslacker Motors Opens 


Paint and Body Shop 


Haslacker Motor Co. (Chrysler- 
Plymouth), Hagerstown, Md., an- 
nounces the opening of its new 
paint and body shop. 

Painting in the new department 
is done by Howard Cunningham, 
while metal work is handled by 
Richard aie 


Campbell etees ‘Shifts 
To New Location 


Campbell Motors, Ltd. has 
epened its new premises at 1234 
Kingsway, Vancouver, B. C., ac- 


cording to W. M. Campbell, who 
has been appointed manager-direc- 
tor, succeeding his father, M. D. 
Cam 

The company has formerly been 
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in business at Kingsway and 12th 
Ave. and in its new location will 
be able to display over 200 cars 
on a large black-top area sur- 
rounding the showrooms. 

* * * 


K-F Appoints Robertson 


Dealer in Kissimmee, Fla. 


Appointment of Robertson Motor 
Sales as Kaiser-Frazer dealer for 
Kissimmee, Fla., and surrounding 
territory is announced by Jack 
Robertson, owner. 

In coming months, Robertson 
said he plans to make extensive 
alterations in the showroom and 
to enlarge sales and garage fa- 
cilities. 


* * * 


Ivey Opens Buick Outlet 


At Fort Pierce, Fla. 

Jack Ivey announces formal 
opening of his Buick sales and 
service at 530 N. 4th St., Fort 
Pierce, Fla. 

L. K. Kasten is general man- 
ager and has charge of sales and 





service, while Lieya Gibbs and 
H. G. Clark head up the me- 
chanical force, Ivey said. 

* * a 


Now Senglaub Motors 


Hansen-Senglaub Co., Two Riv-| 


ers, Wis., announces a change in its 
corporate name to Senglaub Mo- 
tors, Inc. 
* + oa 
James A. Raphael, formerly of 
Chrysler dealer operations depart- 
ment, has joined Frank Allbritten 
Motors, Inc., Kansas City, Kans.. 
as business manager. 
7 * + 


Don Abel, Lid 


G. Hall McKenzie announces he | 


has sold his interest in McKenzie 
Motors, Government St., Duncan, 
B. C., to John McDonald Abel, who 
will operate the garage and serv- 
ice station under the name Don 
Abel, Ltd. 


* + * 


American Motors 
American Motors, Inc., 900 Oak 
Ave., Lafayette, La., announces its 
appointment as Reo dealer. 
* * 


McFadden Named Manager 


Ray P. McFadden, formerly of 
Dependable Motors, St. Paul, has 








EIGHY WEEKS AFTER FIRE—The facilities of Garrabrant Brothers (Chrysier-Plymouth) 
Hood River, Ore., were completely destroyed by fire, with an estimated loss of $75,000 
Within eight weeks the above had been built and equipped with new tools and service 
machinery and the dealership was able to say, "Business as usual." While construction 
was in progress, the operation was carried on in a service station. 


been named manager of Central|a combined garage and showroom 

Motor Sales, Inc. (Chrysler-Plym- | for Waverley Motors, Ltd., at Elgin 

outh), Minneapolis. i and Isabella Sts., Ottawa, Ont., at 

a cost of $45,000 has been issued. 

Waverley Motors, Ltd. The building will be of concrete 
A permit for the construction of | and cinder block construction. 
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Now America’s Number 1 Anti-Freeze 

























NO RUST> NO FOAM - NO 





RETAIL PRICE 


is better than ever! 





EXTRA MARGIN OF SAFETY! 


“Prestone” brand anti-freeze has been the 
leader in the field for over 21 years! Now 
“Prestone” anti-freeze adds a new, heavy- 
duty, rust and foam inhibitor that gives even 
greater protection — lasts longer — gives an 
extra margin of safety under toughest driv- 
ing conditions! 


A record supply of ““Prestone”’ 
Anti-Freeze...but still 
probably not enough! 


Frankly, there still probably won’t be enough 
“Prestone” anti-freeze to meet all consumer de- 
mands. There are many reasons for this — more 
cars, increased purchasing power, an ever- 
growing demand for America’s Number One 
anti-freeze. We are continuing to expand our 
production facilities as quickly as possible, to 
keep pace with the increasing popularity of 
“Prestone” brand anti-freeze. 
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SERVICE SECTION 


Dealer 


Local Dealer Groups 
Being Formed in N. C. 


Bessie B. Ballentine, executive 
secretary of the North Carolina 
Automobile Dealers Assn., re- 
ports that dealers in Reidsville, 
N. C., have formed a local chap- 
ter. Officers are Jesse W. Clous, 
president; Percy Dailey, vice- 
president, and Alex Johnson, sec- 
retary-treasurer. 

The secretary also revealed 
that plans are under way in 
Winston-Salem for a local chap- 
ter with elections scheduled in 


the near future. 
7 * * 


Thomas Motors Begins 
Expansion Program 


An extensive expansion program 
is underway at Thomas Motors of 
Corry, Inc. (Chevrolet), Corry, Pa., 
Lawrence Thomas, owner, an- 
nounces. 

A new building will be erected 
to be devoted entirely to truck 
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Doings 


servicing. When this is completed 
| the present service department will 
| be devoted entirely to passenger 
| vehicles, Thomas said. 
7 * + 


| Roanoke (Va.) Dealership 
Begins New Building 

Johnson - McReynolds Chevrolet 
Corp., Roanoke, Va., reports work 
has begun on the foundation of its 
new building. 

The structure will have a roof 
| area of approximately 27,000 square 
| feet and will cost about $100,000. 


* * * 
Bennett Pontiac Constructing 

$100,000 Building 
| Bennett Pontiac Motors, Great 
Falls, Mont., reports it has un- 
der construction a new $100,000 
building which will, when com- 
| pleted, provide the company with 





| 
| 
| 
| 


over 15,000 square feet of floor 
space. 

Carroll R. Bennett, owner, said 
that in addition to service and 











parts departments, the new build- 
ing will also have a used-car 
display room. 

+ * * 


Six Texas Firms Chartered; 
Another Changes Name 


Records in the office of the sec- 
retary of state show that six auto- 
mobile firms have been granted 
charters of incorporation in Texas 
and a seventh was permitted to 
amend its charter to change the 
firm’s name. Incorporated were the 
following: 

The Fuller Motor Co. in Ranger 
by J. H. Fuller, A. N. Warford and 
Edwin George; Gateway Motor 
Sales, Inc., Houston, by Sidney E. 
Lavene, H. T. Lavene and Elma H. 
Roberts; Hines Storage Garage, 
Houston, by T. W. Hines jr., Pauline 
S. Hines and Lewis Dickson; Riley 
Motor Co., Inc., McAllen, by E. P. 
Riley, Karl M. Gibbon and F. L. 
Burns; Tony Anthony Motor Co., 
Sherman, chartered with $66,000 by 
F. W. Anthony, E. T. Fant jr. and 
James E. Daniel jr.; Crouch Buick 
Co., Inc., Carthage, by Chelsea C. 
Crouch, Billie Marie Crouch and W. 
B. Gilbert. By charter amendment 
the Hayes Sisco Motors, Weather- 
ford, was permitted to change its 
name to Ben McAdams. 





ON THE HOUSE—Customers and employes 
of Rudy Fick, Inc. (Ford), Cleveland, take to 
the free coffee and doughnuts provided b 
the dealership. Customers enjoying a snac 
are (left to right): H. J. Blue, Theodore E. 
D'Cillo and Ronald Crockett. 








4 Detroit Dealers Get 
Ford Four-Letter Awards 


Four-letter dealer awards were 
presented to four metropolitan 
Ford dealers, Bob Ford, Ince., 
Russ Dawson, Inc., Hall-Dodds 
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For the New “Prestone” Anti-Freeze— 


the New “Eveready” Tester No. 59 


EASY TO READ » ACCURATE 


RELIABLE * STURDY 
ecidl price 350 


The freezing protection of “Prestone” anti-freeze is un- 
changed — no new protection charts are necessary, How- 
ever, the specific gravity of new, improved “Prestone” anti- 
freeze is changed. Testers, previously made for “Prestone” 


anti-freeze, will not give 
product. 


accurate readings for the new 


“Eveready” tester No. 59 tells the degree of anti-freeze pro- 
tection quickly and accurately. Tests new “‘Prestone” brand 


ethylene glycol anti-freeze 


... Trek” brand methanol anti- 


freeze . .. and ethyl alcohol anti-freezes. 


NEW MANUAL ON COOLING SYSTEM CARE: 


Packed with every tester is a completely new manual on 
cooling system care, developed by the Society of Automo- 


tive Engineers, Inc. See your “Prestone” anti-freeze agent. 
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Co. and Floyd Rice Sales & Serv- 
ice, Inc., in ceremonies at the 
establishments of the dealers 
honored. 

The awards were presented by 
Eric F. Williamson, assistant 
district manager of the Dear- 
born district. 





* * 


* 
Kittrell Motor Co. (Willys) 
Opens in Lexington, Ky. 

Formal opening of Kittrell Motor 
Co., Inc. (Willys), Lexington, Ky., 
has been announced by J. E. Kit- 
trell, president, J. B. Kittrell, vice- 
president, and L. G. Kittrell, secre- 
tary-treasurer. 

J. E. Kittrell, president, formerly 
served as president of the Kentucky 
Automotive Trades Assn. for eight 
years and as president of the Lex- 
ington Dealers Assn. for two years. 

* * + 


Shapiro Buys Hudson 


Outlet in Fargo, N. D. 


Irving H. Shapiro of St. Paul 
has purchased the Weddell Mo- 
tor Co. of Fargo, N. D., accord- 
ing to the former owners, W. D. 
Weddell and G. H. Heller, who 
kept their interest in the com- 
Ppany’s used-car lot. 

The company, located at 514 
Roberts St., has been the Hud- 
son dealership in the Fargo area 
for 12 years. Heller joined the 
firm in 1946 after his discharge 
from the Army. 


Reiss Motor Sales 


A business name has been filed in 
Erie County, N. Y., for Reiss Motor 
Sales, 2910 Main St., Buffalo, by 
Raymond J. and George J. Reiss. 


South Park Sales 


South Park Lincoln - Mercury 
Sales, 2361 S. Park Ave., Buffalo, 
N. Y., has been granted a building 
permit to erect an office. 

* * 


Shelton in Bigger Home 


Shelton Motor Co., International 
truck sales and service, has occu- 
pied new and larger quarters on 
River Rd., Danville, Va. 

* * * 


Sagle-Tucker Sales 


Sagle-Tucker Sales and Service, 
224 N. Sixth St., Springfield, IIl., 
has been announced as Tucker 
dealer for Springfield and vicinity. 
Tom Sagle is the owner. 

* * + 


Expansion Plans 


L. C. Ferguson of Floridale Mo- 
tors, Fort Lauderdale, Fla., has an- 
nounced plans to erect additions, 
including a modern garage and 
showrooms, to his present building. 

+ * + 


Garrita to Build 


Bids are being requested for the 
construction of a new garage and 
service station for Joe Garrita at 
Little Chute, Wis. The building is 
to be 28 by 52 with a wing 11 by 18, 
of cinder blocks. 

* * + 


Peru (Ind.) L-M Sales 


Articles of incorporation have 
been filed for Peru Lincoln-Mercury 
Sales, 65 S. Wabash St., Peru, Ind., 
with $10,000 paid-in capital, and 100 
shares at $1,000 per share author- 
ized in capital stock. Incorporators 
and members of the board of direc- 
|tors are Simon W. and Gloria D. 
Becker and Paul M. and Jane B. 
Havens, all of Logansport. Lynn 
O'Neill is resident agent for the cor- 
| poration. 

« + * 


King-Woodall, Inc. 
King-Woodall, Inc., of Paducah, 
Ky., has been organized with capital 
stock of $80,000 to deal in automo- 
biles. Principals are James E. and 
Weda Holt King and Howard and 
Alma Holt Woodall, 


* * * 


Adds Radio Service 


Cc. J. Fletcher, Inc., 267 Genesee 
St., Utica, N. Y.,”- has opened an 
automobile radio repair department 
under the supervision of Melvil B. 
Miles. 





* *f 7 

Buick for Flaig 

Ed Flaig has acquired the Buick 
franchise in Arkadelphia, Ark. 


. * * 
Tucker Seattle Outlet 
| University Tucker Sales, Inc., has 


|} been incorporated by A. Earl Ken- 
worthy et al., in Seattle. 
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By 
Jack Weed 


(Continued from Page 22) 


1,000. At 30 mph I got 21 C-E, 1,000 
revs with and 1,450 without. At 
40 mph, 29 C-E, 1,400 with and 
2,000 without. At 50 mph, 36 C-E, 
1,750 with and 2,500 revs without 
overdrive, and at 60 mph, I read 
43 mph on the C-E dial, 2,100 revs 
with and 3,000 revs without the 
Taylor operating. 

Features of this overdrive are 
(1) It gives a standard Chevrolet 
actually six speeds forward, for 
the overdrive operates in all for- 
ward gears; (2) There is no free- 
wheeling, the engine always being 
connected to the rear axle through 
the gear train; (3) The overdrive 
ean be thrown in or out at the 
driver’s will while going, with a 
lever under the dash to the left 
of the steering column, and (4) 
it has a “kick-down” from over- 
drive high to normal gear by just 
depressing the accelerator to the 
floor. This is like the “passing 
gear” in most automatic over- 
drives, and returns to overdrive 
the minute the foot throttle is let 
up for a moment. Due to the 





“ratcheting action,” which I don’t 
understand but which allows the 
overdrive to be thrown out when 
backing, the device also provides 
a very effective hill-hold that oper- 
ates whenever the car is being 
driven in overdrive. 
+ * * 

THE OVERDRIVE sslips into 
operation so smoothly and noise- 
lessly. that several times, when 
driving in heavy city traffic, I had 
to look at the two dials to make 
sure that it had changed over from 
standard to overdrive. It may be 
that without the two dials the 
makers will have to increase the 
sound of the click as it changes 
over so that drivers won’t start 
pressing on the gas pedal too soon 
and start off without giving time 
for the overdrive to engage. Like 
all overdrives, it has a slight lag 
time from direct to overdrive 
operation. 

I don’t see how even the dumb- 
est of the driving public can mess 
this unit up. I tried my best to 
do something that would “mess 


oe se 
oT 





up the works,” 
“heavy-handed” best wasn't suc- 
cessful in doing any damage. From 
my experience, I can see how even 
the Louisiana owners can erase 
their super-duper gas taxes from 
their car operating budget. 
+ a + 


_ NASH press preview of '49 
= models last week was strictly a 
sneak previcw — “wraps” were on 
everything including the typewriter 
fingers of the working press who 
came, who saw, who marveled, and 
went away mute. 

There is honor among newspaper- 
mon and George Mason et al. banked 
on a frank appeal to the writing 
gentry to keep mum about the new 
jobs until at least the Nash dealer 
organization had a chance to look 
at what they were going to have to 
offer a palpitating public. Because 
Nash made this courtesy gesture of 
bowing to the home-town press— 
plus many from far points—because 
they could not otherwise give the 
local scribes a glimpse of the new 
babies until most of the rest of the 
nation had seen them otherwise— 
I am banking on every writing ma- 
chine pounder that was there meet- 
ing Nash’s expressed desires com- 
pletely—even me. 

I had two rides in the new crea- 
tions, once when I drove one, and 
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SERVICE SECTION 
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A LOT OF LIFTS—The service department of Reliable Motors, Inc. (Oldsmobile), Cleve- 
land, is an important part of a new $125,000 building which has 28,000 square feet of floor 
space under one roof. The service area boasts twin-post hydraulic lifts for 10 mechanics, 
each of whom has an individual work bench, equipped with specialized tools for servicing 


Oldsmobiles. 





once when I rode one laying 
stretched out in the new bed—not a 
hospital case mind you, even if the 
heat in that tanbark ring of the rid- 
ing academy was sufficient to put a 
fat guy like myself flat on his back 
under the slightest pretense — but 
because I was dared by none other 
than that master of sales technic, 
Clay Doss, and the dean of all auto- 
motive fly fishermen himself, prexy 
George Mason. Of course other 


Sa 


*TWIN POST LIFTS ARE MADE BY WEAVER— S2clacively/ 





WEAVER. TWIN POST LIFT 


has greater under-car accessibility than ANY OTHER LIFT! 


use and can be driven over from any direc- 
tion. Multiple installation of Twin Posts 


No other lift 


offers the convenience and 


work accessibility found in the modern Twin 
Post Lift, with no rails in the way. It rep- 


resents the greatest advance in lift engineer- 


ing—and has proven 25% to 100% increased 
production over ordinary rail or webbed 


lifts. 
Either post o 


f a Twin Post raises inde- 


pendently to give mechanic the exact angle 
he needs for maximum working efficiency. 
He works far faster and with less fatigue 
when he can get at his work so effortlessly. 


Twin Posts sink into floor when not in 


gives a shop a clean, ultra-modern appear- 
ance and up-to-date efficiency found in no 


other type of lift. 


Ask your Weaver jobber or write us for 


details. 


NEW Low OL LOCK.... 
A new development by Weaver 
engineers, guarantees that lift 
plungers on any air-oil operated 
lifts will not be raised on air 
should oil supply: become low. 
An important safety feature 
that adds greatly to the life of 
the lift. 





WEAVER MFG. CO., SPRINGFIELD, ILL.,U.S.A. 





“brass,” such as steel-harried A. M. 
Wibel and production-worried Ray 
DeVlieg weren’t too bashful about 
chiming in on the proposal that I 
make a spectacle of myself. I'll 
sneak over one observation of my 
own right here, though, and say 
that I never had a more comfort- 
able “prone” ride in my life—that 
new bed is something. 


Other than that, all I can say now 
is that you Nash dealers are going 
to like your new buggies—and get 
a great kick out of the props that 
emphasize the new slogan of Nash 
for 49. Mark my word. 

+ * 7 


Wa scampering around the 

great western open spaces in 
my checkup of results obtained in 
the new diagnosis method of selling 
automotive service at retail by those 
several dealers who had been in the 
procedure long enough to have defi- 
nite reactions, I found two things 
that are essential in this deal—and 
weren’t being done by all of the 
dealers called on. 

The first and main “lack,” as I 
saw it, was the dealer not being suf- 
ficiently sold on the benefits or 
value of the department—or per- 
haps I should emphasize, not realiz- 
ing the importance of properly set- 
ting up the department, manning it 
properly, and then not pulling the 
analyst or men out of the depart- 
ment to do other work regardless of 
the need for their services, due to 
vacation schedules or other reasons. 

The other weakness of several 
setups I saw was the lack of keep- 
ing detailed records of what the de- 
partment was doing — keeping the 
records of the department separate 
from that of the rest of the shop. I 
talked to several dealers and serv- 
ice managers who were loud and 
emphatic in their praise of what the 
department had done for them— 
and had no comprehensive figures 
to back up their feeling. 

Several departments, such as the 
one in Don Gilmore’s under Roy 
Condrott in San Francisco, Dahl 

(See BACKSHOP, Page 31, Col. 1) 


Survey Shows 
Vital Role of 


Oil on Farms 


MADISON, Wis.—Wisconsin agri- 
culture moves on oil. 

The average Wisconsin farm last 
year used slightly more than 1,100 
gallons of petroleum products in the 
mechanized production of food and 
fiber, the Wisconsin crop reporting 
service finds in a current survey. 

Tractors account for nearly half 
of the total petroleum consumption, 
and most of the tractors use gaso- 
line as fuel, it was found. Distillate, 
kerosene and other fuels accounted 
for only 10 percent of the total con- 
sumption. 

Automobiles and farm trucks 
ranked next in importance on the 
farms reporting on the use of fuel. 
The average farm auto used 481 
gallons of fuel, 
farm truck 397 gallons. The typical! 
tractor accounted for the use of 
926 gallons. 

The survey report commented 
that the findings illustrate the “im- 
portance of adequate oil supplies to 
modern farming operations.” Fears 
have been expressed by some farm 
spokesmen about the possibility of 
oil shortages for the current har- 
vest season. 

The survey also shows that 
mechanization of agricuture has be- 
come general in recent years, and 
has affected northern as well as the 
richer soil sections of Southern and 
Eastern Wisconsin. The numbers of 
tractors and other power equipment 
in all sections of the state have in- 
creased rapidly since the war. 
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(Continued from Page 30) 


Chevrolet in Oakland and the 
Young Clinic in St. Paul, which 
General Manager George Buck was 
just putting the finishing touches 
on preparatory to opening, were so 
young in operation that no figures 
were available. Smith-Gandy (Ford), 
Seattle, had just come out of a six- 
month mechanic strike, had lost all 
of its analysts during the strike and 
had just gotten one of them back 
on the job when we were there. 
They were operating a good-sized 
department when the strike was 
called and expect to get back soon 
to a point where they analyze even 
more cars than they did before the 


strike. 
* . a 


EVERY DEPARTMENT man and 
service manager of dealerships op- 
erating analysis departments agreed 
on one point, however, and that is 
that the department must be set up 
on a basis of giving the customer an 
honest analysis of his car’s ills. Any 
attempt to do otherwise—or putting 
a man in the department who isn’t 
qualified to make a complete and 
honest analysis — will kill the de- 
partment quickly and surely. 

Doing an honest analysis, taking 
the time to do a thorough job of 
checking and test, and giving the 
owner the opportunity to take his 
car elsewhere to have the work 
done if he wishes, will build more 


Survey Shows 
Octane Ratings 
Are Improving 


WASHINGTON.—Octane ratines | 


of regular and premium-priced 
rasolines sold in service stations 
during the winter of 1947-48 were 
up a few points over the ratines 
for the previous winter of 1946-47 
according to the semi-annual sur- 
vey of motor gasolines released 
last week by Director James Boyd 
of the Bureau of Mines. 


Regular gasoline octane ratings 
averaged 75.3 last winter. com- 
pared with 75.0 for 1946-47. The 
premium-priced gasoline  ratines 
averaged 79.4, as against 78.5 the 
previous winter. 


The 1947-48 octane ratings con- 
tinued to surpass the wartime 
gasolines, the survey revealed. 
During the last winter of the war 
1944-45, regular gasoline averaged 
70.2, and premium-priced motor 
fuel was 75.1. 


Service station gasolines of 140 
major and minor companies were 
included in last winter’s survey, 
which was the first made in co- 
operation with the American Pe- 
troleum Institute. Twenty-two pre- 
vious surveys made since 1935 were 
made in cooperation with the Co- 
ordinating Fuel Research commit- 
tee. Analytical data for 3,554 sam- 
ples of gasolines from 17 market- 
ing areas of the country are con- 
tained in the bureau report. 


Mass. Firm to Market 
New-Type Liquid Gauge 
NORTH ADAMS, Mass.—Produc- 
tion of a new type of liquid level 
gauge has begun at the West Mfg. 
Co. here at 146 Ashland St., and the 
device, for which a patent is being 
sought, soon will be on the market. 
Clifford S. West and Edward D. 
West, partners, said that the chief 
feature of the new gauges is that 
gears and other complicated ma- 
chinery have been eliminated and a 
neater and more workmanlike 
gauge devised. The gauges are the 
type used in oil barrels, storage 
tanks and airplane gasoline tanks. 


Colonial Style Garage 
Designed by Sacco 


From recent trips to California | 
and New England, John A. Sacco, 
owner, Ingram Garage, 30-32 Ingram 
Ave., Ingram, Pa., has designed a 
colonial garage adapted from colo- 
nial homes. 

Believing a modernistic building 
design looks most effective when 
confined to one floor, Sacco is put- 
ting wide white colonial wood sashes | 
—so they will be conspicuous— 
around the showroom window, and 
painting the second-floor divided 
windows white. 





goodwill and increase business on a 
more firm basis than any other 
service sales program they have 
ever tried. The added advantage in 
the results obtained from the sci- 
entific trouble-shooting department 
is that it constantly grows both in 


importance to the owners and serv- | 
ice customers and increases both | 


volume of business and number: 
of customers. 


Another advantage, which several 
service heads pointed out, will come 
when competition arrives in the 
selling of used cars. Then a car 
that has gone through the clinic 
and is certified as to having the 
work done that the analyst found 
necessary, will be the best “okayed” 
used car that a dealer can put on 
his lot. Such a tag will assure the 
buyer that the car is in top condi- 
tion and that he should have no 
immediate service expense. 

* +. * 

INCIDENTALLY, while we are 
on the subject, I want to repeat for 
you a couple of paragraphs from a 
letter I received from the general 
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and storage of used car parts. 





manager of one of the deals we vis- 
ited on the coast. “When we first 
started analyzing cars, frankly we 
thought of it simply as another idea 
that would produce more parts and 
customer labor sales, or. in other 
words, as the business man is prone 
to do, we put the great big dollar 
sign on the idea. .As the plan was 
further developed and especially 
after the contacts with you fellows, 
we now have an entirely different 


|concept of what can be accom- 





«7 Whe 





ROOM FOR 150 USED CARS—Tom O'Brien Co. (DeSoto-Plymouth), 
20,000-square-foot used-car lot across the street from its dealership, illuminated with more 
than 40,000 watts. The lot includes a large brick office building for administrative work 


bargetl Independent Fail 
Onganigation tn lhe Induily/ 


Aton 


Indianapolis, has « 


plished with a highly developed, 
correctly set up and efficiently run 
diagnosis department. 

“In other words, very simply, we 
are now convinced that this new 
method of accurately and honestly 
determining the ills of a car will get 
for us what we never had—namely: 
Customer Confidence and Goodwill, 
and, if it does, naturally we will 
have much more business than un- 
der the old guessing and high-pres- 
sure methods used in the past.” 


Parts Rebuilders 
Select Oct. 16-18 


For Convention 


LOS ANGELES.—The annual na- 
tional convention of the Automotive 
Parts Rebuilders Assn. will be held 
Oct. 16-18 at Minneapolis, it was 
announced here by Secretary R. A. 
Van Alen. 

Van Alen said that the October 
date does not conflict with any 
other convention and, since the con- 
vention will be held on a weekend, 
it will not interfere with the busi- 
ness of members attending. 


Industrywide subjects will be dis- 
cussed at general meetings, the sec- 
retary announced, while specialized 
parts rebuilding subjects will be 
handled at industry group meetings. 


The round-table discussion intro- 
duced last year will be repeated 
with a panel of experts on hand 
to answer any questions propound- 
ed in an open forum session. 

All inquiries regarding exhibit 
space, hotel reservations, etc., are 
being handled by Norman A, White, 
115 Glenwood Ave., Minneapolis 3, 
Van Alen revealed. White is chair- 
man of the committee on arrange- 
ments. 


MUM follow, 
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Nowhere is such fast, complete service available on such 
a broad range of first-quality parts . . . as from your 
NAPA Jobber. He can supply you promptly with parts 
for all cars and trucks—of all makes and ages. From his 
own stocks, he can give you practically any part you 
normally would need—at any time. Rarely needed 
numbers, which no jobber can afford to stock, he can 
get for you—overnight or quicker—from his nearby 


NAPA Warehouse. Call your NAPA Jobber. 


NATIONAL AUTOMOTIVE PARTS ASSOCIATION 


DETROIT 1, MICHIGAN 
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It’s only fair to warn you. 
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M10 YOUR HAT? 


When your eyes pop... your hair stands on 


end... your breath comes in gasps— 
That’s it! 
That’s a 49 Nash you’re seeing! 


So, if you can’t stand excitement, start 
preparing yourself right now. 


Get ready for a car that’s a whopper, one 
that’s plenty rangy outside—and far bigger 
inside as well! 


Get ready for beauty—Airflyte beauty—the 
complete, final perfection in postwar styling 
we've all been waiting for. 


Get ready for the smoothest, slickest ride 


any car ever delivered, bar none. 





Get ready for things you’ve never heard of, 
never even imagined—things like the 
Uniscope ... Cockpit Control...and a 

whole new conception of how the inside of an 
automobile should look. 


Get ready for Uniflo-Jet Carburetion, and 
performance that’s fire on four wheels! 


And our famous convertible bed? This ycar 
Nash is having Twins. That should give 
you some idea of size. 


Remember the name—it’s Nash Airflyte, in 
two series, the “600” and Ambassador. 


They’re not on the road yet, but when they 
are—in a short time—nobody will have 
to tell you. | 


You'll say it yourself— 


“That’s it! That’s the 49 Nash Airflyte!” 


— Gea Card Sitce GOL 


NASH MOTORS DIVISION, NASH-KELVINATOR CORPORATION, DETROIT 


XL 








FOR BACK SEAT—An improved model rear 
compartment automobile radio speaker made 
by Ethington Mfg. Corp., 4058 Del Ray Ave., 
Venice, Saiit., is called "Emcee Supreme" to 
distinguish it from the company's cee ‘'T" 
model. The new model incorporates speaker 
and housing in a one-piece aluminum casting. 


New Brake Bleeder 
Produced in Pittsburgh 


A device which permits an in- 
dividual to bleed hydraulic brake 
systems efficiently has been pro- 
duced by Kar Distributing Co., 
719 Kelly Ave. Pittsburgh. 
Known as the Kar Brake Bleed- 
er, this unit is said to eliminate 
the need for more than one per- 
son or the use of expensive ap- 
paratus in bleeding hydraulic 
brake systems. 

After attaching the Kar Brake 
Bleeder to the hydraulic system, 
all that is required is for the 
user to pump the brake pedal 
until the proper pressure is ob- 
tained, the company said. 
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HOLDS BODY SECTIONS AT COMFORTABLE HEIGHT—Said fo give rigid support to any 
body section—hoods, fenders, turret tops, etc.—the new Hille universal clamp may be 
adjusted to the convenience of tall or short mechanics. The Hille clamp consists of a sturdy 
angle iron base constructed in a V-formation. Catalog available on request to Hille Uni- 
versal Clamp Corp., 8278 Sunset Bivd., Los Angeles. 


BS * * 


, | Schwartz Offers Line 


Of Auto Floor Mats 


R. H. Schwartz Rubber Corp., 
Cleveland, announces that it is 
now manufacturing a complete 
line of automobile floor mats un- 
der the trade name of Car-Mats. 


Distribution is now being made 
to jobbers throughout the coun- 








Ingersoll-Rand Announces 
New Portable Compressor 


Ingersoll-Rand Co. announces 
the addition to its line of port- 
able compressors of the Pac-Air, 
a self-contained, completely air- 
cooled, _ gasoline - engine - driven 
unit. 

Information concerning the 
two-cylinder, single-stage com- 


pressor may be obtained by re- 
questing Form 145 at branch of- 
fices or by writing the company 
at 11 Broadway, New York 4. 
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QUICKLY ATTACHED—The clothes hanger 
of K-D Car Hanger Co., 788 22nd St., Rich- 
mond, Calif., according to the firm, may be 
affixed without tools and doesn't interfere with 
action of doors or windows. An elastic strap 
attaches to the door to hold clothes in place. 


* * * 


Valve Silencers Offered 


For Chevrolets, Buicks 


Snap-in valve silencers for 
Chevrolet and Buick cars are be- 
ing offered to the trade by Blais- 
dell Mfg. Co., 1404 Alamitos Ave., 
Long Beach 13, Calif. 

The producer says a set of the 
valve silencers can be installed in 
10 minutes or less. They are easily 
removed for tappet adjustments, 
it is added. 


+ * * 
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FOR LUBE WORK—This Aro Service Mer- pon 
chandiser announced by Aro Equipment Corp., 
6ryan, has separate compartments for 
tools and —— A en ae is ee xe 
locat in * t elow the wor 
a EQUIPPED WITH METERS—Overhead and 
* * * floor-level reels, for dispensing bulk motor Pai 
e and oe ae - = now B 
. : eing manufactur y Gray « Inc., Min- 
Certi-Crimp Tools Said neapelis 13. Oil is pemped Grechy from the pro’ 
: : refinery container to the crankcase while 
To Reduce Short Circuits nen-drve aagies on the hoses reduce “house- - I 
: ; iri eeping’’ chores to a minimum. Reels for i 
For wiring applications ae motor oil, chassis lube, gear lube, air and , 
installation of solderless terminals water can ‘be combined in one bank, the 
by manually operated tools Aircraft- company announced. the 
Marine Products, Inc., has devel- Vater tive 
oped a new line of hand tools said ture 
alin? Tee, four pies o outtete on | to eliminate the possibility of yom Cc 
is new shockproof tester from Westinghouse j i resulting from | VERSATILE CUSHIONS—In the "Twin Cush- | 
Electric Corp. are said to make it possible to ooo go gy ed Seno ‘on’ the Dandee division of Meserd Zink — 
test the entire line of automotive lamps. Indi- | Operator fatigue “| Corp., Fremont, O., believes it offers some- oe : Inc. 
cator lamps in towers glow when filament |Tradenamed Certi-Crimp, these tools | thing ‘new in cushion design and utility. Basic- HOLDS FOUR VISORS—First in a new series Los 


being tested is satisfactory. 
>. + *# 


‘Big Bully’ Air Hammer 
Offered by Superior 


A new air hammer, called “Big 
Bully,” has been placed on the mar- 
ket by Superior Mfg. Co. of Cleve- 
land, according to W. L. U!mer, 
president of the company. 

The handle of the “Big Bully” 
fits the hand like a pistol grip and 
releases the other hand of the oper- 
ator to hold or turn the work-piece. 
It is stated to be the only one- 
handed air hammer available to the 
foundry industry. By varying the 
finger pressure on the trigger, the 
operator can regulate the power 
from a light touch to a full-strength 
8,000 blows per minute. Literature 
on the “Big Bully” air hammer is 
available by writing Superior Mfg. 
ee 1302 Ontario, Dept. 44, Cleve- 
land. 





incorporate a device that prevents 
reopening of the tool for admission 
of a new terminal until it has been 
completely closed for a_ perfect 
crimp on a previous terminal. 

Further information on Certi- 
Crimp tools is contained in catalog 
section 30-F, which will be sent on 
request to the manufacturer, Air- 
craft-Marine Products, Inc., 1423 N. 
4th St., Harrisburg, Pa. 


* * * 





ar the new item is composed of two 13- 
inch square cushions. Each cushion is provided 
with a leather hinge and snap fasteners 
which permit their being used together or 
separately. One side is of fiber material in 
modern plaid patterns; the second side is 
water proof material in harmonizing colors 
with double-stitched trim. Each cushion also 
has a carrying strap. 


* * * 


Gould Offers Confidential 


Data on Storage Batteries 


Copies of a privately published 
investigation by Dr. Eugene Wil- 
lihnganz, its director of research. 
are available upon request from 
the Gould Storage Battery Corp., 
Trenton, N. J. 


The pamphlet concludes that 
practical batteries are possible 
only with combinations of the fol-| 
lowing: (1) For the positive active 
material—lead peroxide, nickel pe- 
roxide, manganese dioxide, molyb- 
denum trioxide; (2) For the nega- 
tive active material—manganese, | 











TWO-WAY TOOL—Called a Vaco Duplex 
Reversible, this new tool from Vaco Products 
Co., 317 E. Ontario St., Chicago I1, can be 
made to accommodate both Phillips and requ- 


| lar screws by reversing the blade. 








of sales helps spearheading the Vis-O-Shade 
promotional program is this new, all-metal 
display rack, now available to dealers through 
distributors, om to Hal McGahey, gen- 
eral sales manager, Vis-O-Shade Corp., Chi- 
cago 16. Offered as part of a special promo- 
tion, the new display rack is available free 
to dealers with order for 12 or more visors 
from distributor, McGahey said. 


+ * * 
Dry Cleaning Fluid Used 
In New Car Cleaner 


A creamy liquid known as Car- 
Skin Reconditioner, incorporat- 
ing a new dry cleaning fluid said 
to be especially adapted for use 
on automobile bodies, is an- 
nounced by Car-Skin Products 
Co., General Motors Bldg., New 
York. 

The manufacturer stated that 
the high speed self-penetrating 
action of this liquid eliminates 
all former hard rubbing methods 
of restoring original car beauty. 

















eee zinc, chromium, iron, nickel, lead; | 
and (3) For the electrolyte—water | cl 
solutions of sulphuric acid, sodium | ein 
: : in 
: , weer | | hydroxide or other sodium com-| ends 
pounds. and 
An automatic windshield washer that oper- * * * | of ty 
ates independently of the engine's vacuum | | 
system is now being manufactured and mar- 
keted by E. Edelmann & Co., 2332 Logan Bu 
Bivd., Chicago 47, Ill. It features hand or | 
foot operation, “feather-touch"' control, and Fo 
rapid installation. 
* * + P 
Car Clothes Carrier me 
Offered by Inventor tion 
A new Car Clothes Carrier, rea 
which is said to be destined for nou 
nationwide sale, has been an- pre: 
nounced by the inventor, C. E. 
Swalwell, owner of Doc Jackson’s L 
Garage, 1100 Jackson St., Dallas, | ex 
Tex. Of 
Constructed of brass and alum-|, A!R-COOLED CASE—The new model Nu- 
i ith bbe footi is Form demountable automobile battery intro- d 
; num wit ru r footings, the | duces an air conditioned outside container CUTS DOWN ON DRAFT—Brackets permit the new ''Tonno-Shield" for convertibles to be ele 
ane 6! ag ged Gesvie ite. Co., clothes carrier fits over the rear which keeps 5 Soman in the battery at the ome out —— ae ols allowing passengers ready access to the rear seat. The th 
ppleton, Wis., has announced a timer con-| side windows in sedans. Retail |*#™¢, even temperature, according to the | auxiliary windshield is made of optically clear, shatter-resistant Plexiglas, a product of Rohm ‘ 
trol for use with its model MSW portable : manufacturer, Associated Battery Assemblers, | & Haas Co. of Philadelphia. Tonno-Shield is manufactured T ~Shi 
spot welder, | price of the unit is $1.98 in Dallas. | 7900 5. Vermont Ave., Los kee 4. Grand Bivd., Detroit. ” ue a eer eres ay teamereers: Corp., 106 6. ch 











, 





hanger 
., Rich- 
may be 
ere with 
ic strap 
n place. 


for 
e be- 
slais- 
Ave., 


f the 
pd in 
asily 
ents, 


y series 


o be 

The 
tohm 
Ss E. 





SERVICE SECTION — 


__AUTOMOTIVE NEWS, SEPTEMBER 13, 1948 





New Products 


(Continued from Page 34) 





PLUGS IN—Electric motor heater, known as 
Johanson ‘'Shur-Hete,"’ is said to eliminate 
the difficulties encountered when starting au- 
tomobiles, trucks or tractors during cold 
weather. When a "'Shur-Hete" is plugged into 
@ 110-volt outlet, the water around the ele- 
ment is heated, automatically setting up cir- 
culation throughout the engine block which 
keeps the oil in the crankcase warm and 
free-flowing, ready for immediate use, the 
company states. 


Kelite Claims Fast-Acting 
Paint Removing Agent 


By inhibiting evaporation, im- 
proved Kelite Paint Lift is claimed 
to penetrate paint more thorough- 
ly and get paint off faster. Ex- 
tremely slow evaporation makes 
the new material especially effec- 
tive for outdoor use, the manufac- 
turer says. 


Complete details and samples are 


available from Kelite Products, 
Inc., Box 2917, Terminal Annex, 
Los Angeles 54. 





CUTS WORKING TIME—The S & D Engi- 
neering Co., Glendale, Calif., claims the 
"Minuteman" will square and polish both 
ends of a Ford tappet in less than a minute 
and will also polish valve heads at the rate 
of two a minute. 


Building Accessory Lights 
For °49 Car, Firm Says 


Production by Standard-Thom- 
son Corp. of a backup light and 
a spotlight for accessory installa- 
tion on a car manufacturer’s al- 
ready introduced 1949 line, is an- 
nounced by Reginald N. Webster, 
president. 

* & * 


Lee Co. Shows New Line 
Of K-O Drill Units 

A new line of eight portable 
electric drills, all equipped with 
the popular K-O keyless drill 
chucks, including models from a 


%-inch lightweight, streamlined 
drill to a heavy duty %-inch unit, 
is announced by the K. O. Lee 
Co., Aberdeen, S. D. 

In addition, a new 7-inch san- 
der and grinder in two models, 
standard and heavy duty, is be- 
ing announced. These new tools 
will supplement the “K-O” util- 
ity hand grinder recently intro- 
duced which uses 4-inch sand- 
ing discs. Complete information 
is available from the K. O. Lee 
Co. 

* * * 
New Utility Bench Grinder 
Offered by K. O. Lee Co. 


A precision built six-inch utility 
bench grinder with powerful, dy- 
namically balanced, fully enclosed 
motor of the permanent split ca- 
pacitor type has just been an- 
nounced by the K. O. Lee Co., 
Aberdeen, S. D. 

The company claims this type 
motor will stand the most severe 


usage without breakdown or burn- 
out. Standard equipment includes 
two grinding wheels, fine and 
coarse, adjustable tool rests and a 
K-O abrasive wheel dresser. Fur- 
ther details may be had by writ- 
ing K. O. Lee Co. 





ALL-PURPOSE TOOL KIT—Aro model 7115 is 
announced by Aro Equipment Corp., Bryan, 
©. The kit includes an air motor in a pistol- 
grip type housing with attachments, including 
five-inch polisher, four-inch wire brush, one- 
inch hole saw, quarter-inch drill and carbon 
brush tool. 


12-Volt Fast Charger 
Developed by Mallory 


The Rectifier division of P. R. 
Mallory & Co., Inc., announces 
the development of a new MgCuS 
rectifier stack designed for 6% 
volt 100/50 ampere fast chargers. 

Developed to meet the need of 
truck and bus operators inter- 
ested in fast-charging 12-volt 


batteries, the new stack is actu- 
ally two 6-8 volt single phase 
full wave bridges insulated from 
each other and assembled on one 
insulated stud. 





AVAILABLE NOW—A new V-seam piston pin 
bushing with chamfered ends and pre-punched 
oil holes is said to be easier to ream by the 
maker, Federal-Mogul Service, division of 
Federal-Mogul Corp., Coldwater, Mich. 





“See New 


WING-NUT 


€ 


OIL F 


ILTER 


Quick Check... 


..eQuick Change 
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Micronic Oil Filter makes 


The revolutionary design of the Purolator Wing-Nut 


inspection and element 


change a quick, easy, and clean job. Now the oil filter 
can be checked as frequently as the oil. No tools are 
needed ... the Wing-Nut can be easily turned by hand. 
The dirty element comes out with the top... no need 
to touch it withthe hands. The Purolator Wing-Nut 
Micronic Oil Filter has a built-in gasket ... no 
need to replace it every time the element is changed. 


Twenty-Five Yours of Oil Filler SHioneering 


PUROLATOR PRODUCTS, 


INC., 
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ATTACHES TO WINDOW—The Vacomat, a 
tester for determining the fuel consumption 
of gasoline vehicles, is announced by Donat 
A. Gauthier, 2970 W. Grand Bivd., Detroit 2. 
It connects into the fuel line of the car, 
ahead of the engine fuel pump and is pro- 
vided with a graduated container of 1/10 
gallon capacity for which a 99% percent 
accuracy is claimed and guaranteed. Fitting 
adapters are supplied for all makes of cars 
and the time of installation on most cars is 
said to be only four minutes. 
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FOR ‘49 FORDS—A " '49 fog-lite, custom- 
built for the '49 Ford"' is announced by S & M 
Lamp Co., 119 W. 36th Place, Los Angeles. 
The new light is chrome plated on heavy 
brass, takes a sealed beam, 6-8 volt, 35-watt 
lamp and is equipped with a fused, illumi- 
nated switch. 


Lo-Temp, Bronze Base Alloy 
For Metal Repair Work 


A remarkable new low tempera- 
ture bronze base permanent repair 
alloy for industrial repair and main- 
tenance applications is now avail- 
able. “Lo-Temp,” the permanent re- 
pair alloy, handles like putty at only 
300 degrees and fuses with the 
metal surface under repair. It has 
particular application in machine 
shops, foundries, mills, shipyards, 
mines, plumbing, heating, auto re- 
pairs and many general industrial 
applications. Lo-Temp is being used 
to repair pumps, scored cylinders, 
defective castings, cracked water 
jackets, steam and water pipes, etc. 


Lo-Temp may be obtained from 


BALCRANK DELUXE OILETTE 


aot ae hS 


a cash register. . 


lightning ... clean as a pin.. 


. accurate 


regular suppliers. Inquiries may be 
forwarded to The John Hewson Co. 
70 Wall St., New York 5, N. Y. 


* * * 


EASY TO USE—L & R Mfg. Co., 557 Elm 
St., Arlington, N. J., introduces Solderzit. 
Packed in a tube, it is said to be an all- 
purpose, ——e metal solder that con- 
ux. 


tains its own 


aE 


Ae gta 


as 


. it's the profitable way to sell motor oil. 


Claims New Cleaner 


'| Stops Windshield Glare 


T. K. Barton, inventor of a new 
windshield and car cleaner, an- 
nounces he has set up a small 
plant at McAllen, Tex., and 
started marketing his product 
through service stations and ga- 
rages. 

Barton’s product, called No 
Glare, is claimed to contain a 
chemical which cleans wind- 
shields and prevents glare by 
leaving molecules on the glass. 
The product also cleans metal 
parts of a car and makes the 
paint look like new, Barton says. 


* * + 


Welding Catalog 


A new 40-page electrode catalog 
is offered by the Wilson Welder & 
Metals Co., Inc., 606 42nd St., New 
York 17. 
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SHEET METAL AID—This new spring stee! 
"Snap Nut" is attached directly from the 
work surface, instead of reverse side of 
panel. As the screw is driven, the arched 
spring arms of the nut expand ee! enough 
to permit entry of the screw, locking the 
fastener to the inner panel, and at the same 
time binding against the root of the ew 
thread. This fastener will accommodate th 
No. 8 and No. 10 sheet metal screws, accord- 
ing to the manufacturer, Prestole Corp., 3/09 


Bellevue Rd., Toledo 6. 
* * * 


CS SSE 
Bay 


EXPANDED LINE—New England Auto Prod- 
ucfs Corp.'s line of 1500-1 Series Power 
Take Off Joints has been expanded. Now 
available in the unwelded center assembly 
(top), 8-inch slip length (left), 5-inch standard 
length (right). Plain or needle bearings. The 
company is located in Pottstown, Pa. 

- ¥ * 


COMBINATION MIRROR—This rear and 
side-view mirror offering almost 180 degrees 
of vision will be produced with non-glare 
mirrors, cgcerding to Joseph F. Easton, 8863 
Avis St., Detroit 9. 

* + + 


Ferndale (Mich.) Firm Offers 


Low-Priced Tire Lug 


A tire lug said to work equally 
well in snow, ice or mud and sell 
at a fraction of the price of tire 
chains has been placed on the 
market by the Emergency Tire 
Lug Co., 195 W. Nine Mile Rd., 
Ferndale 20, Mich. 

Made of rubber, it is said to 
be not only noiseless but also 
durable. The rubber tread is 
moulded on a web strap which 
extends entirely through the 
tread and has a drop strength 
of 850 pounds. A heavy steel 
buckle, cadmium plated, holds 
the strap firmly in place, ac- 


cording to the company. 
Ea * * 


CLOSE TO GROUND —‘Service Station 
Equipment Co., Muskegon, Mich., announces 
the Model 766 Retract-a-Hose low gasoline 
pump. A special feature of the new. Model 
766, according to the manufacturer, is the 
easy operating hose handling device that 
consists of a self-lubricated pulley and a 
Nylon-covered steel cable. Hose handling de- 
vice is completely housed in a side panel 
where it cannot obstruct maintenance or 
service work. 
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ucts made by Aero-Motive Mfg. 
Co., Kalamazoo, Mich. 


Known as the Zoo “Self-Wind- 
ing” Balance Reel, it is said to 
speed production and reduce fa- 
tigue by keeping such tools as 
power screw drivers, nut runners 
and drills always within instant 


ie aaa Fas 


Bua Uae: 
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EYE-CATCHER—One of two fluorescent signs 
| now being offered authorized service stations 
| and parts dealers of The Electric Auto-Lite 
| Co. Colors of the sign, which is to be used 


Standard-Thompson Corp. 
Offers Accessory Group 


Production by Standard-Thomson 
Corp., 216 S. Main St., Dayton, O., 
of a new backup light and a spot- 
light for installation on a leading 
1949 automobile line, is announced 
by Reginald N. Webster, president. 

Completion of. a new type of ex- 
pansion tubing widely applicable to 
automotive, aviation and industrial 
purposes, was also announced by 
Webster. The tubing is said to have 
extensive use for transfer of liquids 
and gases under wide variations of 


si 





THE ‘MILLER AUTO STORM MAT'—Miller 
Rubber Co., a division of B. F. Goodrich Co., 
has placed a new automobile floor mat on 
the market. According to Miller, the new 
product can be trimmed to fit all makes and 
models of cars. The ends beyond the actual 
mat portion are wide enough so they can be 


| as interior identification, match the yellow, 
reach of the worker for easy use. | red and biue of the current exterior sign. 


heat and pressure. 


cut easily to the desired size. 








PS 








BUILT-IN CHARGER—Big Beam Model 3/2 


ing steel able electric hand lamp may be charged 
from the y plugging into any 110-volt AC circuit, 
side of according to the manufacturer, U-C Lite Mfg. 
» arched Co., 1050 W. Hubbard St., Chicago 22. Each 
} enough > cell is also equipped with built-in visible 
king ¢ three-ball indicators which tell when recharg- 
the same ing is necessary. 

he ew . . * 

ate ith . ; 

Gar Communication Systems 

rp., 3107 Described in Booklet 


A booklet detailing the advan- 
tages to dealerships and service sta- 
tions of electronic intercommuni- 
cating and voice-paging systems is 
offered by Executone, Inc., 415 Lex- 
ington Ave., New York 17. 

The booklet also describes the 
manufacturer’s new signal light 
system for larger service depart- 


ments in addition to describing 
time-saving methods through use of 

to Prod- the intercom. 

s Power o * 

1. Now 

assembly 

standard 

igs. The 








FITS MOST—A new Universal curved radia- 
tor hose, said to serve 77 percent of all cars 
with only four sizes, is announced by the 
Miller Rubber Co., a division of B. F. Good- 
rich Co. Feature is a red marking tape that 
runs the entire length of the hose; this is 
marked off with letters and numbers; enables 
quick, accurate cutting for many models of 
cars from any one of the four universal pieces. 


ar and a 
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STEP UP SHOP EFFICIENCY...REDUCE OPERATING COSTS... 


with the NEW KENT-MOORE 
mae VAL-LITE 
Val-Lite is not only safer, better light—it’s less costly, 


too! In fact, Val-Lite will deliver more than twice as | | 
many foot candles of light as a conventional system 
using the same wattage! 


Yes, the new Val-Lite is a superior light for all pur- 
poses. But that’s not all! Val-Lite is a modern, dramatic 
valance and advertising sign that attracts customers 
and helps you serve them more quickly and more 
profitably. Your merchandise and your departments 
are shown to the best possible advantage by Val-Lite. 
Letters are easily installed and changed to fit any 
situation. 


Before making appearance improvements or modern- 
izing your building, get complete information on this 
versatile new light, sign and valance combination. 
See the Kent-Moore representative in your area or 
write direct for descriptive literature. 
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Val-Lite gives your mechanics a non-glare flood of 
diffused light—right where they need it most. They 
can work faster and more efficiently with less strain 


£ 
3 





SPOT WELDER—A new low-priced resistance 


welding machine called the Fusionette is an- 

nounced by Primeweld Corp., 8850 Mark Twain 
} ? Ave., Detroit 27. The compact Fusionette is 

@ general-purpose spot welder with low im- 

pedance and high power factor. Unusual de- 
sign features permit the time lag between 
closing of the contactor and build-up of full 
secondary current to be reduced to a mini- 
mum, the company states. 


Telephone Wall Cards 
Offered by Rowland 


Telephone wall cards, printed in 
three colors with lines for about 31 
names and telephone numbers, are 
offered by William & Harvey Row- 
land, Inc., Philadelphia 24. 

Cards carry the dealer’s name and 





i address at the top and also carry 
dealer’s telephone number on the 
first line provided for such numbers. 
Cost of the dual imprint is said to 
be about that of a daily newspaper. 
For information, see local Rowland 
representative or write the factory 
direct. 
$ 


Aero-Motive Mfg. Offers 


KENT-MOORE ORGANIZATION, INC.’ 
Executive Offices: GENERAL MOTORS BUILDING, DETROIT 2, MICHIGAN 
Factories and General Offices: JACKSON, MICHIGAN 











pee Self-Winding Reel 

se A self-winding reel that sus- 

s the pends portable tools for use on r 

hat the production line, and raises ENGINEERS AND MANUFACTURERS OF SERVICE TOOLS AND EQUIPMENT 
oo them out of the way when they 

panel are not needed, is a recent addi- 

pee, tion to the Zoo brand of prod- 
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Electric Fender Door Lock 


Introduced by Steele 


Fen-Dor-Lok, an electric lock for 
fender doors covering gasoline filler 
pipes, is announced by Steele Mfg. 
Co., 445 Winchester Ave., Ashland, 
Ky. 

Operated by a dashboard push- 
button, Fen-Dor-Lok is guaranteed 
for one year. The company stated 
the unit, which retails at $5.95, fits 
all cars using standard size fender 
doors. gs 

> 


New Shade Tenite 


Tennessee Eastman Corp., Kings- 
port, Tenn., makers of Tenite ther- 
moplastics, announces the availabil- 
ity of Tenite II (cellulose acetate 





butyrate) in a new crystal-clear 
LOCK LOOSENER—A graphited lock fluid, | transparency. 
we : aeroceee’ , i ae Crease * * 
6; luskegon, ‘o- s s 
vide maximum protection “eguiast tock failures Gibson D is play Of er 
caused by freezing, a het te” ne, A “Dealer Dozen Display” of 


Wes Oem piadem, cance brake shoe hold down parts is 


Ye ge aay | fluid which creeps into all parts 
iautes loge mechonion re, ve a. A available to distributors of the Gib- 
min \ hs 
rier" orepersion leaving a long-wearing son Products Co., Cleveland, the 


graphited film, the firm reports. 


company states. 
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ADJUSTED FROM INSIDE—Fingertip remote 
control lus added saf are features 
claimed for the new Saf-T-View side mirrors 
now offered by the manufacturers, Trout & 
Lewis, 1648 Victory Bivd., Glendale, Calif. 
Saf-T-View mirrors are controlled from inside 
the car or truck. One movement of the h 
die controls vertical gen th (A 
other movement (B) usts the mirror hori- 
zontally. A third — be adjustment, where 
the mirror joins the arm, permits an eccen- 
tric rotation. 


* * + 


Oakite House Organ Details 
Steam-Detergent Methods 


How clean-up routines are being 
simplified, equipment down time 
reduced, costs lowered and man- 
hours saved through the use of 
steam-detergent cleaning methods, 
is discussed in an article appear- 
ing in a recent issue of Oakite 
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YOUR SERVICE OPERATION 
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GENERAL OFFICE 


Centralized Service Control Speeds Service, 
Eliminates Errors, Increases Profits 





Any business that is departmentalized can 
expedite transactions, save time, stop 
errors, end duplication of effort,and lower 
costs by centralizing control. You have 
that kind of business, especially as re- 
gards your service operation. That’s why 
a GROVER survey of the extra efficiency 
you can get with a Pneumatic Tube Sys- 
tem is worth your immediate considera- 
















THE 





a eee ee 
GROVER COMPANY -« 





tion. Such a survey costs you nothing, does 
not obligate you at all. GROVER has made 
many installations in automotive service 
setups that will interest you. Whether you 
are planning new quarters or modernizing 
old or plan no other changes—this is a 
thing you ought to look into. Specialized 
literature on request—or a tailor-made 





survey of your requirements free of charge. 








TUBE. SYSTEMS. 9 
DETROIT 19, MICHIGAN 


Offices in Principal Cities 





Calif. 


tt 





News Service, house publication of 
Oakite Products, Inc. 

Readers desiring free copies of 
the issue in which this article ap- 
pears should address Oakite Prod- 
157 Thomas S&t., 


ucts, Inc., New 


York 6. 





PORTABLE LIGHT—Cordwinder division of 
Columbia Wire & Supply Co., 2820 Eiston 
Ave., Chicago 18 announces the ee 
of the new model ''500"' Cordwinder. Cord- 
winder is claimed to incorporate many exclu- 
sive features, including direct electrical con- 
tact (no wiper contact); revolving winding 
arm (picks coil off stat onary drum—rewinds 
by spring action); main shaft mounted on 
ball-bearing; ratchet-locking arm for any 
— of cable desired; compact and easy to 
poem Wing and designed for ceiling or wall in- 
stallation 





PARTS CLEANER — Magnus Krazy Dip has 
been recently introduced for washing of metal 
pene in automotive shops and service stations. 

t is fully automatic—manual labor is required 
only to load and unload the machine. 
nus Chemical Co., Inc., Garwood, N. 
the manufacturer. 


7. 


TURNS CORNERS — Fiex-O-Pic, a specialty 
tool for hard-to-reach parts and places, has 
been put on the market by Emco Enterprises, 
6750 Stony Island Ave., Chicago 49. The shaft, 
available in any size, is flexible cable and is 
encased in a flexible housing with pa 
and retracting fingers which enable it to rea 
in and rer. a tight hold on anything—with 
—- jexibility to work around corners or 

-turns. 





NIGHT-DRIVING AlD—Designed to fit over 
the rear-view mirror to cut down the glare 
of headlights from following cars is Vision- 
Eez, a product of Vizerak , Inc., 170 N. 
79th St., Milwaukee 13. 





BY-PASSES GREASE — This new pivee of 


retainer for brake drums passes 
goose to the outside instead letting 
it h the ——— qoenntane to the 
nat’ ae ai eer Gate Brake Spe- 
cialties, Long beach Bivd., South Gate, 


grease 
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Dealers * 


for the BEST DEAL 
in Undercoating 


FIRST 
FENDIX! 











YOU GET BETTER SERVICE 
We make a real specialty of the 


undercoating business. Your 
Fendix Field Engineer devotes 
all of his time and energy to 
helping you organize your un- 
dercoating business on the most 
profitable, most efficient basis. 
He sees that your undercoat 
work fits in smoothly with the 
rest of your shop operation. He 
trains your spray gun men, indi- 
vidually, in best methods of ap- 
plying Fendix. He instructs your 
salesmen in new, business-pro- 
ducing sales techniques. Should 
a service problem arise—he’s 
Mr. Fix-It. 


YOU GET A BETTER PRODUCT 


Sell Fendix . . . and give your 
customers the best. With Fendix 
you get more coverage per drum 
because only a Ye” coating is 
needed for maximum rust pro- 
tection and sound deadening. 
Extra factory care in blending is 
your assurance that Fendix goes 
on uniformly, gives continuous 
coverage of the underbody, and 
trouble-free spray gun operation. 


YOU GET MORE SALES HELPS 
All kinds of direct mail, displays, 
demonstrators, newspaper mats 
and other sales helps...designed 
to help build your undercoat 
business. 


‘See your 


or write us direct... Address Dept. 8 
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PART OF FIVE-ACRE PLOT—Complete with hill and hole, the test track at DeWitt Motor 
Co. (Dodge-Plymouth), Akron, O., is used to test customers’ cars, check on completed work 


and as a safety lane test for drivers. 


IN THE CINDER PiT—During the three-da 


Power Wagon gave demonstrations daily in the 


proving and test grounds. 


formal opening of DeWitt Motors, a Dodge 
loose cinder nit of the dealership's half-mile 


SAFETY TEST—Every traffic sign found on the streets of Akron and adjacent communities is 
duplicated on the half-mile test track at the proving grounds of DeWitt Motor Co. 


Dealer Test Track 


DeWitt Motors Offers Customers Rare Service 
At Akron ‘Proving Grounds’ 


AKRON, O.—It is rare indeed 
when a retail automobile dealer can 
provide a half-mile test track or 
proving grounds to his customers 
for locating trouble under various 
conditions of grade or speed. 

It is rarer yet when a dealer is 
able to offer his customers this out- 
standing service feature and have 
the test track located on the same 
grounds as his dealership on the 
main street of a metropolitan city. 

DeWitt Motor Co. (Dodge-Plym- 
outh) here has such a test track 
within less than a mile of the cen- 
ter of the city and on the main 
business thoroughfare of the city. 

The track or test ground which 
weaves around the five-acre grounds 
on which this modern car and truck 
sales and service outlet is located 
has a hill with approximately a 19 
percent grade, a soft spot with loose 
cinders, curves and straightaways 
over which the service manager or 
service salesman can ride with the 
car or truck owner to detect the 
trouble that brought the owner in 
for service. 

As a test track to assure that re- 
pairs have been properly made, the 
mechanic does not have to go off 
the home grounds, yet is able to 
speed and test on the hill as needed. 

To promote the test track, De- 
Witt Motors offered free safety 
inspection to owners who brought 


Roy Paul on Air 
Roy Paul Motor Co., 1706 N. Elm 
St., Denton, Tex., announced it will 
again this year sponsor play-by- 
play broadcasts of the best foot- 
ball games played in this section 
of the country. 


their cars to the test track. At 
various places around the track 
were the road signs used in Ohio 
as well as the latest school warn- 
ing sign which, it is understood, 
has been made the universal 
warning sign for schools in every 
state. 

On the front of the dealership a 
huge “safety-ometer” was placed 
and as each 50 cars went through 
the prescribed safety test during the 
week of the opening of the track 
and improved service facilities, the 
red in the gauge was lifted to meet 
the new figure. 

This constantly changing sign is 
reported to have created quite a bit 
of interest among Akron motorists. 


Mobs Active 
K-F Official Escapes 
Cairo Violence 

WILLOW RUN, Mich.—Maurice 
Nicholis, director of foreign as- 
sembly operations for Kaiser-Fraz- 
er Corp., narrowly escaped vio- 
lence in Cairo last month at the 
hands of anti-American mobs who 
stoned a Philadelphian to death. 

Back at Willow Run after a five- 
month business tour of Europe and 
Africa, the Kaiser-Frazer official 
said anti-American and anti-Brit- 
ish feeling was “extremely marked” 
in the Egyptian capital. 

Nicholls related that during an 
Israeli air raid on the Egyptian 
city, mobs gathered outside the 
Shepherd hotel to protest against 
lights showing from the rooms oc- 
cupied by Nicholls and his wife. 
Shortly after, a policeman forced 
his way into the apartment and 
demanded that its occupants ac- 
company him to _ headquarters. 
Nicholls was able to bribe his way 
free and left Cairo the following 
morning by plane. Later, he read 
of the mob killing of an American 
citizen in the same locality. 
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82 Southern Drivers Get 


39 


ATA Safety Awards 


WASHINGTON. — The American 
Trucking Assns.’ safe driving 
awards have been forwarded to two 
southern truck lines for presenta- 
tion to a total of 82 of their drivers. 
The awards cover accident-free 
driving over periods ranging from 
one to seven consecutive years. 

Charlies B. Lynn of Akers Motor 
Lines, Gastonia, N.C., topped the 
list with a record of seven con- 
secutive years of no-accident driv- 
ing. Twenty-six other drivers for 
the Akers company to receive the 
awards are: 

Robert J. Phillips, six years; Wil- 
liam J, Bannon, four years; James 
R. Locke, three years; Everett R. 
Graham, Howard D. Miller, Orie M. 
Valentine, Harold C. Myers and 
Jack T. Mull, two years; Loftin H. 
Herring, John S. Miller, Ralph B. 
Harbin, Nathan O, Andrews, James 
H. Cline, John R, Graham, Sidney 
J. Hoffman, Cullen H. Warwick, Ha- 
zel London, Lee Roy Green, Wayne 
W. Addis, Andrew Luksa, James A. 
Bumgarner, Luther M. Cable, Ray 
K. Pigg, Frank D. West, George E. 


Woody and Amedeo Saetti, one year. 

Fifty-five drivers for Georgia 
Highway Express, Inc., Atlanta, who 
received the awards are: 

Jessie E. Blair, Jessie L. Cham- 
bers, J. C. Wilkinson, M. F. Harri- 
son, D. A. Lister, Paul Steed, Mark 
Walton, C. H. Terrell, A. E. Har- 
rell, and E. L. Rivers, three years. 

E. Z. Bennett, W. M. Meadows, 
A. E. Armstrong, C. W. Smith, Mose 
Swofford, J. W. Lashley, L. G. 
Cooper, David H. Camp, L. L. Chris- 
tie, L. L. Hayes, R. M. Summers, 
R. O. Williams, F. P. Moore, R. F. 
Stubbs, Leslie Davis, Raleigh Bow- 
doin, C. H. Bell, L. E. Jones, and 
W. O. Jaffares, two years. 

C. E. Shadix, Roscoe Stanley, K. 
F.. Harper, D. L. Lynch, D. A. Math- 
ews, R. L. Mann, J. E. Washington, 
Hoyt Whitlock, W. A. Cochran, Mar- 
vin Whitlock, A. H. Colwell, E. B. 
Chambers, Syl Daniel, C. B. Minter, 
J. M. Barnes, R. L. Bowdoin sr., C. R. 
Cox, Ben Cunningham, E. P. Milam, 
J. C. Parris, H. H. Smith, E. J. 
Dunn, S. L. Moon, H. K. Johnson 
and W. F.. Hampton, one year. 
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Scrap Shortage 
Threatens Steel 
Output in Canada 


OTTAWA, Ont.—Already con- 
cerned seriously about the continu- 
ing downward trend recorded in 
Canadian production of steel ingots, 
Canada is facing a critical shortage 
of scrap iron which is threatening 
steel output, it was learned in au- 
thoritative quarters here. 

Continuing the downtrend of the 
preceding month, the latest report 
shows that Canadian production of 
steel ingots during July fell off to 
238,104 tons compared with 249,710 
in June and 279,688 in May. 

The daily average for July of 7,681 
tons was below each of the six pre- 
ceding months, while the total out- 
put was lower than for any month 
except February, when production 
amounted to 230,183 tons. 

There has been a drop “to almost 
nothing” in scrap iron flowing to 
steel furnaces and iron foundries, 
steel controller for Canada, F. K. 
Ashbaugh, declared here, pointing 
out that to maintain current pro- 
duction of about 3,000,000 ingot tons 
of steel annually, which is essential 
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7 The fastest, easiest sanding Du Pont 

Can be safely sanded, wet or dry, without 

clogging the paper, 30 minutes after appli- 

cation. Does that save time! 

High solids content— 
and we do mean 





'SA' TROPHY CASE—In front of a case holding prizes for Chevrolet's national “SA” 
contest are department heads of Lindsley-Chevrolet, Inc., Montclair, N. J. Left to right: 
F. ©. Lindsley jr., president; E. V. Chapman, new truck and used-car manager; R. B. 
Hoagland, assistant parts department manager; H. V. Holland, general manager; H. A. 
McGlynn jr., office manager; H. L. Eyester, service manager. 





for Canada’s industrial life, steel 
producers in Canada must buy ap- 
proximately 800,000 tons of scrap a 
year. In addition, they use about 
1,500 tons of basic pig iron and 
800,000 tons of “circulating scrap” 
which comes from the mills. 
Ashbaugh disclosed that it is a 


HIGH 


Yes sir, high, is the word for it—we believe it 
F has the highest solids content ever offered to 
the trade. File marks and other imperfections 


are filled more quickly —jobs are easier to do, 
more satisfactory in every way. 


What a money saver... 


Reduces 2:1 with thinner— gives you a cost-at- 
the-gun economy that makes the price per 
gallon surprisingly low. 


High hold-out for a “super” finish . . . 


This new DUCO Primer-Surfacer holds out 
color coats as never before. Result, a better 
looking finished job with less rubbing. Sure 
it’s more economical! 


Minimum settling in the cup... 

Light Gray and Red Oxide settle at the lowest 
rate known for these colors; Dark Gray so 
slowly that, normally, rotating the spray cup 
will re-mix to proper consistency. 


shortage of scrap in the purchase 
field which accounts for the present 
troubles. Some scrap has been ob- 
tained from the West Indies and 
Australia. Efforts are being made 
to get some from Germany and 
Japan. 
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SERVICE SECTION 


Adding to Nation’s Network .. . 


U.S. Tags $450 Million 
For State Roads in ’50 


WASHINGTON. — Sums apper- 
tioned to the state from the $450,- 
000,000 fund authorized by the Fed- 
eral-Aid Highway Act of 1948 for 
the fiscal year 1950, for improve- 
ments on federal-aid primary, sec- 
ondary and urban routes, have been 
announced by Maj. Gen. Phil B. 
Fleming, Federal Works Adminis- 
trator. 

The Act, approved recently by 
the President, authorizes an ap- 
propriation of $450,000,000 for each 
of the fiscal years 1950 and 1951 
to assist the states in continuing 
the postwar highway program for 
which initial appropriations were 
made under authorization of the 


*4-Letter’ Dealer 


Andress-Abbott, Inc. (Ford), 1515 
Third St., Alexandria, La., has been 
selected by the Ford Motor Co. as 
a “4-Letter” dealer. 


This new Primer-Surfacer resists chipping, peel- 
ing, flaking—real assurance that your customer 
will be satisfied with a job that “‘stands up.” 


Try the New DUCO Primer-Surfacer now ... 


You will be amazed at its performance in your 
shop. It’s big news in the refinish field! Your 
Du Pont jobber has it—in four colors. 


E. I. du Pont de Nemours & Co. (Inc.), Finishes 
Division, Refinish Sales, Wilmington 98, Del. 


SETTER THINGS 
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Federal-Aid Highway Act of 1944. 
Nearly all funds authorized by the 

1944 Act have been exhausted by 

project commitments. 

Under provisions of the 1948 Act, 
as in the previous Act, 45 percent of 
the total authorization may be ex- 
pended for projects on primary 
roads in the federal-aid system; 30 
percent for the improvement of 
routes in the federal-aid secondary 
system, and 25 percent for work on 
federal-aid highways in urban areas 
having a population of 5,000 or more. 
The states generally are required to 
match federal expenditures. 


The funds are to be adminis- 
tered by the Public Roads Admin- 
istration of the Federal Works 
Agency in cooperation with state 
highway departments according 
to the usual federal-aid procedure. 
The apportionment for the fiscal 
year 1950 will be available next 
July 1 and will remain available 
to the states until June 30, 1952. 


Also, the following sums are au- 
thorized to be appropriated for spe- 
cial roads during each of the 1950 
and 1951 fiscal years: Forest high- 
ways, $20,000,000; forest develop- 
ment roads and trails, $17,500,000; 
national park roads, $10,000,000; 
parkways, $10,000,000; and Indian 
reservation roads, $6,000,000. 


Big Expansion 
Completed by 


Stamping Firm 

TOLEDO. — Plant expansion ac- 
tivities begun a year ago at the City 
Aute Stamping Co. here have been 
completed, according to Charles C. 
Bigelow, president. 


More than $1,600,000 has been ex- 
pended in acquiring additional acre- 
age on adjoining property and the 
erection of three new buildings. To 
the. westerly side of the plant has 
been connected a new all-steel and 
concrete addition measuring ap- 
proximately 150 by 450 feet, allow- 
ing more than 230,000 feet for oper- 
ating purposes. Included in new 
construction is a fireproof two-story 
office building measuring 50 by 120 
feet to house administrative, sales 
and engineering departments. 

In addition to larger cranes and 
other heavy equipment, the exten- 
sion contains four electrically oper- 
ated super-giant presses ranging 
from 900-ton to 1200-ton individual 
pressure capacity, with bed open- 
ings measuring 180 by 100 inches. 

The new facilities are said to en- 
able the company to produce the 
largest metal stampings in the in- 
dustry. Few manufacturers, other 
than car and truck builders, use 
draw presses of comparable size or 
capacity. 

“Outlook for our future business 
is optimistic indeed,” Bigelow de- 
clared, “and realization of produc- 
| tion volume based on orders in hand 
| is largely dependent upon the abil- 
jity of steel mills to meet delivery 
| requirements. We believe this sit- 
uation will in time clear itself.” 





Four Pamphlets 


By Management 


NEW YORK.—The American 
Management Assn. has issued four 
pamphlets discussing methods and 
techniques of improving labor-man- 
agement communications through 
employe opinion polls, employe pub- 
lications, motion pictures, devices 
for management-worker coopera- 
tion, and employe education in com- 
pany economics. 

The pamphlets include: “Checking 
the Effectiveness of Employe Com- 
munication”; “Strengthening Man- 
agement’s Channels of Communica- 
tion”; “Influencing and Measuring 
Employe Attitudes,” and “Attitudes 
and Morale of Office Workers.” 


Mont. Gas Taxes Rise 


HELENA, Mont.—Montana gas- 
oline tax collections yielded $967,- 
587.11 in July, an increase of $92,- 
599.84 over the same month a year 
ago, according to Chairman Sam 
D. Goza of the state board of 
equalization. 
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SERVICE SECTION 
Also Builds Goodwill .. . 


Diagnosis Nearly Doubles Dealer’s Business|» = 


(Continued from Page 22) | 
names announcing the creation | 
of the new department, its ob- | 
jective and the nominal charge. 

The customer got a report on 
the condition of his car and a 
recommendation of precisely | 
what work was needed, together 
with explicit instructions to the | 
mechanics on what to do to cor- | 
rect the fault. 

No rebate is given the customer | 
regardless of how much service | 
work he buys from the report. He | 
pays for that just as a person pays 
for the operation that the clinic} 
diagnosis indicates is needed. 

At first, Gibson had a little dif-| 
ficulty in getting his three service | 
salesmen interested in selling the 
diagnosis service. It was new to 
them and they weren’t quite sure 
what the customer reaction might 
be. Neither was Gibson, but he was 
determined to give the program a 
good try. 

* + = 
MoO OVERCOME the 
salesmen’s apathy, Gibson went | 
to the bank and got a bag full of | 
silver dollars. He then called the 
three salesmen into the cashier's 
office, set the opened bag on her 
counter and told his men that just 
as soon as they had sold a diag- 
nosis deal, he was to come to the| 
cashier and she would give him a 
dollar right then: 

He told them not to wait until 
noon or night but to collect their 
dollar the minute they made the 
sale. The psychology of this move 
was that a silver dollar weighs 
enough to make the salesman 
realize he had one in his pocket; 
two of them jingled and created 
a desire for more. 
The salesmen went to work, and 

his diagnosis man was busy on 
paid labor analysis almost all day 
right from the very start. When 
he didn’t have a “pay” customer 
ahead of him, the service man- 
ager would select a particularly 
irate or hard-to-please customer’s 
ear and send it into the depart- 
ment and have the diagnosis man 
give it the works. A complete re- 
port would be made out in dupli- 
eate, just as it was for the diag- 
nosis customers. 

When that customer came in for 
his car, the service manager would 
be on the lookout for him, tell him 
that he had taken the liberty of 
putting the car through the pro- 
gram and give him the report, em- 
phasizing that, while a charge of 
$3 was ordinarily made for this 
work, because the customer was} 
an old customer, he, the service 
manager, was making him a pres- 
ent of this one report just to show 
how the department functioned. 

* + + 


THE PROOF of the pudding is 


in the eating. 
Starting with February, | 


month before the system was put 
in operation, the sale of customer 
mechanical labor at Wise alone 
has risen from $5,948 in February, 
$8,844 in March, $9,190 in April, 
$8,196 in May, $10,640 in June to} 
$10,124 in July, the last month of | 
record. 

Total customer labor sales, which 
include the body and collision de- 
partment, increased similarly. Feb- | 
ruary was $8,022, March $12,492, | 
April $12,510, May $12,207, 
$14,047, and July $14,566. 

As a result of the diagnosis 
work sales alone, March brought | 
in 113 customers (of which 84 | 

| 
| 
| 


June | 


had the work completed and 29 
had some work done but left 
some pending) with labor sales 
of $2,803, parts sales of $3,133, 
or a total of $5,936 in parts and 
labor for an average sale of 
$52.53 per customer. 
Other months run approximately 
the same—April, 155 customers in 
the analysis department for an| 
average of $73.36 per customer; 
May, 122 customers for $72.44 aver- | 
age; June, 126 customers for a| 
$58.47 average, and July, 116 cus-| 
tomers for an average of $80.12) 
per customer. . 
The department has yet to show | 
a gross profit of less than $2,500/ 
per month and has run as high as| 
over $4,000, according to Wise’s | 
own figures. | 
As said earlier, not all of the 
work indicated by the analysis is| 
bought by the customer that| 
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month; some customers pay for 
their analysis and walk out with- 
out buying a dime’s worth—and 
Gibson is pleased to see that hap- 
pen once in a while since he feels 
that every such customer will add 
to the reputation that Lloyd A. 
Wise is getting in Oakland as de- 
pendable and honest 
service work. 
ea oe * 
OST OF these customers, how- 
ever, do come back and even- 


tually buy part or all cf the work | 
| which the analysis shows they | 


need. In May, for instance, out of 


848 repair orders written, 122 were | 
for analysis. Thirty-three of these | 


analysis customers did not buy 
any work that month. Since that 


time, however, 15 of these 33 have | 
been back, and delayed sales of | 


May analysis reports have account- 
ed for approximately $1,450 worth 
of service sales. 


Customer satisfaction with 


| work—and the results of the analy- | 
service |—— a atienend ; 





source of | 


|sis—is shown in the fact that al-| 


|ready Wise is getting a goodly 
| percentage of customers back vol- 
untarily for their second and third 
| analysis. 

Examples of these repeats are: 
Customer A came in at 97,439 
miles and bought $26.71 worth of 
work. Came back at 107,789 miles 
and bought $74.16. Customer B 
came in first at 67,161 miles, 
bought $43.85. Came back at 70,- 
576 miles and bought $30.10. Cus- 
tomer C came in at 59,589 miles 
and bought $92.24, and back at 
62,419 and bought $22.30. Cus- 
tomer D came in at 8,816 miles 
and bought $132.02, including an 
undercoat job and other appear- 
ance items. Came back at 15,158 
and bought $24.45. 

As an example of how this works, 
|let’s take the case of Customer C 
|}above. On his original analysis, 
| he was told that his master cylin- 


(Continued on Page 43, Col. 1) 
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SERVICE SPACE SAVER—Two overhead reels serve four lifts in the lubrication department 
of a new dealership in Toledo, Bob Reese Motors, Inc. (Ford). The reels are products of 


Aro Equipment Corp., Bryan, O. 


Chevrolet ‘Sinks’ $300,000 


In River Pollution Fight 

| FLINT. — Chevrolet is spending 
approximately $300,000 on equip- 
ment to help end the pollution of 
the Flint river, it was stated here 
last week by David Milne, chemical 
engineer of the production engi- 


the | der needed repair or replacement, | neering section of general Motors. 
| The equipment is being installed 


accessories, you're handling America's 


at the Chevrolet-Flint motor manu- 
facturing plant for the purpose of 
eliminating the flow of oily wastes 
into the river. A separate building 
is being constructed to house the 
new equipment. Milne said that a 
total of more than $700,000 has 
been spent by various General Mo- 
tors divisions throughout Michigan 
on equipment to halt pollution. 
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When you stock lyon 


favorites! They are on 


millions of cars! It's a success story unmatched in the wheel accessory 
field. Proving once again that high-quality merchandise at a competitive 


price always out-sells. Shown at the left are 


tour. All 


INS 


$11.95 per set of felt 
strong! Standard model 
DELUXE WHEEL COVER with the distinctive Lyon 


the entire 


America 


. 


wheel in beautiful stainless steel 


cover in One piece, combining the beauty of each. $ 


list prices 


All items shown are Fair 


slightly higher in Canada 


The WHEELWALL 


gives overall stainless steel effect blending with the original hub cap 
s Favorite WHITEWALL and go ng 
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26.99 Deluxe model $9.95 per set of four 


faa tti dresses 


set of fo 
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LYON INCORPORATED «+ 13881 W. CHICAGO BLVD. + DETROIT 28, MICHIGAN 
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| Current Prices | 


The following advertised delivered prices 


BUICK—Special ‘‘40’’—-4-dr. sed., $1,809; 
2-dr. sed., $1,735; Super ‘‘50’’—4-dr. sed., 
$2,087; 2-dr. sed., $1,987; conv., $2,518; 
stat. wag., $3,124; Roadmaster ‘‘70’’—4-dr. 
sed., $2,418; 3-dr. sed., $2,297; conv., 
; stat. wag., $3,433. 


CADILLAC—Series 61—4-dr. sed., $2,- 
833; sed. cpe., $2,728; Series 62—4-dr. sed., 
$2,996; sed. cpe., $2,912; conv., $3,442; 
Series 60—4-dr. sed., $3,820; Series 75—5- 
pass. touring sed., $4,779; 7-pass. sed., 
$4,999; 7-pass. Imperial sed., $5,199; 9- 
pass, bus. sed., $4,679; 9-pass. Imperial 
bus. cpe., $4,868. 

CHEVROLET—Stylemaster — 4-dr._ sed., 
$1,371; 2-dr. sed., $1,313; spt. cpe., $1,323; 
bus. cpe., $1,244; Fleetmaster—4-dr. sed., 
$1,439; 2-dr. sed., $1,381; spt. cpe., $1,402; 
conv., $1,750; stat. wag., $2,013; Fleetline 
—4-dr. sed., $1,429; sed. cpe., $1,434. 


SHRYSLER—Royal ‘‘6’’—4-dr. sed., $1,- 
oes 25; 2-dr, sed., $1,932.75; 7-pass. sed., 
$2,404.50; lim., $2,530.75; club cpe., $1,- 
958.25; bus. cpe., $1,843.50; Windsor ‘6 — 
4-dr, sed., $2,045.50; 2-dr. sed., $2,014; 
7-pass. sed., , $2,585.50; club 
cpe., $2,024.50; conv., $2,439.25; bus. cpe., 


75; Traveler 4-dr. sed., $2,187.75; 
Screen “g’—4-dr, sed., $2,321.25; 2-dr. 


_. $2,284.25; club cpe., $2,294.75; bus. 
°° = $5. 194,75; New Yorker ‘8’'—4-dr. 
sed., $2,446.25; 2-dr. sed., $2,409.25; club 
cpe., $2,419.75; conv., $2,850.25; bus. cpe., 
$2,319.75; Town & Country conv., $3,430.25; 
Crown “g? _ 7-pass. sed., $4,- 
711.75; lim., $4,816.75. 

OROSLEY—2-dr. sed., $927; conv., $959; 
stat. wag., $991; spt. utility, $852. 

Deluxe—4-dr. sed., $1,845; 2- 
dr. sed., $1,808.25; club cpe., $1,834.50; 
bus. cpe., $1,718.75; Custem—4-dr. sed., 
$1,911.50; 2-dr. sed., $1,879.75; 7-pass. 
sed., » ; lim., $2,461.50; club cpe., 
$1,893.50; conv., $2,315.75; Suburban, 
$2,651. 

E—Deluxe—4-dr. sed., ; 
2-dr. sed., $1,696; bus. cpe., $1,606.50; 
Custom—4-dr. sed., $1,807.75; town sed., 
$1,892; 7-pass, sed., $2,199; club cpe., $1,- 
794; conv., $2,209. 

FORD—Six—4-dr. sed., $1,473.50 (V-8, 
$1,560); 2-dr. sed., $1,410 (V-8, $1,496.50) ; 
club cpe., $1,431.50 (V-8, $1,539); bus. 
cpe., $1,252 (V-8, $1,433.50); Custom Six — 
4-dr, sed., $1,591.50 (V-8, $1,665.50); 2-dr. 
sed., $1,523 (V-8, $1,602); club cpe., $1,544 
(V-8, $1,628.50); conv. $1,886 (V-8, $1,- 
965.50); stat. wag., $2,119.50 (V-8, $2,- 
264.50). 


$1,738.25; 


FRAZER—4-dr. sed., $2,482.77; Manhat- 
tan—4-dr. sed., $2,746.11. 

IN. ++9"—4-dr. he =. 

Re 8-cyl., $2.343); 2-dr. sed.. - 
271 78: hrs epe., $2,219 (8-cyl., $2,339.75); 
bus. cpe., $2,069; conv., $2,835; Commo- 
dore “6’’—4-dr. sed., $2,398.50 (8-cvl., 
$2,514); club cpe., $2,374.25 (8-cyl., $2,- 
489.75; conv., $3,056.75 (8-cyl,, $3,137.75). 

KAISER—4-dr. sed., $2,244.37; Custom— 
4-dr. sed., $2,465.57. 

LINCOLN — 4-dr. sed., $2,680.50: spt. 
cpe., $2,633; conv., $3,117; Cosmopolitan— 
4-dr. spt. sed., $3,344; 4-dr, town sed., $3,- 
344; spt. cpe., $3,291.50; conv., $4,054. 


MERCURY—4-dr. sed.. $2,116; spt. cpe., 
$2,084.50; conv., $2,536.50; stat. wag., 
$2,820.50, 


ASH — “600” Slipstream — 4-dr. sed., 
$1943.05: deluxe bus. cpe.. $1,478.05; 
“600” -dr, sed., $1,587.05; spt. 
epe., $1,538.05; Ambassador Slipstream— 
4-dr. sed., $1,873.95; Ambassador (trunk) 
_4-dr. sed.. $1,915.95; spt. cpe., $1,857.95; 


conv., $2,345. 
OLDSMOBILE — Dynamic ‘66 — 4-dr. 
sed., $1,677 (deluxe. $1,818); 2-dr. sed., 


deluxe, $1,776); club cpe., $1,609 
a. $1,749); conv., $2,003; stat. wag., 
$2,614 (deluxe, $2,739); Dynamic ‘‘68’’— 
4-dr. sed., $1,735 (deluxe, $1,876); 2-dr. 
sed., $1,693 (deluxe, $1,834); club epe., 
$1,667 (deluxe, $1.808); conv.. $2,061; stat. 
wag., $2,672 (deluxe, $2,797); Dynamic 
«9@""—4-dr. sed., $1,801 (deluxe, $1,947); 
2-ar, sed., $1,726 (deluxe, $1.873); Dynamic 
“9g9"'—4-dr. sed., $1,859 (deluxe, $2,005) ; 
2-dr. sed., $1,785 (deluxe, $1,931); Fu- 
t “<9g"’—4-dr. sed., $2,151 (deluxe, 
$2,256): 2-dr. sed., $2,078 (deluxe, $2,182); 
conv., $2,624. 


ACKARD — Eight — 4-dr. sed., $2,275 
dae $2,543); 2-dr. sed., $2,250 (deluxe, 
$2,517); stat. wag., $3,425; Super Elght— 
4-dr. sed., $2,827; 2-dr. sed., $2,802; conv., 
$3.250: T-pass. sed.. $3,500 (deluxe, $3,- 
350); T-pass. lim., $3,650 (deluxe. $4,000); 
Custom Eight—4-dr. sed., $3,750; 2-dr. 
sed., $3.700; conv., $4,295; 7-pass. sed., 
$4,704; T-pass. lim., $4,868. 


PLYMOUTH — Deluxe — 4-dr. sed., $1,- 
455.50; 2-dr. sed., $1,397.50; club_cpe., 
$1,424; bus. cpe., $1,360.75: Special Deluxe 
—4-dr. sed., $1,544.25: 2-dr. sed., $1,- 
486.25; club cpe., $1,518; conv., $1,872; 
bus. cpe., $1,454.75; stat. wag., $2,082.75. 


PONTIAC—T “g’’4-dr. sed., $1,- 
641 (deluxe, $1,731); 2-dr. sed., $1,583; 
sed, epe., $1,614 (deluxe, $1,704); spt. cpe., 
$1,552 (deluxe, $1,641); bus. cpe., $1,500; 
conv., $2,025; “9 —4-dr. sed., 
$1,689 (deluxe, $1,778); 2-dr. sed., $1,630; 
sed. cpe., $1,661 (deluxe, $1,751); spt. cne.. 
$1,599 (deluxe, $1,689); bus. cpe., $1,558; 
conv., $2,072; Streamliner ‘‘6’’—4-dr. sed., 
$1,727; (deluxe, $1,817); sed. cpe., $1,677 
(deluxe, $1,766); stat. wag., $2,374 (de- 
luxe, $2,442); 8 “9"'-4-dr. sed., 
$1,775; (deluxe, $1,864); sed. cpe., $1,724 
(deluxe, $1,814); stat. wag., $2,412 (de- 
luxe, $2,490). 


STUDEBAKER—Champion Deluxe—4-dr. 
sed., $1,635.50; 2-dr. sed., $1,603.75; spt. 
cpe., $1,630; bus. cpe., $1,535.25; 

Regal Deluxe—4-dr. sed., $1,709; 2-dr. sed., 
$1,677.50; spt. cpe., $1,703.75; bus. cpe., 
$1,609; conv., 059.50; Commander De- 
luxe-—4-dr. sed., $1,956.25; 2-dr. sed., $1,- 
spt. cpe., $1,951; bus. cpe., §1,- 
856.25; Commander Deluxe—4-dr. 
sed., $2,077.50; 2-dr. sed., $2,045.75; spt. 
epe,, $2,072; bus. cpe., $1,977.50; conv., 
$2,430.75; land cruiser, $2,264.75. 


WILLYS-OVERLAND — Stat. wag., $1,- | _t2 Date for July 


841,71; atat. sed., $1,991.72; Jeepster conv., 
$1,885.77. 








NOTHER British motor firm has 

announced new models in readi- 
ness for the International Motor 
exhibition. The two new models, 
produced by Vauxhall Motors, Ltd., 
of Luton, are the 6-cylinder 2%-litre 
Velox and the 4-cylinder 1%-litre 
Wyvern, which now replaces the 
12-h.p. and 14-h.p. models. 


The changeover was made in rec- 
ord time. The plant was closed for 
a fortnight’s holiday, but 2,000 of 
the 10,000 workers stayed on to 
complete the switch of the entire 
production lines. The transfer was 
made, and within five days of the 
workers returning from holiday the 
new models were in full production. 


Both models are for the home 
market and have advanced mod- 
ern styling with horizontal radi- 
ator grills and streamlined exten- 
sions to front and rear wings. 
Many U. S. streamlining features 
have ben introduced. Both are 
four-seater saloons. 

The Velox has an engine capacity 
of 2,275 c.c. with a 75-m.p.h. maxi- 
mum and is said to give 25 to 28 
miles per gallon. The Wyvern gives 
33 to 35 miles per gallon. 

Both cars have modern overhead 
valve engine designs with the Vaux- 
hall system of six-phase carbure- 
tion, which incorporates a special 
part-throttle economy device and an 
accelerator pump, automatically re- 
ducing the proportion of gas to air 


Auto News From Britain 


Vauxhall Motors Announces Two Models; 
Brief Austin Strike Idles 15,500 












when the engine can use an econo- 
my mixture. 


Windshield wiper blades auto- 
matically park flat. The gearshift 
lever is mounted on the steering 
column, and the hood can be 
locked from the inside the car. 


Window winders have been dis- 
carded, “finger pulls” being used in 
their place. The weight of the glass 
is balanced by a spring-loaded lever 
in the door. 

Charges announced for the new 
cars are $1,720 for the Velox and 


radio can be fitted for $93 and an 
air conditioning system for $32. 
+ * * 


Exports to U. S. Jump 


MORE British autos were shipped 
‘*% to the U. S. in July, in spite of 
the dock strike, than to any other 
country in the world. 

The development of the U.S. mar- 
ket for British cars can be appre- 
ciated from the export figures of 
less than 2,000 for 1947 to over 
3,700 in July of this year, valued at 
$3,500,000. 

Thé Society of Motor Manufac- 
turers and Traders reports a 
growing popularity for small U.K. 
cars with American families for 
town work, and the high-grade 
makes and sports models continue 
to hold their own. 

Canada took 2,300 cars and Bel- 





SERVICE SECTION 





NASH HONORS "BIG 19''—Nineteen Nash dealers of metropolitan Los Angeles get together 


to receive Nash Motors’ 10-Point select dealer awards. 
$1,400 for the Wyvern model. A car| to the dealers by L. T. Kouns (center), Nash zone manager for the Los Angeles area. 


gium 1,800. Total auto exports in 
July from the U.K. were 20,800, 
valued at $22,000,000, which is only 
a million dollars short of the 
monthly target set by the govern- 
ment for the end of the year. 

Another record was made in the 
export of commercial trucks, alto- 
gether 7,600 units being sent abroad 
at a value of 513,600,000. 

+ 


Austin Workers Strike 


A STRIKE lasting 3% days at the 

Austin Motor Co. plant at 
Longbridge, Birmingham, made 15,- 
500 workers idle and cost 1,400 cars 
in production figures. 

Notices were given to about 300 
workers at the Cowley factory, 
where Austin bodies are made, be- 
cause there was no room to store 


The special plaques were presented 





the bodies while the main plant was 
idle. 

The trouble arose when new 
methods were introduced into the 
machine shops to get greater ef- 
ficiency. 


A demonstrator was timed on the 
new machine and piecework rates 
for the operators were fixed.on the 
demonstrator’s time. The men 
claimed that the new method would 
mean a reduction of about $4 in the 
weekly wage packet. 

Shop stewards walked through 
the plant telling the men to down 
tools, and for the first couple of 
days thousands of the strikers did 
not know why they were on strike. 

The strike did not have the back- 
ing of the Amalgamated Engineer- 
ing union. 





Passenger Car Registrations, All States for July, °48-’47 
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SERVICE SECTION 
Also Builds Goodwill .. . 


AUTOMOTIVE NEWS, SEPTEMBER 13, 1948 comes 


Diagnosis Increases 
Dealer’s Business 


(Continued from Page 41) 


although it was not necessary to 
do it right then unless the cus- 
tomer wanted to. He was warned, 
however, that it was not in the 
best of condition. It went bad ap- 
proximately 3,000 miles later, and 
the customer came back and had 
it replaced but felt satisfied as he 
had had the opportunity to get 
the last mile of wear out of the 
faulty mechanism, although he had 
been warned that it might go any 
time. 

Another proof that, if properly 
operated, the analysis department 
will not only build goodwill but 
business for a dealer is the fact 
that Wise is getting units from 
used car dealers for analysis. One 
recently sent in a 1946 Oldsmobile 
that needed $259.20 worth of work 
and, after getting the report, au- 
thorized the work to be done. 

Gibson claims that the analysis 
department has cut unapplied time 
in his shop from an average of 
300 hours per month last year to 
the 122 hours of unapplied time in| 
July. In this shop pickup and de- 
livery time is listed as unapplied 
time. 

The gross profit ratio has picked 
up from 49.7 percent before the 
system was installed to 52.6 per- 
cent, where it is today. Absorption 
is now running at 125 percent. 

* . * 

A FILE is kept of all work that 

shows up on the analysis re- 
ports and which is not bought at 
the time the report was given the | 
customer. In a small file kept 
handy for the service salesmen is 
a record of over $55,000 of un- 
completed work that the reports 
show the customers need on their 
cars. Much of this work’ was not 
done, because the customer found 
it inconvenient to lay his car up 
for sufficient time when he had 
the analysis made or due to lack 
of the money to finance the entire 
amount of work needed. 

Kenneth MacLeod states that 
hardly a day goes by now but that 
either a customer comes in for 
some of this work to be done or 
that a service salesman doesn’t 
bring back a customer for some 
of the work by a telephone call. 

While a part-time girl was put 
on the job of keeping the rec- 
ords of the department at the 
start, it was but a short time 
before the detail of keeping the | 
records up became so system- | 
ized and simple that they were | 
absorbed into the normal opera- 
tion of the shop. Today the same 
girls in the office, who take care 
of all shop orders and billing, 
also take care of the records of 
this department. 

Keeping an active file of the 
analysis reports, transferring the 
work not done to file cards and 
keeping these cards posted against 
future call dates, is a most essen- 
tial part of realizing the greatest, 
benefit and profit from the opera- 
tion of the department. 

In every case checked, where 
these analysis departments have 
been highly successful, it has been 
found that the dealer and manage- 


New Manuals 
Chek-Chart Adds Two 


Booklets to List 

CHICAGO. — Two new booklets, 
“The ABC’s of Lubrication Serv- 
ice” and “TBA Sales and Service 
Manual,” have been published here 
by Chek-Chart Corp., 31 E. Con- 
gress St. 

The lubrication manual deals 
with the “how” of automotive lu- 
brication and covers. each of the 
eight basic lube procedures, de- 
scribing the functions and require- 
ments of all the parts involved. 

The TBA booklet is a manual 
for training and on-the-job refer- 
ence consisting of three sections— 
merchandising, service and engine 
tuneup. 


Melton Motor Co. 


Melton Motor Co., Inc., Belleville. 
Kans., has announced that Harold | 
S. Anderson is the new assistant | 
manager of the firm. 








‘ 


ment is thoroughly sold on the 
value of the department; that the 
management has in turn sold every 
shop employe, from the _ service 
manager down to every individual 
mechanic and clerk in the office, 
and that the department has been 
set up to do an honest analysis job 
on every car brought in. 


The analysis man only must do 
that work—he must be on the job 
all of the time and not pulled off 
to do some other work and, above 
all, must not do any tuneup or 
other repair work in the stalls. 
Sufficient space must be provided 
for at least two cars in the de- 
partment to conserve the diagnosis 
man’s time. Neil Sikes, analyst at 
Wise, has space for three cars and 
has only four tools in the depart- 
ment—a spark plug wrench, an 
end wrench, a pair of pliers and 
a screw driver. 





FRAM « 





NEW FOR SERVICE AND PARTS—Cavalier Motor Co. (Ford), Norfolk, Va., added quarters 
to provide shop working space of more than 25,000 square feet and a parts department with 
8,400, according to W. F. Duckworth, president and treasurer. 


Packaging Show Planned 


Now as Annual Event 


SAN FRANCISCO. — Success of 
the first Western Packaging Ex- 
position and the concurrent first 
Western Conference on Packaging, 
Packing and Shipping assures con- 
tinuation of the show as an annual 
industry event in San Francisco, 
according to Saul Poliak of Clapp 
& Poliak, Inc., sponsor and man- 
ager of the show. Dates of the 
1949 show will be Aug. 9-12. 


“Over 6,000 business, industrial 
and agricultural executives from 





all parts of the West attended this 
first Western Packaging Exposi- 
tion,” said Poliak, “and our ex- 
hibitors report that they made 
hundreds of contacts with their 
western customers and prospects 
not previously possible.” 


CSC Plant Begins Output 


STERLINGTON, La.—Production 
of Methanol is now underway at a 
new unit of Commercial Solvents’ 
Dixie plant here. Beginning of pro- 
duction marks the completion of 
CSC’s $5,000,000 methanol expansion 
at this plant. 


: Building Begins 


FILCRON 
ARTRIDGE 


On N.Y.-Owned 


NEW YORK. — The Triborough 
bridge and tunnel authority an- 
nounced that construction of this 
city’s first publicly-owned parking 
garage has been started. 

The garage, which will accommo- 
date 1,000 cars, will be at the Man- 
hattan approach to the Brooklyn- 
Battery tunnel. To cost $3,500,000, 
it is scheduled to be finished by 
the end of 1949. 

The new parking facility will be 
built on land between Greenwich 
and Washington Sts., purchased 
some time ago by the city. 

A report by the authority also 
forecast successful financing this 
fall of the new Madison Square 
project at Columbus Circle, which 
will embrace a 2,000-car garage. 

The report also announced that 
use of the authority’s five bridges 
and Queens midtown tunnel con- 
tinued to climb. Income from the 
bridges in June was 14 percent 
more than a year ago and up 10 
percent for the tunnel. 





NOW AVAILABLE in a Metal Container 


Another Engineering Step Forward! 


This latest development from the Fram Research 


ERE is another development of Fram engineer- 
ing and research! Now the famous Fram Filcron 
Cartridge is available in a metal container. 

This new container steps up Filcron efficiency by 
holding securely all the dirt the cartridge traps. Pre- 
vents dirt and sludge once trapped in the cartridge 
from being dumped back in the oil stream. And since 
the Fram Filcron Cartridge is ‘‘sealed in’’ the con- 
tainer, it’s easier to handle, to install or to remove. 





NEW FRAM 


GASOLINE 
FILTER 
really removes 
both solids and 
water, protects 
finely adjusted 
modern carbu- 
fetor mechanisms. 





* 





NEW FRAM 

FAMOUS FRAM CRANKCASE 
FILCRON OlL AIR FILTER 
FILTER replaces conven- 
“cleans the oil tional breather 
that cleans the caps, protects 


motor,” removes 
impurities formed 


within engine. the crankcase. 


LOOK AT THESE FEATURES! 


* The finest filtering media ever produced! 





ba 01 ele Mice] >) t-te ME Mali > Me dali el aolall-lal e 
* Metal container makes it easier to remove! 


* Cleans oil in one pass! 


* Highest clean oil flow rate! 


* Will NOT remove detergents or additives from oil! 


be Ae ual h Ae ol? aide he da Ml tee 


(.000039 


* Built-in grommets 


) in size! 


positive seal! 


Od Avr 
Guel 


engines where 
most dirt enters 


Laboratories is part of a continuing effort to increase 
the efficiency, convenience and scope of famous Fram 
Filters. For more data about the Fram Filcron Oil 
Filter in the metal container, write: Fram Corpora- 
tion, Providence 16, R. I. In Canada: J. C. Adams 


Co., Inc., Toronto, Ontario. 
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Preventive 

(Continued from Page 27) 
to recondition his vehicle at stated 
intervals, bring to his attention the 
things that should be corrected to 
the end that larger repair expenses 
are not made necessary later and 
promote safer driving on the streets 
and highways of this country by 
catching unsafe conditions in thou- 
sands of vehicles. 

However, if the dealers were in- 
jecting into their procedure of ap- 
proaching the customer who 
comes into his service department 
the proper checks every time a 
customer comes in, the Collier’s 
program or any other preventive 
service program would not be 
necessary for the regular custom- 
ers of the average franchised 
dealer. 

And if the dealers—and their serv- 
ice personnel—would take the little 
time and effort before writing up 
each repair order to make these 
simple and illuminating checks, 
there is little doubt but that every 
dealer’s service business, where the 
procedure was followed religiously, 
would beget increasing customer 
goodwill and patronage. 


1“ THE jobber mailings for inde- 
pendents, only four of the pre- 


First Call for Winter 


at 
t) eet t 


PY 


@ Now—before you put in antifreeze—is the time to clean out all 
grease, scale and rust from your cooling system. These accumula- 
tions prevent the cooling of cylinder walls and valves, impede cir- 
culation, cause overheating and rapid engine wear. A dirty, rusty 
cooling system is a major cause of much costly winter damage to 


engines. 


AUTOMATIC 
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ventive services—tires, anti-freeze, 
lubrication and electrical—are pro- 
moted. For the dealer mailings, 
vision and finish are added. 

These latter services are particu- 
larly dealer procedures—and finish 
protection, together with appear- 
ance conditioning is being recog- 
nized as a very welcome service to 
thousands of “older car” owners— 
1940 through 1942 models—this fall. 

Pride of ownership is still quite 
high among the owners of these 
cars—normally they would be 
driving new cars except for some 
good reason. As the new '49 mod- 
els come out on the street in in- 
creasing numbers, their desire to 
have their cars’ appearance im- 
proved will become stronger. 

They are also beginning to have 
difficulty with their heating units, 
windshield wipers, defrosters, and 
possibly some of the glass in the 
vehicle is not in as good a condition 
as it should be for safe and com- 
fortable driving. 

Dealers who offer—but do not 
push too hard—package appearance 
and vision services—a thorough 
cleaning of the car’s upholstery and 
trunk compartment, renewal of rub- 
ber mats and pedal pads, ‘touch-up 
of dinged fenders and body, re- 
moval of rust from chrome, clean 


Vl i 
PT) 








O HELP increase the business of 

not only the Ford parts distribu- 
tors but all Ford and Lincoln-Mer- 
cury dealers, Ford Motor Co. has 
made it possible for Automotive 
Research Publications to approach 
every dealer through a mail cam- 
paign on the benefits of having a 
copy of its book, “Interchangeable 
Replacement Parts,” so that parts 
countermen will be able to know in- 


and polished exterior, new hose on 
wiper and heaters, checking and 
cleaning of heater motors, checking 
heater radiators for leaks and 
clogged condition, might find quite 
a volume of willing buyers of the 
service. 

Here and there around the coun- 
try, alert dealers with vision have 
built up a well developed and profit- 
able department on this type of 
work. They have found that if they 
offer the service, customers will 
gladly take it. 


Interchangeable Parts Book 


Designed to Help Ford, L-M Dealers 


Increase Their Business 





stantly in what other makes of cars 
Ford parts are exchangeable. 

This book, containing 502 pages of 
interchangeable parts information, 
has been published particularly for 
the benefit of Ford and Mercury 
dealers and gives complete informa- 
tion on hundreds of Ford parts that 
not only are the same as those in 
several other makes of cars but are 
usually priced at a lesser list. 

In sales promotion to the Ford 
dealers, the publisher points out 
that the independent repair trade 
buys up to 68 percent of its Ford 
replacement parts daily from local 
parts jobbers and that the jobber 
in many instances supplies Ford 
parts for servicing other makes of 
cars at the price list of the part 
as it is priced for that make—thus 
making an additional profit. 

For instance, the publisher says 
that a Ford bus bearing also fits a 
certain other make of truck and 
that while the Ford price is $4,90 
the price of the same bearing in the 


other truck price list is $6.55. It is 


Before you put in 
Antifreeze 


ed TULL 


The Brady Way cleans out both engine and radiator, removes oily 


sludge, dissolves lime-scale, loosens rust and dirt... AND PUMPS 


IT ALL OUT... quickly, surely, and at small cost. 
Pouring solvents into the radiator isn’t enough! Ordinary flush- 


ing doesn’t get rid of sediment. Only Brady cleaning completely 
cleans! The Brady Way stops over- 
heating caused by a clogged cooling 


system. 


Brady cleaning takes about one 
hour for most cars, and only the 
radiator cap is removed. Ask your 
garage or service station to clean 
= cooling system the Brady Way 

efore you put in antifreeze. 


F.E. BRADY PRODUCTS, INC. 
Muncie, Indiana 


Brady Products of Canada Lid., Toronto 


speed on any hill! 


THIS IS THE WAY the coolin 


Heat cannot easily esca 
mai 


costly repairs. 


BEFORE BRADY CLEANING 


passa| 
in your engine look after months of driv- 
ing—filled with rust, scale and sludge. 
The radiator is in the same condition. 
. Some passages 

be pl tight. Overheating means 
engine trouble—rapid, undue wear— 
















Get Set Now... Here's the DEAL! 






System 


The Brady Way is the proved, prof- 


itable way to clean out cooling systems before 
you put in antifreeze. Successful, thoroughly 
demonstrated, the Brady Cooling System 
Cleaner fully meets car manufacturers’ recom- 
mendations Sites it cleans both engine and 
radiator. It pays out in days, not months—and 
it's backed by a powerful Saturday Evening Post 


campaign reaching car-owners everywhere. 











SERVICE SECTION 
obvious, the promotion points out 
that the parts jobber making th< 
substitution would not bill the inde 
pendent garage at the Ford list 
when the order called for a part for 
the other truck. 

The promotion also points out 
that two standard Ford bearings 
are used in the generators of prac- 
tically every other make of car on 
the road. 

* * . 
4 PUBLISHER also says that 

Ford dealers buy a great many 
parts for replacement in used cars 
of other makes which they are put- 
ting in shape to sell and by using 
this interchangeable parts book 
they could see where the same parts 
could be taken right out of their 
own Ford parts stock at much less 
cost to the dealer. 


According to the publisher, the 
author of this book during 1943 was 
a wholesale parts jobber’s counter- 
man. Without doing any outside 
selling, but at the jobber’s counter, 
he sold a monthly average of more 
than $600 worth of Ford parts which 
were used as substitutes for replace- 
ments going into most all other 
makes of vehicles. 

While there have been hundreds 
of instances of the same parts being 
used in several makes of vehicles, 
this is the first time to the knowl- 
edge of many parts men in the in- 
dustry that anyone has compiled 
such an interchangeability list or 
put it in book form available to 
dealers and dealers’ parts men. 

It is understood that similar 
listings are available on other 

makes of vehicles. This brings up 
a@ problem for not only the parts 
jobbers of the country but other 
vehicle manufacturers as it has 
long been the custom to price 
parts in accordance with volume 
and price class. 

Thus, if this firm, or other pub- 
lishers, find it profitable to compile 
complete parts price and _ inter- 
changeability information on the 
various volume lines, it may not 
only force all volume vehicle manu- 
facturers to price their replacement 
parts practically on the same basis 
to avoid losing a large share of their 
parts sales volume—but also to en- 
deavor to so hide the interchange- 
able nature of these commonly used 
parts to the end that such publish- 
ers will not be able to publish this 
interchangeable information. 

There is no question but that list- 
ings of this nature will point up the 
growing competitive scramble for 
parts volume between the parts job- 
bers, their suppliers and the car 
dealers and their factories. 

It is very doubtful that due to the 
intense competitive situation in the 
industry that any vehicle manufac- 
turers could afford to go into the 
production of his own parts that 
are now highly interchangeable—or 
that parts manufacturers could af- 
ford to alter each part going to any 
vehicle manufacturer sufficiently to 
prevent its use in any other vehicle. 

* * * 


NOt ONLY the very competitive 

spirit in the industry itself but 
government fair trade regulations 
would prevent any collusion among 
various manufacturers to the end 
that prices, discounts and sources 


| would be so juggled as to prevent 
| interchangeability becoming practi- 


cal or possible. 
—Jack Weep 


Hoist Firm Edits 
Manual on How 


To Lift Profits 


PHILADELPHIA. — Nineteen 
short-cuts to service profits are re- 





| viewed in a 54-page “Lift Profits 
| Manual” published by Globe Hoist 


Co. 
Nineteen of the more popular vol- 
ume service operations handled 


every day in a modern car dealer 
establishment, garage or service 


| Station, are shown in step-by-step 


photographs in the book, the com- 


| pany says. The jobs are done with 


the aid of a two-post auto hoist. 

Globe’s line of lifts is _ not 
“plugged” in this book. The useful- 
ness and profit-building features of 
all lifts is merchandised. Prepara- 
tion of the material contained in 
this reference was largely under 
the direction of B. M. Long, Globe 
eastern sales manager, and Argus 
Leidy, advertising manager. 

The “Lift Profits Manual” is of- 
fered for sale to mechanics, car 
dealers and garage owners at $1 per 
copy. Write to Globe Hoist Co., 
1000 E. Mermaid Lane, Philadelphia 
18. . 
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A major advertising campaign, 
designed to put New Departure 
rear-wheel “sealed-for-life”’ bear- 
ings into every automobile built 
in 1950, has been started by the 
New Departure division of General 
Motors, Bristol, Conn. J. M. Hick- 
erson, Inc., New York, is handling 
the account. 

Full-page ads will appear in all 
automotive business papers and in 
Business Week, Fortune, News- 
week and SEP. Copy will be cen- 
tered on the theme, “Built to Be 
Forgotten.” Ads are scheduled to 
appear every fourth issue in 
weekly publications and on a full 
schedule in the monthlies. Appro- 
priation is said to amount to $125,- 
000 for 1948. 

* + + 


Richfield Network Change 


The Richfield Reporter, Richfield 
Oil Corp. Western newscast, will 
move from NBC to ABC’s Pacific 
network on Sept. 26. 

John Wald, the voice of the 
Richfield Reporter for the last 11 
years, and other members of the 
Reporter staff will not be affected 
by the network change, according 


to Hixson & Jorgenson, Inc., Rich- | 


field’s advertising agency. 
a + t 


Ford P. R. Changes 
Virgil LaMarre, of the Ford Mo- | 


tor Co. news bureau, has been ap- | 
pointed central region public rela- | 


tions manager, replacing Jim | 
Chapman. 

In another change of personnel, | 
John Millis is named director of 
the Lincoln-Mercury public rela- | 
tions department. 

Fred Schouman, formerly at Lin- 
coln-Mercury, has joined the osad 
news bureau. 

Russ Hart, assistant regions! | 
public relations director at New | 
York, recently was appointed di- | 
rector of the southeastern region | 


public relations office at Chester. 
* +” * 


Dealers Plug Safety 


An increasing number of dealer | 
organizations and individual deal- | 
ers are turning their advertising | 
guns on highway safety. Some are | 
sponsoring various local safety | 
drives. Others are stressing safety | 
in their local advertisements in| 
press and on radio. 

Recently, the following poem | 
from the private collection of Gov. | 
R. Gregg Cherry of North Caro- | 
lina was used as part of a dealer’s | 
safety advertisement: 

Ten little autos, road and weather 
fine; 

One hit a 

were nine. 
Nine little autos, one a little late; 
Driver struck a railroad train-- | 
then there were eight. 
Eight little autos—but one went to} 
heaven; 

Running through’ a stop light—- | 

then there were seven. 
Seven little autos speeding through | 
the sticks; 

One skidded off the road, then | 

there were six. 
Six little autos until one took a| 
dive; 

Through an open drawbridge- 

then there were five. 
Five little autos, one with rattling | 
door; 

Driver tried to shut 
there were four. 
Four little autos, one climbed a 

tree; 

But didn’t do it very well, so that | 

left only three. 


culvert, then there | 


it — then | 


Three little autos, one driver was 
a “stew; 7? 
Loaded up on highballs—that left | 
only two. 
Two little autos, tried to beat the 
gun; 


When the warning signal flashed 
then there was one. 
little auto around the corner 
tore; 
Hit a truck—that’s all there is; 
there ain’t any more. 
+ * + 


Post-Vacation Checkup 


A new program of post-vacation | 
safety checks for cars has been | 
started by the Bear Mfg. Co., Rock | 
Island, Ill., under its “Triple Pro- | 
tection” plan for leading garages | 
and service centers in local areas. 

Bear points out that pre-vaca- 
tion safety checks have been a | 


One 


Affecting Factories & Dealers .. . 
Auto Advertising 
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| 





long-established practice among 
motorists. However, few ever 
considered a post-vacation check- 
up necessary even though their 
cars were used harder during 
summer than at any other time. 

Bear’s “Triple Protection” pro- 
gram is currently being carried in| 
the Saturday Evening Post and it 
is expected that a million car own- | 
ers will respond to the service | 
during the post-vacation periods. 

ag * * 


Maremont’s Warning 
Maremont Automotive Prod- | 





ducts, Inc., manufacturer of re- 
placement mufflers, is launching 
an integrated sales and promo- 
tional campaign calling for na- 
tionwide muffler inspection to 
combat carbon monoxide poison- | 
ing. 

Theme of the program will be 
“This'll Kill Yuh!” selected to 
drive home the dangers of acci- 
dents or death through leaking | 
mufflers. The campaign will con- 


L-M Overdrive 


tinue through the fall and win- 
ter months. 
* * 


Lincoln-Mercury dealers are 
showing two new promotion 
pieces on the Touch-O-Matic 
overdrive. Dealers throughout the 
country have been supplied with 
100,000 copies which they can 
use as a mailing piece to cus- 
tomers and prospects or as a 
showroom give-away. 

Both pieces are in handy 
pocket folder size and are done 
in lively colors featuring illustra- 
tions of overdrive operation and 


economy. 
* 


F ruehauf Mailer 


Fruehauf Trailer Co., Detroit, 
has released a new direct mail 
piece to 90,000 registered truck- 
trailer owners, titled “Plain 
Horse Sense.” 

It is built around 16 pages of 
tips and current developments in 
the transportation field. 


* * * 


| Names 


Cc. C. (Cy) Lindroth, former INS 


| bureau chief at Detroit, has joined 


the news bureau of Kaiser-Frazer 
Corp. 
Fred A. Zick has been appointed 








Le BATTERY 


CHARGER THA 
HARM BA 


Thousands of these Chargers have been in constant 
use for many years. Your service department, road service 
trucks, body department, wash and lubrication racks, used 
car lot...even your salesrooms, need their versatility, 
economy and safety. Priced at only $99.50 (charger only), 
$149.50 (charger with compressor... electric powered), 
$199.50 (charger with compressor... gasoline powered). 


Write for complete illustrated literature and get your order 


in ahead of the cold weather rush. 








MARKING 25TH ANNIVERSARY—Eagle Tire Co., 54th St. and l0th Ave., 
| headed by Jack Kotzen and Ned Miller. 
| manager. 


business manager of all art opera- 
tions in the Detroit division of 
Brooke, Smith, French & Dor- 
rance, Inc. 


Donald A. Delozier succeeds Zick 
as manager of the production de- 
partment. ‘ 

Nat Karson, producer and «ae- 


signer, has been named director of 
the 1948 edition of “Fashions of 








lot. 


341 BABCOCK STREET, BUFFALO 10, NEW YORK 





---the H & H PORTABLE 
BATTERY CHARGER 
AND AIR COMPRESSOR 


Starts cars from dead 
batteries in 2 minutes. 


Charges in 30 to 45 
minutes... safely. 


Inflatestires,aircleans, 
drys, and sprays. 


Simple and safe for 
anyone to use. 


Easily moved to wash 
rack, service depart- 
ment, showroom, car 


Less to wear out, noth- 
ing to evaporate 
lasts and lasts. 


Costs LESS to buy and 
maintain. 





New York, is 
Joe Corker, for many years with Packard, is general 
From @ small stort | it has been built up te a $2,000,000 business. 


the Times,” annual fashion show 
to be presented by the New York 
Times Oct. 26-29. 


Norman H. Strouse, vice-presi- 
dent and in charge of the Detroit 
office of the J. Walter Thompson 
Co., has been elected a member 
of the board of directors of the 
National Outdoor Advertising Bu- 
reau, Inc. 


T CANNOT OVERHEAT OR 
bi 3+ Le el rN 
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WAA Prepares 
To Liquidate 
By Next Year 


WASHINGTON.—War Assets 
Administrator .Jess Larson last 
week told his regional directors to 
complete disposal of their surplus 
personal property inventories by 
the end of 1948 and put their 
houses in order to go out of busi- 
ness by Feb. 28, 1949. 

In mapping a campaign for li- 
quidation of WAA in the next 
seven months, Larson called for 
an orderly wind-up of history’s 
greatest merchandising venture— 
the disposal by sale, lease, dona- 
tion and scrap of 28 billion dollars’ 
worth of left-over war supplies. 

The administrator emphasized 


that recent Congressional legisla- | 
tion called a halt to further dec- | 


larations of surplus property to 
WAA by other governmental agen- 
cies as of June 30, 1948, and pro- 


vided for the abolishment of WAA | 


by Feb. 28, 1949. 

As of July 1, surplus property 
originally costing $5,400,000,000 re- 
mained in WAA inventory. Of this, 
real property represented $4,200,- 
000,000 including about $1,000,000,- 
000 on lease; personal property 
$475,000,000, and aircraft and air- 
craft components $760,000,000. 

Surplus property costing more 
than $23,000,000,000 already has 
been disposed of. 


William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week. 





OOM UL) Sey 


HYDRAULIC DUMP BODIES 


provide Dealers with convenient 
and expert mounting service 





EYE-CATCHING 
ADVERTISEMENT 
of the new EYE-SAVING 
LIGHT FILTER >=> 


You'll see it in the SATURDAY EVENING 
POST issue of September 25. 


* 2 


So will many of your preferred cus- 


tomers and prospects. 


* * 


VISILITE LIGHT FILTERS were introduced 
last March. Today, 2,000 dealers are 
getting additional profits from this fast- 


selling, legitimate accessory. 





* 


* 


| mulations, 








_ AUTOMOTIVE NEWS, SEPTEMBER 13, 1948 


Brush Up! 


Color Film Reviews 


Paint Technique 
NEW YORK.—Davoe & Raynolds 


|Co., Inec., previewed its new color 


film, “Brushes Are Made for Paint- 
ing,” at the national convention of 
its Brush division in Chicago. 

Spotlighting the fact that the 
paint business is essentially a chem- 
ical industry, the film reviewed 
changes in paint products and for- 
in relation to brushes 
and brushing technique. 

Paul Cole, sales manager, said 
that multiple copies of the film will 
be made available for use in sales 
training of the company’s Brush 
Distributors’ organizations through- 
out the country. 
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: “ie Our Portion 
your Visilite P, ca dealer can ; of 
$12.50) 1 * Per pair, go 7S fe instal] 
a Plus installation . (some models 
E yo , 
D UR 
ViStEER: oF with 
SAGINAW CORP 
AGIN M . 
ont — ‘year 
a el of ne » and 
30 dealer oa 
LIGHT FILTER Des 
PALERS: Vici); 
has wide’ isilite, introduced 
“ceptance, Send m3 March, now 
© ingui . 
SEND YOUR ORDER NOW. USE THIS COUPON: ~ 
a EE SE ~ 
VISILITE CORP. | 
| Saginaw 7, Michigan 
| Send us: Desler's Nome | 
| Visilite sets, make of car Year 
! Visilite sets, make of car Year Address | 
| at $9.75 list less 40%, or $5.85. | 
| EXCEPTIONS: Cadillac, Olds ‘98, ‘49 Lincoln, City State | 
{ ‘49% Mercury, ‘49 Ford, Packard, ‘48 Hudson $12.50 | 
| list less 40% or $7.50. TERMS: Open account, | 
| 10th net prox. By | 
— ’ 


SERVICE SECTION 





‘Emphasis on Service .. . 








WIRED FOR SOUND—Every room in the new building of S. L. Savidge, 
Plymouth), Seattle, can pick up music from the dealership's communications center. Built at 
@ cost of nearly one million dollars, the edifice has over four acres of floor space. 





Inc. (Dodge 


ROOM FOR FIVE CARS ABREAST—The 48-foot-wide doors to the service department of 
S. L. Savidge, Inc., allow easy entrance and exit for customers. The major portion of space 
in the new building is devoted to automobile maintenance. 





SEATTLE.—A $900,000 investment 


~|in the building alone and over four 


acres of floor space make the new 
S. L. Savidge, Inc. (Dodge-Plym- 
outh), building here one of the most 
modern and outstanding in the en- 
tire country. 


Strictly in the present-day trend, 
the major portion of the space is 
| devoted to automobile maintenance 
|—service, parts and accessories. 


Features are embodied to 
| streamline the flow of service jobs 
and to cater especially to car 
owners who wish to leave their 
cars for a short period while on 
business or shopping calls in the 
nearby downtown shopping cen- 
ter. 

While the “after market” is em- 
phasized, new and used-car depart- 
ments are not neglected. The new- 
ear display room is unusual. It oc- 
|cupies the choice corner spot on 
| the main level, at Lenora and Ninth. 


Again the unique pool with its 
22-year-old alligator, turtles and 
fish is an attraction. Adjoining are 
|the executive and general offices, a 
small theater, and “closing” rooms. 

There is a special back entrance 
to the parts store for independent 
repairmen and their mechanics. 

Fifty can be accommodated at 

one time. Ample parking for them 
| and a loading deck are special 
| conveniences, 
| Another “working” feature is the 
| communication room which centers 
telephone, teletype and radio-phone 
|communication lines and facilities. 

The 48-foot entrance to the serv- 
|ice floor -provides easy handling of 
five cars abreast, this being a fea- 
ture that appeals to the timid 
driver and aids in the easy flow of 
arriving and departing cars. Roomi- 
jness as here provided is carried 
;}out throughout the floor and, in 
|fact, the entire building. Nothing 
seems cramped; spaciousness stands 
out. 

Many conveniences, including a 
“coffee room,” are provided for the 
employes. The building is wired for 
|music throughout, 
| possible for each individual. 





ment or a showplace,” said Savidge 
to Automotve News. “We wanted 
|& spacious, conveniently arranged 
and practical home for Dodge and 
Plymouth cars, located close to the 
downtown business section, for con- 
venience of car owners. We didn’t 
want any ‘gingerbread’ but a build- 
ing suitable for the complete serv- 
icing and selling of automobiles.” 
That this has evidently been at- 
tained is indicated by the increase 
in service customers since the 
move was made from the former 
location at Broadway and E. 





Built to Keep "Em Coming 


Convenience for Customers, Not Monument, 
Is Savidge Building Idea 


with selection | 





“We didn’t try to build a monv- | 








Union (in auto row district) to 
the new home, 

Prior to moving, the average 
number of cars serviced or repaired 
ran 75 per day; since moving, 158. 
The rated 300-car capacity may be 
reached soon, for the firm plans 
adding a “swing shift” of mechanics 
(4 to 11 p.m.). 

Executive and department heads 
follow: S. L. Savidge, president; 
Gordon Powell, vice-president and 
general manager; Earl Taylor, gen- 


eral sales manager; Charles H. 
Fancher, truck manager; E. N. 
Grubbe, service manager; J. F. 


Munster, parts store manager; Russ 
Hansen, loan department manager, 
and Jean Dresler, advertising man- 
ager. 


Accurate 
Always! 


HARLEY C. LONEY Co. 


DETROIT 21 





Unanimously Endorsed 


For Highway Safety 
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Another Smear 


Newspaper Article Takes Sly Poke at Dealers 
And Auto Industry in General 


Eprror’s Note: Here is another 
example of the type of attacks 
being made against new-car deal- 
ers and the auto industry in gen- 
eral. It is a release by Associated 
Newspapers, Inc., and appeared 
in the Kansas City Times Aug. 24. 

The article, written by H. I. 
Phillips, is “After the manner of 
McGuffey’s First Reader; Today’s 
Lesson, The New Auto”: 

H, SEE the automobile! What 

is an automobile? An automo- 

bile is a vehicle of rapid transporta- 
tion between a bank account and a 
letter saying “Your account is over- 
drawn.” 

What are those men beside the 
auto? They are John and Charles. 
Who is John? John is an auto 
dealer. 

Who is Charles? Charles is a 
customer. He is 2,346th on the 
waiting list for the new automo- 
bile. 


Don’t get technical. 
cheaper auto? 


will be getting a cheaper auto. 
+ + + 
AS CHARLES an old car to 
trade in? 
Yes. He can sell it for $1,100 pri- 


$300. 
Then why doesn’t Charles sell it 
privately and not trade it in on 
the new car? 


| let Charles have a new car unless 
he turns in the old one. 
Is that fair? 
Everything is fair in love and the 
automobile business. 
* + 





* 

OOK! Charles has fainted. He is 
flat on his back. 

What has happened? 

He was just getting out his check- 


Is that with the windshield wiper? 
Why doesn’t Charles settle for a 


If he can find one for $2,000 he 


vately. The dealer will allow him | 


Are you nuts? The dealer will not | 


Why does Charles look so sad? 

Because his turn has come after 
a two-year wait. 

Should that make him sad? 


Yes. He has just been told the 
price. 


when he placed the order? 


That was six or eight price-rises 
back. 
+ * + 
EIS trying to make up his mind. 
It all depends. 


On what does it depend? 


Didn’t Charles ask John the price | 


On whether he can get the family | 


to go easy on shoes, clothing and 
cream in the coffee. 


Is that all? 


No, there are other factors—the 
loan association, the time pay- 
ments and the landlord. 

Why the landlord? 


He wants his rent regularly and | 
a little on what Charles owes. 
= * * | 
HO IS THIS? This is Charles’s | 
wife. 
Will she let Charles buy the auto- 
mobile? 
You don’t think she is going to | 
walk to those cocktail lounges, do | 
you? | 
What will the automobile set 
Charles back? 
Between $2,000 and $4,000. 


50 Dodge Trucks 
Visit 8 Oklahoma 
Oil Field Cities 


DETROIT. —Eight Oklahoma 
cities will be visited this month by 
@ caravan of 50 trucks equipped 
with the newest oil field and agri- 
cultural equipment, it is announced 
by L. F. Van Nortwick, director of 
truck sales of the Dodge division, | 
Chrysler Corp. 

The caravan of new-model Dodge 
trucks and equipment will be ac- 
companied by 200 truck and special 
equipment experts. The $250,000 dis- 
play will be on exhibit in each of 
the eight cities following parades 
led by high school bands. 

Among the displays and demon- 
strations in each city will be an oil 
search by a seismograph survey 
crew with Century equipment car- 
ried on three Dodge Power-Wagons. 
The crew will make actual sound- 
ings to seek new oil fields. 

Dodge dealers in the eight cities 
to be visited are cooperating in the 
caravan. The itinerary follows: We- 
woka, Sept. 17; Shawnee, Sept. 20; 
Okmulgee, Sept. 21; Henryetta, Sept. | 
22; Holdenville, Sept. 23; McAlester, 
Sept. 24 and 25; Ada, Sept. 27; and 
Seminole, Sept. 28. 

Charles R. Kemmerer of Holden- 
ville is chairman of the dealer com- 
mittee arranging the caravan. 
Twelve manufacturers of special 
truck equipment are cooperating. 


Bowen Motors Chartered 


Bowen Motors, Inc., 883 Main St., 
Springfield, Mass., has been grant- 
ed a charter of incorporation, ac- 
cording to Secretary of State Fred- 
eric W. Cook. The company lists 
500 shares of common stock with 
& par value of $5 a share. Officers 
include Clifford V. Bowen, presi- 
dent; Lester R. Bowen, treasurer, 
and Louis W. Doherty, clerk. 














book to take the new car when the 
factory announced another price 
rise. 
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|More Car Radios Sold 


In Canada This Year 


OTTAWA, Ont.—More Canadian 
motorists are installing radios in 
their vehicles this year, according 
to an official report showing that 
Canadian producers’ sales of auto- 
mobile radios increased to 4,825 in 
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FAR WEST FETE—One of the more informal meetings conducted by Oldsmobile home 
| office and zone personnel was that held in Seattle. z — 

E. Ralston, general sales manager; Russell Lesher, assistant sales manager; 
L. F. Carlson, director of advertising and public relations, and C. B. 
forge plant manager, represented the management of Oldsmobile. W. 


. Skinner, general manager of 


Dakin, Oldsmobile 
W. Dunham, zone 


Allen, assistant zone manager for the Portland (Ore.) zone office, 
were in charge of the arrangements for the meeting. 


| May this year at a value of $407,336 
| as compared to 3,536 sets at $350,575 
in May last year. 
The Canadian government’s re- 
port revealed that in the first five 
months of 1948 sales of automobile 


|Canada Reports 
Wages Rising 
In Auto Industry 


OTTAWA, Ont.—One of the rea- 
sons for expected higher costs of 
motor vehicles in Canada is shown 
in the latest report of the Canadian 
government here indicating that la- 
bor costs are advancing steadily in 
the automobile and parts manufac- 
turing industry, with average week- 
ly salaries rising to $49.20 on May 
1, 1948, as compared with $47.78 on 
Apr. 1, 1948, and $43.54 on May 1, 
1947. 

This official report also reveals 
that employment in the automobile 
and parts industry stood at 110.8 
on May 1 this year, as against 112.8 
on Apr. 1 and 112 on May 1 of last 
year, on the base of June 1, 1941, 
being equal to 100. Payrolls stood 
at 141.9, 140.2 and 127.5 on May 1, 
1948; Apr. 1, 1948, and May 1, 1947, 
respectively. 

Moreover, more women were em- 
ployed in this industry on May 1 
this year, forming 10.5 percent as 


e which type® 


FIRONT 


radios rose to 29,862 sets at $2,556,- 
669 as against 11,175 sets at $1,024,- 


against 89.5 percent men, in con- 
trast to 10 percent women and 90 
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RECOMMENDED 


FOR TRANSPARENT AREAS— 
. L-O-F Plate Glass, ground and 
lished for maximum freedom 
eo distortion. To insulate glass 
areas, specify Thermopane’*. Its 
anes are separated by sealed-in, 
ehydrated air. In areas that 
might be subject to pape specify 
Tuf flex* tempered plate glass. 
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sedan, $720. ‘40 sedan, $565. i a 


Pee ar cote ns. $925. ‘40 sedan, “s 
$700. ‘37 sedan, . 
PONTIAC—'47 station wagon, $1,850. ‘41 | Average | lsed Car Prices 
sedan, $755; club coupe, $910, $750. ‘39 | 
sedan, $525. 








Used Car Auction Prices 





(Compiled by Automotive News) 






























N Y Deluxe sedan, $2,050. '47 8D sedan, $1,- STUDEBAKER—-'47 sedan, $1,700. 
ALBANY, N. Y. 800. | '41 Deluxe sedan, $860, $760. 39 | MISCELLANEOUS—'47 IHC %-ton, $1,160, Sept., 1948 August, July, j 
, 10. Model (to date) 1948 1948 | 
(Tim Anspach’s Dealer Auto Auction. Deluxe sedan, $5 . $1,487 $1,490 $1,505 
Sale every Monday. Prices are for sale of PONTIAC 48 (6) sedan, $2,640; (8) se- | DANVILLE, VA. 7 1948 $2,528 $2,533 $2,512 cou 
Aug. 30.) dan, 2 at $2,840. i gal ' Fri- | , CROS 
(Market shows lower this week. Deal- | sTUDEBAKER—'48 Commander club coupe, | ,,(D&pvilie Auto Auction. Sale every Fri 1947........ 1,990 1,992 2,040 son 
ers too much for late models $2,300. '46 Champion sedan, $1,310. ; : high. De 1946. 1,726 1,677 1,716 ton 
miles. Sold 58 wnits out of 132 wae , : mn 1 (Market shows prices holding high. - E : 
with . MISCELLANEOUS 40 LaSalle sedan, see 39s to '41s and pick- 1942 1,034 1,082 1,027 FORI 
9 mand heavy for f D ’ 
offerings.) $860. ‘46 American motorbike, $120 ups.) 941 tior 
BUICK—’48 Super sedan, $2,825, $2,900; BUscE ‘48 RM sedan, $2,900. ‘46 Super | 1941 914 930 $1! 
aena are (62) sedan, $4,600. ‘41 OKLAHOMA CITY | sedan, $1,975. ‘41 Special sedanette, $1,- | } “ ‘ 732 774 795 46 
CADILLAC—’ ibe & seaipioge | 100. °35 sedan, $675. vera —— — : 
(Oklahoma City Auto Auction Co. Sale | | Sept. ( j . 
(60-8) sedan, $1,300. ‘ »very Wednesday. Prices are for sale of | CHEVROLET—'48 FM sedan, $2,270; sta- | wet. (todate) Avs. — Average.... $1,487 $1,490 $1,505 a 
CHEVROLET—'48 SM _ sedan, fan's ra Aus. 25.) | tion wagon, $2,340; FL aerosedan, $2,350. HUD 
2,385, ,335, a oa ’ aw , ‘ . . : 
$2300; Wi, began, $2.27; xn jap, | (Market hows ew care steady, at | Fen ibe arse, i410; || (The above figures are averages of used car auction prices, all a 
"870: ” livery, $1,850. , "ac Gk: SY eink anne. ; ; les 
om cub coupe $145, FL Reececean. week. Older models off on all years. | FL aerosedan, $1,925; s ¥48: cae oa 4 makes and models, carried regularly in Automotive News.) con 
$1,900. '46 FM conv., $1,630. "42 SD se-| Sold 111 units out of 209 offerings.) i aoee 47 FM conv., $1,775; club coupe, NASI 
dan, $1,020. °41 MD club coupe, $750. BUICK—'47 RM sedan, $2,280. ‘38 sedan, | Penn , ; : OLDS 
'48 Custom sedan, $2,600. ‘39 | $445. ‘32 sedan, $145. eee ee R Mow Yotken nadan $225, 46 | PONTIAC—'48 (8) conv., $2,850; Torpedo | CADILLAC—'48 (62) sedanette, $4,630. '47 (3) 
Deluxe sedan, $340. CADILLAC—'41 (60-8) sedan, $1,360. wi | sedan, $2,500, $2,425; SI, sedan coupe, | (62) sedanette, $3,350. PAC! 
DODGE—'47 Deluxe sedan, $1,790. CHEVROLET—'48 FL aerosedan, $2,365, | CROSLEY—'46 sedan. $250 ‘a ia ootan en sedan coupe, $1,860. CHEVROLET— % ee , — hp PLY) 
, : ° 95; . ickup, $1,700. ‘47 FL | — E oo | 4 » oe, ‘ 550. 4 se on 
—?¢ Seem, PED sedan oi 500. “46 coepedan, GO08 $2,110, "$2,090, $2,040, | DeSOTO—'42 Custom club coupe, $1,000. | sTUDEBAKER—'48 Champion conv., $2,-| dan, $1,910, $2,055, $1,775, $1,975; half “41 
ee cohen, $1,230, $1,320; SD sedan, | $2,030; SM club coupe, $1,790. '42 MD | DODGE—'42 sedan, $970. 260. "47 eommander sedan. $1,985, $1,-| ton’ pickup, $1,450: SM club coupe, $1. ae 
$1,330, $1,320, $1,340. "42° SD sedan, | sedan, $535, $1,150. '36 coupe, $145. | FORD—'49 (8) sedan, $2,420; club coupe, | 925; Champion sedan, $1,665. | 825, $1,800. "46 FL aerosedan, $1,850 = 
$790. 41 Deluxe sedan, $425, $700. '39| woRD—'49 Custom sedan, $2,660, $2,730. | $2,425. '48 SD club coupe, $1,940, $1,535; | MN sedan, $810. $86 
Deluxe sedan, $320. '48 SD club coupe, $1,905, $2,045. '47 SD | sedan, $1,780. ‘47 SD club coupe, $1,750; TOLEDO. O | CHRYSLER—'46 Saratoga sedan, $1,850. STUD 
’ ’ : m. v4 \ . | s 
RCURY—'49 sedan, $2,700. ‘48 station sedan, $1,850, $1.915, $1,580. ‘46 SD se- | sedan, $1,600, $1,425, $1,775; Deluxe se . DeSOTO—'48 Custom sedan, $2,730. ‘41 > 845 
“ 2,200. '40 sedan, $325 dan, $1,600, $1,595. | dan, $1,705, $1,560, $1,700, $1,555. (Doe Greiner Sale. Auction every Thurs-| Custom club coupe, $875. | 
wagon, $2,200. ' : ate : . » . | FRAZER—'47 sedan, $1,630. day. Prices are for sale of Aug. 26.) 7a? MISC 
NASH—’47 (600) sedan, $1,535. ‘40 sedan, | HUDSON-—'48 Commodore (8) sedan, §2, | HUDSON—’46 (6) sedan, $890. DODGE—'48 Custom club coupe, $2,530 up, 
$420. 300, | MERCURY—’49 sedan, $2,750. (Market shows 72 units sold out of 129 ’47 Custom sedan, $1,890, $2,175, $2,035 $1: 
OLDSMOBILE — ‘48 (68) sedan, $2,630; | MERCURY—'46 sedan, $1,610. | OLDSMOBILE—’48 (78) sedan, $2,435. °47 oGecings.) he FORD—'49 Custom sedan, $2,520, $2,560 
(98) conv., $3,300. ‘47 (66) sedanette, | NagH-—'48 (600) sedan, $2,000. '40 sedan, (98) sedan, $2,360. | BUICK—'48 Special sedan, $2,359, $2,400. '48 SD sedan, $1,925. '47 SD club coupe. 
$1,975. '42 (78) sedan, $800. f $395 | PLYMOUTH—'47 SD sedan, $1,690, ores. io “uae $2,385; Super sedan, $2,- $1,805, $1,845; conv., $1,900. 46 SD club 
; : | \ , ’ "4 b 5 ' Br 
, 50; a BILE—'46 club sedan, $1,650. ‘41 | $1,695. '46 Deluxe sedan, $1,400, $1,500. , $2, coupe, $1,595. ‘40 (60) sedan, $655, $840, (Ke 
PLYMOUTH— eo = ae, oa hema = — —$ $$$ —___— —— — eee — $705. '35 phaeton, $375. every 
7 | KAISER—'47 sedan, $1,360. “Te 
| MERCURY—'47 club coupe, $1,780. "42 se- but 
dan, $1,015. ‘41 sedan, $765. ing 
PACKARD—’'41 (110) sedan, $725 offe 
PLYMOUTH—'42 SD sedan, $625. BUIC 
PONTIAC—"47 sedan, $2,200. $2,380. ‘46 #. 
(6) sedan, $1,950, $1,850. ‘41 (6) sedan 1 
$850; (8) club coupe, $755. ‘40 (6) se $1, 
dan, $705. CADI 
WILLYS—’47 station wagon, $1,540. ot 
ay . . ' , 46 
HORSEHEADS, N. Y. énm 
(Horseheads Auto Auction. Sale every "38 
| Friday. Prices are for sale of Aug. 27.) CHR) 
| (Market shows prices somewhat weaker $2, 
on all models. Clean stocks still bring- DeSO 
ing good prices. Old rough stocks are pom 
cheaper than ever.) 41 
| BUICK—'46 Super sedan, $2,140. 42 Super 
sedanette, $1,140, $1,155, $1,085. "40 ~ 
Century sedan, $1,020; club coupe, $1,020 $1,: 
‘39 Special club coupe, $550. dar 
| CHEVROLET—’48 FM club coupe, $1,900 HUD! 
| FL aerosedan, $2,400. '47 FM club coupe, LINO 
$1.610; SM sedan, $1,645; FL sedan, §$1,- - 
810, $1,900; FM conv., $1,930; haif-ton MER‘ 
pickup, $1,535. '46 FM club coupe, §1.- con 
450, $1,580; sedan, $1,425, $1,530. ‘42 $93 
ba sedan, $850, $860. |'41 sedan, $900, $1,- NASE 
a 015. °40 business coupe, $650. dan 
Ah DeSOTO—'48 Deluxe sedan, $1,790. > =e 
DODGE-——'47 Custom sedan, $1,750. °'46 se- 900 
i ’ dan, $1,500. '37 coupe, $625. (98 
if BS Cal S owner | FORD—'49 Custom sedan, $2.450. °48 SD PLY 
sedan, $1,760, $1,840. °47 Deluxe sedan clut 
$1,680. '46 SD sedan, $1,515. $1,555. °41 $1,¢ 
a SD sedan, $750. °39 sedan, $790. ‘38 se PONT 
TUM Tam Tea | mcr ced 
| MERCURY—’46 club coupe, $1,560 = 
| OLDSMOBILE '41 sedan, $965. STUD 
| PLYMOUTH—'48 SD club coupe. $2,105; 
|} sedan, $2,150. ‘47 SD sedan, $1,775, $1.- 
S15. '46 SD sedan, $1.570. ‘42 SD sedan 
0 | $530. °'40 sedan, $470. ‘39 sedan, $600 (Ca 
PONTIAC—'47 sedan, $2,150. ‘41 sedan, tion. 
$740, $925. °40 coupe, $700. '39 sedan week 
| $580. be 
a | MISCELLANEOUS—'46 Indian motorcycle, dro 
of | 
... hot complain! #710 
BUIC 
BUFFALO Spe 
(Simple Simon Au‘o Auction. Sale every pe 
Tuesday. Prices are for Aug. 24.) CHE. 
(Market is fairly good. Sold 35 units SM 
out of 36 offerings.) FL 
BUICK—’'47 Super conv., $2,450. '46 Super $1,7 
i o sedanette, $1,870. ‘41 Special sedanette "41 
' Satisfied Custom i = 
there’s one way fo insure Satisfie ustomers CADILLAC—'47 (61) (hyara.) sedan, $2,- Mai 
| 935. '41 (61) sedan, $1,240. oun 
e 7 N CHEVROLET—'47 SM club coupe, $1,775 ; 
and Increased Profits... that’s the SUN way! Mov PM sedan, $1,980." Pi." wéromedan. a 
$1,675. DeSO’ 
| CHRYSLER—’46 Royal sedan, $1,675. DoDC 
| CROSLEY—’48 station wagon, $645. luxe 
DeSOTO—’'47 Custom club coupe, $2,070. FORD 
: e DODGE—'46 conv., $1,800. °41 sedan, $800 $1,9 
. Your future car and service sales are being determined FORD—'49 Custom club coupe, $2,410. '48 elu 
| S$8D conv., $2,140; half-ton panel, $1,600 nme 
'46 Deluxe sedan, $1,175. ‘39 conv., $425 ME 
by the service that your customers are getting today! | wmARIRD "6? Stecbatian sccan’ ay 6ak, S clut 
HUDSON—'48 club coupe, $2,540; sedan ; NASH 
| $2,575. —— 
° “ MERCURY—’ 2.675. ° (90) 
Thousands of modern shopsare you can insure customer satis- [ee ee ee $55: 
e ° ° ° e ° ° NASH—’47 (600) club coupe, $1,650. PACK 
using SUN Motor Diagnosis to _faction...satisfaction that brings OLDSMOBILE—'48 (98) sedan, $3,170. °47 dan 
y \ 1 7 hack A h : (66) (hydra.) sedan, $1,920 rie 
. ,, 1 PACKARD—’42 sedan, $1,540. clu 
build customer goodwill, increase em back to buy other services, SEvisatin et ines es 1.00. 48 “at 
° SD club coupe, $1,480. '41 Deluxe sede ; 
volume and parts sales and raise new parts and new cars. Use the $710. pe, § ee PONT 
> a Fa » . PONTIAC—'47 sedan, $2,125. °41 station sed 
shop efficiency! With thismodern, SUN wayto build your business wagon, $775. dan 
STUDEBAKER—'48 LC sedan, $2,245. ‘47 
COMPLETE SERVICE scientific SUN DiagnosisSystem, and profits to a new high! Regal sedan, $1,740. 
SUN sa ¥ ” J (To 
j of Jur : RICHMOND, VA. every 
++. not just equ pmen Start by mailing this Coupon TODAY! (Automobile Auction of Virginia Sale 27.) 
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41 New Yorker sedan, $535. ‘38 Royal 
coupe, $355. 

CROSLEY—’'41 sedan, $300. 

DODGE—’'47 club coupe, $1,855. ‘46 half- 
ton pickup, $1,000. ‘37 coupe, $310. 

FORD—’49 (6) club coupe, $2,350. ‘48 sta- 
tion wagon. $2,200. ‘47 conv., $1,725, 


$1,825, $1,750; half-ton pickup, $1,200. 
46 SD sedan, $1,495, $1,460, $1,525, $1,- 
390; station wagon, $1,535. ‘41 sedan, 
$850. °40 sedan, $875. °30 sedan, $145. 

HU DSON—'41 sedan, $425. 

MERCURY — °49 club coupe, $2,800. ‘47 
conv., $1,645; club coupe, $1,880. °46 
conv., $1,675. 

NASH—’38 sedan, $265 ‘37 sedan, $370. 


OLDSMOBILE—-'48 (98) sedan, $3,075. ‘47 
(8) sedan, $1,835. °46 (76) sedan, $1,650. 

PACKARD—'41 sedan, $850. 

PLYMOUTH — ‘48 SD sedan, $2,300; SD 
conv., $2.270. °46 SD club coupe, $1,600. 
‘41 sedan, $1,200. °39 conv., $340. 


PONTIAC—’'47 (6) sedanette, $1.980, $1,- 
750. °46 (6) sedan, $1,795. ‘40 sedan, 
$860. 


STUDEBAKER—’47 Champion sedan, $1,- 
845; half-ton pickup, $1,175. 

MISCELLANEOUS—’48 GMC half-ton pick- 
up, $1,505. °47 IHC 2%-ton platform, 


$1,275. 
KANSAS CITY 


(Kansas City Automobile Auction. Sale 
every Wednesday. Prices are for sale of 
Aug. 25.) 

(Market shows weak. Plenty of cars 

but cautious buying. Late models hold- 

ing well. Sold 213 units out of 395 

offerings.) 

BUICK—RM conv., $2,502, $2,527; sedan, 
$2,500, $2,375. '46 Super sedan, $2,040. 
‘42 Super sedan, $1,205. ‘41 RM sedan, 
$1,002, $940. 

CADILLAC—’40 sedan, $782. 

CHEVROLET — '48 FL aerosedan, $2,490, 
$2,212. °47 FL aerosedan, $2,105, $1,745. 
‘46 FL aerosedan, $1,832, $1,625. ‘41 se- 
dan, $1,250, $962. ‘40 sedan, $975, $802. 
"38 sedan, $605, $592. 

CHRYSLER—’48 sedan, $2,705. 
$2,155. °40 coupe, $615. 

DeSOTO—’47 conv., $2,350. | 

DODGE—’47 sedan, $1,940. °46 truck, $910. 
‘41 sedan, $995, $705. 

FORD—’49 sedan, $2,590, $2,455. ‘48 se- 
dan, $2,117, $2,050. °47 sedan, $1,697, 
$1,500. ‘46 sedan, $1,612, $1,580. °40 se- 
dan, $820. 

HUDSON—’48 sedan, $2,522. 

LINCOLN—’49 sedan, $3,380. 

MERCURY—’49 sedan, $3,025, $2,900. '47 
es $2,040; sedan, $1,885. ‘41 sedan, 


NASH—’46 sedan, $1,337, $1,215. 


'47 sedan, 


"42 se- 





dan, $800. 

OLDSMOBILE—’'48 (98) sedan, $3,155. °47 
(98) sedan, $2,397. °'46 (76) sedan, $1,- 
900, $1,530. ‘41 club coupe, $1,005. '40 
(98) sedan, $915. 

PLYMOUTH—’48 SD sedan, $2,175. '47 SD 
club coupe, $1,590, $1,520. ‘46 sedan, 
$1,690, $1,212. ‘42 sedan, $1,035. 

PONTIAC—’48 (8) conv., $2,600. ‘46 (8) 
sedan, $1,960, $1,737. °'41 (6) sedan, $60 
sedan, $1,960, $1,737. ‘41 (6) sedan, $605. 
"39 (6) sedan, $410. 

STUDEBAKER—’48 sedan, $2,705, $2,525. 


LOS ANGELES 


(California Auto Dealers Wholesale Auc- | 
tion. Sales twice-weekly. Prices are for | 
week of Aug. 23.) | 

(Market shows clean older models firm. 

Late models soggy, with tendency to 

drop. All models scarce. Sold 56 out 

of 217 offerings.) 

BUICK—'47 Super sedanette, $2,500. ‘'42) 
Special sedan, $1,330. ‘41 Special sedan- 
on $1,195, $1,225. ‘39 Special sedan, 
875. 

CHEVROLET—’'47 FM club coupe, $1,950; 
SM sedan, $1,860; business coupe, $1,765; 
FL aerosedan, $2,115. '46 SM club coupe, 
$1,700, $1,690; business coupe, $1,505. 
‘41 Special sedan, 2 at $1,000, $900. °40 


sedan, $865. '37 Master sedan, $405. ‘36 
— sedan, $405. °35 Master sedan, 
55. 


CHRYSLER — ’46 Windsor sedan, $2,225. 
$01 Royal coupe, $725; Windsor sedan, 
90. } 
DeSOTO—'47 Suburban sedan, $2,270. 


DODGE—’41 Custom sedan, $930. ‘40 De- | 
luxe coupe, $960; sedan, $650. | 
FORD—'47 SD club coupe, $1,690; conv., | 


$1,950. °46 SD sedan, $1,435, $1,440; 
club coupe, $1,675; station wagon, $1,750. 
41 sedan, $945. ‘40 sedan, $795. 
MERCURY—'47 club coupe, $1,790 "41 
club coupe, $1,125. 
NASH—’41 (600) sedan, $695, $790. 


OLDSMOBILE — (76) sedan, $2,175. ‘40 
(90) sedan, $965. ‘37 business coupe, 
$555. | 

PACKARD—’40 (110) sedan, $700. ‘37 se- 
dan, $200. 

PLYMOUTH—’'47 SD sedan, $1,835. '46 SD | 


club coupe, $1,650. '42 SD sedan, $1,060. | 
'41 SD sedan, $715. °39 Deluxe coupe, | 
$625, $635, $760. 36 sedan, $400. | 
PONTIAC—’46 (8) sedan, $1,950. °41 (6) | 
sedan, $1,050, $1,095, $1,190. '38 (6) se- | 
dan, $625. °37 sedan, $355. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction Sale. Auction 
every Friday. Prices are for sale of Aug. 
27.) 

(Market is good. Sold 137 units out of 

277 offerings.) 

BUICK—’48 Special sedanette, $2,450; Super | 
sedan, $2,705. °47 Special sedanette, $2,- | 
125. °46 Super sedanette, $2,125; conv., | 
$1,900. '41 RM sedan, $925. 

CADILLAC — '41 (61) sedanette, $1,309, 
$1,525. 

CHEVROLET 
$2,375, $2,425. 
$2,050, $2,090; station wagon, $1,750. °46 
conv., $1,590. °41 sedan, $1,075, $710, 
$700, $475. °37 sedan, $625, $390. 

CHRYSLER — '48 Windsor sedan, $2,925, 


-'48 FL aerosedan, $2,350, | 
$2,600; New Yorker sedan, $2,900; S| 


'47 FL aerosedan, 3 at 


lander sedan, $2,750. 


DeSOTO—'48 Deluxe sedan, $2,575. ‘41 De- 
luxe sedan, $950. 
DODGE — '48 Deluxe sedan, $2,500. ‘46 


Custom sedan, $1,625. 
$1,050. 

FORD—’'49 Custom (8) club coupe, $2,400, 
$2,500. 
8D conv , $1,925. 


*41 Custom sedan, 


"48 station wagon, $1,950. ‘47 
'46 SD sedan, $1,485, 


$1,475, 2 at $1,450. 
"40 sedan, $700. 
LINCOLN—’49 club coupe, $3,110. 
MERCURY—'49 club coupe, $2,700. ‘48 
club coupe, $2,100. ‘46 conv., $1,575. °41 
sedan, $1,250. 


OLDSMOBILE—'48 (68) club sedan, $2,675. 
‘47 sedan, $2,250. °41 sedan, $425. 


PLYMOUTH—’'47 SD sedan, $1,705. ‘46 
SD sedan, $1,440. ‘42 sedan, $500. 

PONTIAC—'48 (8) sedan, $2,737. ‘47 (8) 
sedan, $2,200. ‘42 (8) sedanette, $850. 
'40 sedan, $360. 


STUDEBAKER—’'49 half-ton pickup, $1,600. 
WILLYS—'48 Jeepster conv., $2,150. 


JACKSON, TENN. 


(Roy Simmons Auto Auction Co. Sale 
every Thursday. Prices are for sale of 
Aug. 26.) 

(Market is very steady, with much ac- 

tivity indicated. All models holding 

well. Older stocks picking up slightly. 

Sold 35 units out of 84 offerings.) 
BUICK—’47 conv., $2,550. 
CHEVROLET—’'48 FL aerosedan, $2,390, 

$2,375; FM sedan, $2,175. '47 SM sedan, 

$1,750. °46 SM sedan, $1,575. °42 FL 

aerosedan, $1,025. ‘41 sedan, $1,025. ‘39 

sedan, $550. '38 sedan, $425. 


‘41 SD conv., $1,000. 


DODGE—’46 sedan, $1,550. 

FORD—’49 Custom (8) sedan, $2,475, $2,- 
’48 (6) 1-ton truck, $1,600; SD se- 
$1,955. 


425. 


dan, $2,050, ’46 Deluxe sedan, 




















$1,425. ‘42 club coupe, $850. ‘39 sedan, 
$400. °36 sedan, $440. 
MERCURY—’49 club coupe, $2,875 "48 


sedan, $2,130. 
NASH—'47 sedan, $1,400. 
OLDSMOBILE—'48 (78) sedanette, $2,600. 


PLYMOUTH—’'48 SD sedan, $2,275. ‘46 
Deluxe sedan, $1,400. ‘41 sedan, $700. 
’40 sedan, $550. ‘39 sedan, $500. 


PONTIAC—'46 (8) sedanette, $1,800. ‘39 
sedan, $660. 

STUDEBAKER—'4S half-ton pickup, $1,770. 
’47 Champion sedan, $1,750; Commander 
conv., $2,050. °41 sedan, $815. 


CONCORD, MASS. 


| (Concord Auto Auction, Inc. Sales twice 

weekly. Prices are for Aug. 27-30.) 
(Market shows 108 cars sold out of 264 
offerings.) 

BUICK—’47 Super estate wagon, $2,525; 
RM sedanette, $2,100. '46 RM sedan, §2,- 
050. °41 Super business coupe, $840; 
conv., $785. ‘'39 sedan, $710, $850. 


CADILLAC—’48 (61) sedan, $4,550. 

CHEVROLET—’48 half-ton pickup, $1,675, 
$1,540; FM sedan, $1,910, $2,050, $2,175; 
SM sedan, $2,125, $2,025; FL aerosedan, 
$2,350. ‘47 FL sedan, $1,725, $1,750, 
$1,825; SM sedan, $1,675, $1,685, $1,4475; 
FM sedan, $1,825, $1,450. °46 SM sedan, 
$1,250, $1,460, 1,560, $1,485, $1,300. 

CROSLEY—’47 sedan, $410. 

DODGE—’48 Custom club coupe, $2,375. 

$2,300. 


'46 Deluxe sedan, $1,625. 
’48 SD club coupe, $1,800. °46 Deluxe 


FORD — '49 Standard (8) sedan, 


sedan, $1,300. °’41 sedan, $850, $700. °40 
sedan, 2 at $725, $600. ‘36 sedan, $310, 
$300, $240. 


HUDSON—’46 Super Six sedan, 1,260. 

MERCURY—’49 sedan, $2,700. ‘47 sedan, 
$1.600, $1,760. 

NASH—’46 (600) club coupe, $1,275, $1,325. 








s advertise 24-hour service by Ranes-O'Danie! 
(Oldsmobile), Terre Haute, Ind. Both backlighting and floodlighting from the front have 
been used to highlight the contrast and direct attention to the message which reads: 
"24-hour service on any make car. Competent mechanics always on duty!" 


SERVICE IN THE LIGHT—Electrical Sovten 


‘47 Stream- 
club 


Torpedo (8) conv., $2,750. 


OLDSMOBILE—’47 (78) sedanette, $2,025. 
liner (8) sedan, $1,885. ‘41 (8) 


'46 (76) sedan, $1,625. °41 (98) sedan, 

$875. coupe, $900; (6) sedan, $800. 
PACKARD—’40 town limousine, $1,150. STUDEBAKER—’42 sedan, $675. 
PLYMOUTH—’48 SD sedan, $2,185, $2,250, | MISCELLANEOUS—GMC ’48 half-ton pick- 


$2,105, $2,275, $2,235. ‘47 SD sedan, $1,- up, $1,685. °48 International half-ton 
610. °46 SD sedan, $1,470. pickup, $1,425. ‘45 International 1-ton 
PONTIAC—'48 Torpedo (6) sedan, $2,560; stake, $475. 
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TIREFLATOR- 


Model 93 
Reel Type 
Tireflator 


— no more, no less. 


Tire Engineers say: 


"*CORRECT TIRE INFLATION 
IS ESSENTIAL WITH NEW, 
LOW PRESSURE TIRES!” 


“Look, Shorty,” Slim ex- 
claimed, “exactly correct tire 
pressure with the new Low 
Pressure balloons and new 
synthetic inner tubes is em- 
phasized every day in 
advertisements, trade paper 
articles —” 


“Yes,” Shorty interrupted, 
“and tire engineers are rec 
ommending master gauges 
everywhere tires are serv- 
iced. Luckily the new Eco 
Tireflator and Eco’s BAL- 
ANCED INFLATION® pro- 
gram meet both needs!” 





aster gauge accuracy --- 
inflates tires to exact pressure required! 


Low Pressure balloons and synthetic tubes — you're hearing and reading more about 
them every day —you’re learning too, they should be inflated to the exact pressure 
recommended, not one pound under or over. 

Eco’s new fully automatic Tireflator meets this exact = requirement, because 
it provides an absolutely accurate, precision means for inflating a// sizes of automctive 
tires. Eco’s precision calibration assures unvarying accuracy from 5 to 110 pounds — 
when you set the large Eco dial for a certain pressure, you get exactly that pressure 


The new Eco Tireflator is in itself a MASTER GAUGE with which you can check 
the accuracy of other pressure testing equipment. It provides the only practical 
means of master gauge use in service stations, because it is contained in a permanent, 
factory-sealed, tamper-proof housing to protect its precision accuracy. 

Then too, Eco’s BALANCED INFLATION merchandising program ties right in 
with the growing emphasis on correct inflation. BALANCED INFLATION enables 
you to offer your customers greater safety, longer tire life, new riding comfort — 
all the benefits your customers want! 


Prepare today to cash in on the new sales opportunities that the new Low Pressure 
tires and synthetic tubes offer you. Ask your Jobber about the four new Eco 


NAME 
COMPANY. 
ADDRESS 
CITY 





Tireflators and send for Eco’s free book “Amazing Profits Out of Balanced Tire 
Inflation” — get complete details on the program that turns “free air” into a profit and 


good will building service merchandiser! 
*Copyright 1947 Service Station Equipment Company 


eee LS We SRE Gls Se 
SERVICE STATION EQUIPMENT COMPANY, MUSKEGON, MICHIGAN 


Send me your new, FREE book, ‘‘Amazing Profits Out of Balanced Tire Inflation.’ 











STATE 











50 
For First Time... 


Overdrive Developed for Chevrolet Cars 


(Continued from Page 22) 


Oil consumption is reduced, it 
was stated, because overdrive 
slows down the pistons’ rate of 
travel from 1,909 to 1,374 feet per 
minute. Engine wear is lessened, 
the company added, because “while 
doubling the car speed means four 
times the engine wear in a par- 
ticular gear, it only means about 
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From Different Angles 


twice as much if overdrive has 
been introduced.” 


+ « . 

UCKSTELL emphasized that 
the overdrive is “automatic, but 
driver-controlled.” Thus, it may be 
used with all three transmission 
gears, giving Chevrolets equipped 
with the device six forward speeds. 
The car can then be driven 
normally without the overdrive 
or shifted in or out of overdrive 
by manipulation of accelerator 
pedal or clutch. The driver can 
tell when the control is in over- 
drive because there is a “click” 
of the latch when the overdrive 

knob is pulled out to preset it. 
Once set for overdrive, the car 


1. Customer-getting Advertising! 
By reaching 5 out of 6} car owners in your 
community, Pennzoil directs more people to 


your place of business than ever before! 


2. Customer-holding Performance! 


By meeting highest standards of 


ance, Pennzoil satisfies and holds the quality- 
buying customer who is the best bet for all 


your services and merchandise. 


Take advantage of this double profit 
opportunity now. Get in touch with your 


perform- 





TOVER 45 MILLION MAGAZINE 
SELLING MESSAGES 
MONTH AFTER MONTH! 


Pennzoil distributor . . . or write to us 


for his name. 


THE PENNZOIL COMPANY « Executive Offices + OIL CITY, PA. 


*Trade-mark Registered 


Member Penn Grade Crude Oil Ass’n., Permit No. 2 





PENNZOIL MOTOR 














Send for Free Chromaster Catalog 


KAY-DAVIS COMPANY 


886-890 Gerard Ave., New York 52, N. Y. 
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FURNITURE 


















































can be started in the customary 
manner, going through the gears 
and into high speed—still direct 
drive. Once in high, the shift can 
be made into overdrive by mo- 
mentarily releasing the accelerator 
pedal. 

Conversely, to get back into di- 
rect drive, the driver can step all 
the way down upon the accelera- 
tor pedal, or slightly depress the 
clutch, and the shift will be made 
automatically into direct drive. 

* * . 


SAFETY device beside the 


























Chevrolet overdrive when the car 
gear shift lever is raised and shift- 
ed into reverse gear position. It 
permits normal drive while ma- 
neuvering car at close quarters. 


For conventionel control, the 
control knob can be pushed “in” 
all the way. It releases the over- 
drive and keeps the car in conven- 
tional gear. The down shift can 
be made whether the car is run- 
ning or standing. 

Due to the unusual design of 
the overdrive, Truckstell said, 
there is a “no-back-hill-holder” 
or sprag included that automatic- 

engages whenever the car 
stops in overdrive. The driver 
does not have to use his foot or 
hand brake to hold the car when 
stopping on a grade, it was 
claimed. 


“The simplicity of the control 
mechanism of this Truckstell over- 
drive is immediately evident and 
is entirely mechanical in nature,” 
the company stated. “This feature 
distinguishes this overdrive from 
similar drives which require both 
an electric solenoid and electric 
governor to control the automatic 
shifting. Some drives use several 
electric solenoids to accomplish the 
shifting. Flexible steel cables and 
a few levers are all that are nec- 
essary with this overdrive.” 

+ = > 

OVERDRIVE consists of a 
small gear box in which are 
housed a spline type of clutch 
which has two positions, overdrive 
and standard. The step down of 
engine revs is made through a 
small planetary transmission. This 
reduces the engine revolutions to 
72 percent of those in direct drive, 

according to Truckstell. 

The clutch is shifted by pulling 
out a knob beneath the instrument 
panel which is connected to the 
gear shift mechanism on the side 
of the gear box by a flexible cable. 
The knob is pulled out about eight 
inches to latch the overdrive con- 
trol and then released. It drops 
back into normal position. 

The ignition does not have to 
be interrupted with this unit to 
get out of overdrive and into 
conventional direct, it was said. 
A big spiral spring in the front 
end of the gear case stores ener- 
gy to permit reverting to con- 
ventional drive when necessary. 
This spring stores up the neces- 
sary energy to release the over- 
drive mechanism. 

When the car starts to drive, 
the engine the reverse torque re- 
leases the overdrive clutch (it hap- 
pens when accelerator pedal is 
raised) and locks in the overdrive 
mechanism. This permits what 
Truckstell described as a smooth, 
instant shift from direct high to 
overdrive. 


At the same time, the reverse 
torque winds up a spiral spring 
ready to release the overdrive when 
the shift back to direct drive is 
required. 

* * ” 

HERE IS “plenty of room” to 

install the overdrive on the for- 
ward end of the torque tube, be- 
neath the front seat, Truckstell 
said. It requires the modification 
of only the torque tube length. 

A clearance hole in the body 
floor beneath the front seat and 
immediately above the new over- 
drive unit is required and a clear- 
ance pan supplied with overdrive 
kit to close it. 

The new rear propeller shaft and 
the short front shaft which car- 
ries the universal joint are sup- 
plied with the overdrive. The old 
shaft and front portion of the 
torque tube are returned to the 
Truckstell distributor for credit. | 


steering column kicks out the] 


SERVICE SECTION 





FROM THE DRAFTSMAN'S VIEW—Cross-section of the Truckstell overdrive showing the 


principal parts of the unit and their relation. Note that the brake bar and overdrive release 
latch shown on top of the transmission have been displaced from their normal location, which 


is horizontal and towards the viewer. 
by Chevrolet dealers. 


The Truckstell overdrive is designed to be installed 





FROM THE MECHANICAL VIEW—Truckstell overdrive as it appears, viewed from below, 


when installed in a standard Chevrolet car. 


At the left 


is the flanged rear cover of the 


overdrive which is pinned and clamped onto the torque tube. At the right end of the unit 
a new tube and shaft, supplied with the overdrive, are interchangeable with the original 
front end of the torque tube. Only one part of the standard Chevrolet has to be modi 


shortening the torque tube to allow insertion 





of the Truckstell overdrive unit. 


FROM THE DRIVER'S VIEW—The overdrive contro! knob is the only part of the unit 


visible to the driver of the car. 


motor service 
on all types 
of trucks 








Smart shop managers every- 
where are fast equipping with Servi- 
step — the hazard-free way to speed 
truck servicing. This all-new safety 
step is quickly adjusted to fit over 
the front tire of any truck. Regardless 
of wheel size, it puts service man up 
where he can easily reach any part of 
the motor. Distance from step to 
center of motor never varies more 
than one inch. Once mounted, Servi- 
step is rigidly held in position by 
sliding lock plates — thus forming a 
slip-proof, tip-proof working “plat- 
form”. 


Servistep is furnished in a sturdy all-steel 
model listing at only $7.95 each. Also 
available with a sand-impregnated wood step 
for only $5.45 list. Prices are F.O.B. factory. 
Write today for full details and name of 
local jobber. Some good territories still 
open for jobbers who act now. 


THE G. & H. PRODUCTS, INC. 


Dept. A-98, 113 South Main St., URBANA, OHIO. 


It is located just to the left of the steering column. With 
the Truckstell overdrive, Chevrolet cars offer six foreward speeds. 
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Used Car Notes 


Ken Schaefer, owner of the Ken 
Schaefer Auto Auction, Indian- 
apolis, vice-president; David C. 
Watson, secretary, and Mrs. Lil- 
lian Hamilton, treasurer, co-part- 
ners in the Public Auto Auction, 
Kansas City. 


* * * 


Association Organized 


At San Angelo, Tex. 

SAN ANGELO, Tex. — “Holding 
prices in check and giving the pub- 
lic the best value in used cars” were 
the objectives the San Angelo Used 
Car Dealers Assn. set out for itself 
at a recent organizational meeting. 

Dealers representing 14 used-car 
lots voted to meet every other week 
for an informal luncheon. Officers 
for the organization are W. E. Dun- 
can, president; J. T. Jackson, vice- 
president, and B. E. Harris, secre- 
tary-treasurer. 











U. C. Dealers Oppose 
Dallas (Tex.) Ordinances 


DALLAS, Tex.—Recently adopted 
amendments tightening Dallas’ 
used-car dealer licensing ordinance 
have encountered opposition from a 
segment of operators who oppose, 
among other regulations, the post- 
ing of $5,000 surety bond. 

Other revisions objected to, be- 
sides the bond, include requiring of 
the licensee to place the name and 


Auction Operators Form 


Protective Association 
DECATUR, Ill.—Formation of a 
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Two-week Wait 


Wis. Motorists Face Delay 
In Replacement Licenses 


MILWAUKEE. — The Wisconsin 
Motor Vehicle Division has been 
criticized by the Milwaukee Jour- 
nal for its inability to supply re- 
placement plates for cars promptly 
in cases where old plates require 
exchange. 

In nearly all the cases, Wiscon- 
sin plates are in the third year 
of use. Inserts are furnished show- 
ing the year but because of the 
monthly-due structure of the Wis- 
consin licensing practice, numbers 
from 1 to 12 (months) are a per- 
manent part of the .old plate. 


If additional steel were made 
available, the license department 
points out, replacement stampings 
could be made. But under the 
present setup, numbers must be 
stamped at random as ordered in- 


51 


National Auto Auction Protective 
Assn. was announced here last 
week with the election of C. B. 
Drake, Drake Auto Auction, De- 
catur, as president of the associa- 
tion. 

The association is designed to 
protect auction owners and cus- 
tomers against “undesirable” deal- 
ers and sellers, to afford a central 
clearing house for information rel- 
ative to the buying and selling of 
used cars on the wholesale mar- 
kets and as a checkup system on 
stolen cars and bad check artists, 
it was declared. 

Other officers elected to serve 
with Drake include the following: 


$1 Toll Increase 
Urged on Longer 
Pa. Turnpike 


HARRISBURG, Pa.—(UTPS)—A 
toll of $2.50 has been suggested for 
passenger automobiles between Ir- 
win and Philadelphia when the 
eastward extension of the Pennsyl- 
vania turnpike is completed, it was 
revealed last week by T. J. Evans, 
chairman of the Turnpike commis- 
sion. 

Evans said the figure was recom- 
mended by Parsons, Brinckerhoff, 
Hogan & MacDonald, New York 
traffic engineers who are making a 
study of travel on the present 160- 
mile turnpike between Irwin and 
Carlisle, and the projected 100-mile 
extension to Philadelphia. 

The suggested toll is $1 higher 
than the present charge for passen- 
ger cars on the super-highway be- 
tween Irwin and Carlisle, but the 
suggested schedule has not been 
adopted by the commission since 
the traffic count is incomplete. 

Other present tolls and suggested 
charges between Irwin and Phila- 
delphia include: 

Motorcycles, present $1, new $1.60; 
passenger cars with trailers, $2.50 
and $4; heavy trucks with trailers 
weighing 62,000 pounds, $10 and $16; 
trucks with trailers, 45,000 pounds, 
$7.50 and $12; trucks with trailers, 
32,000 pounds, $6 and $9.50; trucks 
with trailers, 30,000 pounds, $5 and 
$8; trucks weighing 24,000 pounds, 
$4.50 and $7.25; trucks, 19,000 pounds, 
$4 and $6.50; medium trucks, 15,000 
pounds, $3 and $4.75; light trucks, 
$1.50 and $2.50; passenger buses, 13 
or more passengers, $6 and $9.50; 
buses with 12 or less passengers, $3 
and $4.75. 


N. Y. Registry 
Near °47 High 


ALBANY, N. Y.—New York 
state motor vehicle registrations 
reached a total of 2,889,830 during 
the first five months of this year, 
according to the State Motor Ve- 
hicle bureau. This was an increase 
of 243,732 over the corresponding 
1947 period and came within 177,214 
of equaling the 12-month record of 
2,067,044 set last year. 

Receipts totaled $57,752,963.87 in 
the first five months, an increase 
of $5,376,077.87 over the same 1947 
period. A total of 85,270 vehicles 
were registered in May, 1948, when 
receipts amounted to $2,034,099.46, 
or $185,176.28 more than in the 
same month last year. 






Roxboro Motors 


Roxboro Motors, Inc., of Roxboro, 
N. C., has been formed with capital 
stock of $100,000 to deal in automo- 
biles. Principals are Judson Smith, 
R. H. Barringer and George Hearn. 

































address of his place of business on 
advertisements, requiring all 
persons selling or offering to sell 
three or more cars a year to obtain 
the $25 annual license, and require 
publication of notice of dealer 
license application for four consecu- 
tive weeks prior to granting of a 






--- BEAR 


Pioneered and Introduced 
Dy-Namic Balancing Over 
10 Years Ago 


The Bear Dy-Namic Machine imme- 
diately took first place—and it has 
stayed FIRST ever since! Year after 
year, statistics show that more men 
buy Bear than any other make... 
they buy from 2 to 1 up to 50 to 1! 
There must be a reason for this 
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stead of consecutively. At this 
time, department officials are said 
to be promising replacement de- 
livery in about two weeks. 


AUTOMOTIVE NEWS WANT ADS have 


been proven the quickest, least expensive opened by 
method of reaching the men who want what | Stewart Motor Co, (Studebaker), Phoenix, Ariz. The tower on top of the structure revolves 


you have or have what you want! See the | at the same speed as an automobile display platform in the center of the showroom. The 
back pages of this issue. 
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AFTER THE SUN HAS SUNK—A night view of the $250,000 building recently 


dealership is headed by brothers, Jack and Spencer Stewart. 


oe ee ET x SR UPI ETD 
cece wea Se we Sn on OS 








overwhelming preference...there is! 
When you know the facts, you’ll 
make Bear your first choice too! 


Ask your Bear Jobber for these facts, or 
write TODAY for Dy-Namic Balancing 
Bulletin 33. 


BEAR MFG. CO., Dept. A-14, Rock Island, Ill. 
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A Word in Edgewise 


(Continued from Page 4) 


what he would do if he were 21 

like me. I'll never forget what he 

said. He said, ‘Kid, Texas is too big 

for walking. At your age, it would 
be automobiles for me.’ 
* > > 

“FROM THAT day to this I’ve 

been in the automobile business. 


) \\ 


ae \ 





trucks, too—better than anyone in 
town. 

“One day, years later, some fac- 
tory representatives came in, They 
said they had been watching us for 
quite a while and that now they 
would like to talk about our quali- 
fications for a dealership. That was 
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said, follows closely on the heels 
of the trend in many states toward 
easing of weight restrictions and 
more liberal interpretation of laws 
affecting use of tandems. Taylor 
pointed out that much heavier 
loads can be safely carried on our 
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|Hewitt-Robins 


Plans to Double 
Restfoam Output 


NEW YORK. — Hewitt - Robins, 
Inc., reports that it will double 
its production of latex foam rub- 
ber beginning Sept. 15 to meet a 
rapidly expanding market, partic- 
ularly in the auto industry, for the 
new cushioning material. 


Uncle Joe helped me some. First, it| 15 years ago. I can hardly believe Thomas Robbins jr., president, | 
was a few used cars; then a couple|it myself when I look around me said that an $850,000 expansion to 
taxicabs with ‘drive yourself’ for| now, with all the buildings, equip- the company’s Restfoam division N 
anyone who wanted it. After a few|ment and people occupied in this plant at Buffalo had provided the th 
years I had a big, rambling garage | business. With the best of all post- added capacity for the new produc- - 
with my own name over the door,|war cars and trucks to sell, the tion program. | la 
where we learned to fix cars and | future looks ever brighter than the The expansion will give Hewitt- i al 
| past. Robins the “most efficient and a 
Saunders Named L-M Dealer . ee 35 — of — [= it modern latex production line in 
'm a lon rom n R . i “4 i 
In Aberdeen, S. D. ‘big like Texas’ But I'm mighty FACILITIES COST, $40,000-Green Motors, Chrysler dealer of Ontario, Calif. recently tien Gia ae aah co eee ‘ 
A ee — — ames — a aa oo ; to start operations Sept. 15 and 0 
tract for een, ., area when he said, » Lexas is ° ° ° chasing and selling organization to| reach full production within 60 8 
been awarded LaVerne G. Saun- | too big for walking.’” Tr ailmobile Cites act in cooperation with the British | days. The added equipment will € 
ders, with the territory compris- The automobile business is a © as to all scrap to be exported from | be used mainly for auto seat pads, 9 
ing 8% counties for the Mercury | great business for people who want Conversion Plan Germany was recommended by | Robins said. it 
and 15 for the Lincoln. to learn, who have initiative and ° Wolcott. He said that although Hewitt- . : 
. Saunders plans on constructing | courage, and who want to work. In Sales Drive oleae Robins started production of “Rest- ' 
@ modern showroom at Ist Ave. Next week: W. G. Lewellen, CINCINNATI —A program to en- Hudson Firm Chartered foam” shortly after V-J day, the 
: : ‘ : prog o company has since steadily in- 
and Second St., Aberdeen. He re- | vice-president in charge of distri- | able haulers to increase cargo pay-| Winston-Salem Hudson Co., Inc.,| creased its facilities, production tw 
cently retired from the Army. bution, General Motors Corp. loads and at the same time reduce | Winston-Salem, N. C., has obtained | and sales in this field. su 
ee eee nd a a charter from the secretary of re th 
single-axle trailers to Ifrallmobue | state to deal in automobiles. Au- Used Cars Again pl. 
wo OTH, QUieg ee Ry — oe * a thorized capitalization is $100,000,! Natchitoches Seton Co. Ltd = 
6 zr railmobile Co., according to R. C./ With $300 stock subscribed by Pal-| (Ford) >t Ti 
Taylor jr., vice-president in charge ord), announce e reopening se 
LONG < of sales. mer Pickard, John Boyd and Nor-|of its used car department at f 
-l IFE we Th man Greene. Natchitoches, La. = 
e conversion program, Taylor 





































existing highways with properly 
engineered equipment. ® 
To support his claim that a sin- e@ Cc 
gle-axle trailer that has been con- we 
| verted to a tandem can carry a du 
MicroMorTors much heavier payload without co 
| damaging a highway, Taylor cited pli 
|a report made by Prof. John S. 
| Worley of the University of Michi- tre 
OVER 100 STANDARD MODELS... A. C. UP TO 1/15 | gan. gu 
The report stated in part: “A th 
HORSEPOWER — D. C. UP TO 1/20 HORSEPOWER paving surface capable of carrying - 
an axle load of a certain amount | 
without injury can carry an un- ate 
Need low cost low-range power to put new life | limited number of axles, each with tal 
; a load equal to the single axle, if ab 
in your products? Then get the facts... all the not spaced closer than 40 inches.” = 
facts ... on reliable Redmond Micromotors. Taylor also pointed out that as 1 “p 
; : a result of the increased payload | ins pe “~ thi 
They’re smooth, quiet, dependable in operation that can be carried on a tandem S \ ; 
x : a trailer " - \ }) : ees 
. sturdily built, good looking .. . designed | aS, CUEaE eee = a W)}} fi a 
and engineered to give you maximum long-life | wear is reduced because of the de-| ‘\ wi a : ) . me 
crease in braking strain on each| C ny a : of 
performance at minimum cost. Over 100 stand- tire, and an added safety factor| Ped Ps | Eu 
. Se : is the increased ratio of braking | ze morind shoP® ‘ cal 
ard models, too, with variations available to surface in ratio to the load on a| ¢ Prt , : | } 
: y tandem unit. Pr Keeps air fresher, healthier, : r 
meet special requirements. All thoroughly Fe Si Ge more invigorating where inter- rs 
: ; , ; “ ‘ nal combustion engines tend to 
proved in use on a wide range of diversified Willys Stamping foul the atmosphere. Helps to to 
applications. So chances are at Redmond you'll e ; Pres, the — mapernets * 
Portion of Bodies eee As aoe vite tre 
find exactly the Micromotor you want to do the makes your shop more inviting 
: TOLEDO.—Bodies for the new | to customers. an 
job you want done. Our new Catalog covers Willye-Overland Jeepster, as well as | A single unit installed seven oe 
: or the automotive manufacturer’s feet off the ground clears the 
both A.C. and D.C. lines plus blowers and speed truck line, now are stamped in the cieneniieese, i to 6,000 square 
controllers . . . want a copy? firm’s own $5,000,000 body stamping feet of floor space. 
shop, William E. Paris, vice-presi- Easy to service 
° dent in charge of manufacturing, Only one part to clean (average 
reported last week. PR. a vent) 
A part of the company’s $21,000,- utely safe 
000 expansion program, recent in- No tools required Br 
stallations of equipment in the een 10 CPRRATS r ing 
stamping shop have completed this Obtained through leading hic 
phase of the Willys-Overland new Autometioe Whslesalere. for 
production pattern. Formerly, all tio 
body stampings were purchased the 
from various suppliers but now 600 tuk 
bodies a day may be stamped on a| abl 
two-shift basis. In addition to the ski 
jeepster and truck bodies, the side 7 
panels for jeeps, fenders for jeep De 
station wagon and some engine pre 
| parts are being stamped in the W-O| ~ bus 
| shop. bi f 
Renesas ca ws an etev ah St ei de ts is 
Prompt U. S. Action Urged on 
To Get German Scrap \ | sid 
WASHINGTON. — If the United | | | C 
| States 1s to obtain more scrap steel | | | ha’ 
| from Germany, prompt steps must | | tin: 
be taken to remove present ob- | { lan 
stacles in the way of establishing an E 
effective plan of action by American ! | po 
interests, Robert W. Wolcott urged | + a 
l week i i i . . » or a 
ie report covering a trip i INCREASE YOUR PROK ITS NOW C 
COMPANY, Inc. Wolcott is president of Lukens || “L h a Se Se yay wd = eee. | — 
OWOSSO, MICHIGAN Steel Co., Coatesville, Pa., and chair- facts— mene 
man of the committee on iron and CADET “KEYY" Basidng Dog cast ee pr 
OFFICES IN NEW YORK, CHICAGO, DAYTON, LOS ANGELES, SEATTLE steel scrap of the American Iron VACUUM RNS 
and Steel Institute. Immediate es- oe tor 2 1221 8. faoras Faoovcss Co. ma 
EXPANDED FACILITIES © PROMPT DELIVERIES © SERVICE BEFORE AND BEYOND THE SALE tablishment of a single scrap pur-|'__ santa i Angetes 15, Oniié. ; - 
omnia —_— ——_—_—-_----------—- e 
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Automotive Finance .. . 
sle i Auto Stocks 
Sept. 3 Aug. 30 
Four Auto Issues High | ape ...°3s “i 
put Crosley ............... - 8% 9 
t - Robins [; T d > l eden eb 1198 TT 
| V iinetaenticcaes 
ll_double ; rt ra ing O ume Kaiser-Frazer ........ 10% 10% 
ee ge Nash-Kelvinator .... 1834 18 
7 
t, partic- | By George Deery on the list for the first half of en oie Pa 
y, for the Staff Writer os “i . was = it then,| Willys-Overland .... 10 9% 
tiie | ACKARD was the 10th most|>Ut is absent from this year's. Average for — — 
on de actively traded issue on the * ¢ ¢@ Nine Stocks ........ 24.27 28.99 
 deiaten | aes Stock a ese during | DRICEWISE, it is noted that 
e first six months o e year, 4 
eae } according to a compilation released Ene Baa Se Hagel ne Seen, WR SS. Seeten See Be 
Pp last week by the Big Board. Also|the first half year. The Exchange tive stock on the Stock Exchange 
| among the first 50 most heavily|adds that “another trend in evi-| 2%t year, It is the 50th name on 
e Hewitt- ; : ne this year’s list. WHERE THE PACKERS HAIL FROM—George W. Doherty, president of Doherty Nash Co., 
ient and traded issues were General Motors, | gence comparing activity in indi- Green Bay, Wis., has completed this building. Doherty, a Nash dealer since 1935, states 
li ‘ Studebaker and Chrysler. id j h i fi “The trend toward lessened pop-| that the building has approximately 11,000 square feet of space. Doherty has received 
|} line in vidual shares n the rst six ularity for the shares of any spe-| Nash Motors’ select-dealer award. 
ording to Packard was among the 15 | months of 1948 with the full 7 , 
scheduled | Stocks in which there was a turn- | °r 1947. is a slackening of interest | 1° industry is by no means clear- 
15 and over of more than a million |. , 2 So oe mg Of interest | cut. While International Paper, for Firestone to Expand stallation of a substantial amount 
vithin 60 shares, the total being 1,236,400. |i" certain varieties of consumer-| example, has disappeared from the of new equipment, will result in the 
st will General Motors was 1lith with | 3C°ds equities. 1948 half-year tabulation, St. Regis Foam Latex Plant hiring of 600 to 700 additional plant 
eat pads 954,100. Studebaker’s 795,500 gave Such issues as Armour, Ameri- Paper, newly listed on the Ex- AKRON, O.—A million-dollar ex- employes, Mr. Firestone stated. At 
; it 29th place, with Chrysler in | can Woolen, International Paper, change, was the 24th most active| pansion program to more than present, the Fall River plant em- 
Hewitt- the 31st position with 786,500 | Radio-Keith-Orpheum and Rex- stock during the same six months.” | double the output of foamed latex ploys about 2,800 men and women 
of “Rest- shares. Commonwealth and | ai Drug were sufficiently promi- |, Public interest in aircraft equi- at the Fall River, Mass. plant of | /or all its manufacturing operati 
dep, the Southern was in first place. nent im 1947 dealings to rank |‘i¢® '8 reflected in the addition of | the Firestone Tire and Rubber Co. — 
sdily in- | The oils and rails were the other| seong the 50 most active stocks, | tiese, Stocks to the top 50. In addi-|is announced by Harvey S. Fire- ESOT ANT 
roduction 1 two groups that predominated as} ", wd aie tion to Curtiss-Wright, Consolidat- | Stone jr, company chairman. ADS OTETS Hive, She Wersntere of 
ENS Ste So ‘leadors: The oils in| “They are absent from the 1948|ed-Vultee and North American| ‘The new program, involving con-| ‘h® industry, read by everyone who, counts 
i the lst are ‘Sinclair in second | tabulation. By the same token,| Aviation are new with the 1948 list.| struction of new buildings and in-| mate of more than 100,000 readers weekly! 
n place, Socony-Vacuum third, with 
. tsa Sunray, Pure Oil, Gulf, Richfield, 
ce Tidewater, Panhandle and Ohio 
aaa a scattered throughout the remainder 
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of the compilation. 
Only five oil securities appeared 





Dollar Guarantee 
Given Investors 
In Aid Countries 


WASHINGTON. — The Economic 
Cooperation administration last 
week encouraged private U. S. in- 
dustry to make investments in 
countries participating in Marshall 
plan aid. 

Paul G. Hoffman, ECA adminis- 
trator, revealed regulations which 
guarantee American investors that 
their European earnings will be 
paid in dollars. 

Hoffman called the plan a “sub- 
stantial” inducement to U. S. capi- 
tal to find profitable employment 
abroad. However, he pointed out, 
ECA could not insure investors 
against ordinary business risks, or 
“political risks” such as the over- 
throw of a government. 


The dollar guarantee is contained 
in the $5 billion Economic Coopera- 
tion act. It is meant to remove a 
major obstacle to the construction 
of American-owned factories in 
Europe. Many European currencies 
cannot be exchanged for dollars. 

Meanwhile, the National Foreign 
Trade council told ECA that relief 
from double taxation is necessary 
to speed European business recov- 
ery under the Marshall plan. 

The council proposed more tax 
treaties between recovery programs 


and the U. S., and between Euro- | 


pean nations themselves. 


British Buses! . . 
Pre-Fab Units Popular 


For Export 


GLASGOW, Scotland.—(UTPS)— 
British engineering experts, work- 
ing to devise new auto and ve- 
hicle construction methods suitable 
for export under existing condi- 
tions, announced some months ago 
the development of prefabricated 
tubular and sectional units, suit- 
able for quick assembly with semi- 
skilled labor. 

This work, carried out by Tube 
Developments, Ltd., has now been 
proved by the volume of overseas 








Mon C. Wallgren 


* One of a series of ad- 


vertisements based on 
industrial opportunities 
in the states served by 
Union Pacific Railroad, 


business which has resulted. 
Among new contracts announced 
is that for 225 sets for the Bom- 
bay Provincial government, placed 
with Metal Sections, Ltd., a sub- 
sidiary in the group. 
Consignments of bus skeletons 
have already been sent to Argen- 
tina, Brazil, Australia, New Zea- 
land, South Africa, Palestine, 
Egypt and Spain, and important 
export markets are being devel- 


Unite with Union Pacific in selecting sites and seeking new markets in California, Colorado, Idaho, 
Kansas, Montana, Nebraska, Nevada, Oregon, Utah, Washington, Wyoming. 





*Address Industrial Department, Union Pacific Railroad 
Omaha 2, Nebraska 


oped. 

NOW Consisting of standardized steel 

ee your tubes, prefabricated steel and alu- 

ease! minum alloy sections and sheet ¢ 

bout the metal parts, a single-deck bus UNION PACIFIC RAILROAD 
skeleton can be assembled in 12 
man-hours, it is reported. A 2n 

5, Oniif. percent reduction in the weight of Load ihe Zz ’ -Siebaluend 

—_ememe the vehicle is also claimed. 























Form Milwaukee Firm 500 shares of common at no par js U. S. Steel Subsidiar same name has been closed. 
fuhrey Dannenfelser Motor Co. | V#lue has been authorized by the Goodyear Aide Buys Cnmeaihlinted y o Alden, 2, Roach, president _ 





has been incorporated at Milwaukee | State; minimum capital to be $500. 
to deal in cars, trucks, their parts | Incorporators are James and Louise 
and accessories, A capital stock of | Fuhrey and Bert H. Dannenfelser. 





PITTSBURGH.—Benjamin F.|formerly with the Consolidated 
Fairless, president of U. S. Steel| Steel Corp., will become president 
Corp., announced last week that|of the new U. S. Steel subsidiary, 
the purchase of the assets of Con-| Fairless said, adding that no 
solidated Western Steel Corp. by|change in the present basis of 
a new U. S. Steel subsidiary of the | operations is contemplated. 


Urges College 


Selling Course 


PITTSBURGH.—Reviewing past 
accomplishments in the field of 
American salesmanship and point- 
ing his remarks to new develop- 
ments on the merchandising scene, 
R. S. Wilson, vice-president and 
sales manager for Goodyear Tire 
& Rubber Co., told the Pittsburgh 
Sales Executive club in an address 
that the professional salesman is 
the “intrepid trailblazer of busi- 
ness.” 

“The professional salesman is 
emerging from the mists of the 
industrial age. He is still a vague 
figure; he needs to be given form 
and substance. His profession 
needs to be systematically out- 
lined so that young men may seek 
it out, carry it on to new heights 
of perfection,” Wilson said. 


“What is needed most of all is 
definition—classification—a set of 
standards,” he said. “There is need 
for a new look at selling; it needs 
to be subdivided and classified. 


“One or more universities should 
set up a major course in selling 
in their college of commerce with, 
at the conclusion, a degree of 
bachelor of professional selling. 
The country needs more profes- 
sional salesmen to interpret busi- 
ness to its customers.” 

Wilson was 1947 winner of the 
Charles Coolidge Parlin memorial 
award, sponsored by the Philadel- 
phia chapter of the American Mar- 


Ba—=—=—“«£i and you sell the WHOLE marke? 























































Sell the NEWS READERS 
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EST 1857" 


: Newfoundland 
Buffalo Historical Museum 
Auto Club Seen : 
OTTAWA, Ont—The union of Vv Over 273,000 daily. 


Newfoundland with Canada, which P ans 
is now a certainty, has raised v Read by 98.6% city zone families. 


questions in automotive trade cir- 
cles as to what will happen as a 
result of the fact that Newfound- 
land now operates on a much less 
restrictive basis in regard to im- 
ports from the U. S., with no bans 
on motor cars being imposed by 
Newfoundland along the lines of 
the Canadian government’s current 
“austerity” program. 

This is expected to raise a prob- 
lem since Newfoundland has not 
had any such foreign exchange dif- 
ficulties as that encountered by 
Canada and a surplus of U. S. 
dollars has actually been reported 
in Newfoundland each year. 


Plot Thickens 


Chevrolet ‘SA’ Campaign 
Ready to Roll 


DETROIT.—More than 10,000,000 
pieces of promotional material and 
160,000 prizes have been shipped to 
Chevrolet dealers throughout the 
country in connection with the 
Chevrolet “SA” campaign, officials 
here announced. 

The campaign theme, “SA,” 
means “satisfaction all-ways,” and 
it is designed to increase goodwill 
between dealer and customer. 

Material for the campaign has 
been furnished to approximately 
6,000 Chevrolet dealers. The cam- 
paign is said to be the greatest 
in the history of Chevrolet Motor 
division’s service and parts and 
accessories departments and it is 
estimated conservatively by com- 
pany officials that $2,500,000 will 
be spent by dealers in this cam- 
paign to promote customer good- 
will. 

To expedite the shipping of pro- 
motional literature and prizes, as- 
sembly line techniques were em- 
ployed to facilitate the distribution 
of hundreds of tons of material. 

The campaign is to be held in 
Chevrolet dealerships during Sep- 
tember and October, and all ma- 
terial has been shipped for start- 
ing the drive. 

As the campaign gets into mo- 
tion, however, additional shipments 
will be made to the dealers, con- 
sisting of prizes to the dealership 
employes whose departments ac- 
count for the greatest sales in- 
creases. 


Vv Effective Coverage at economical .cost. 


BUFFALO EVENING NEWS 


EDWARD H. BUTLER, Editor and Publisher 
“Western New York’s Great Newspaper” 
KELLY-SMITH CO., National Representatives 


AUTOMOTIVE 
PARTS 


According 70 SPECUMEATI on - 


Davidson supplies the automotive industry and 
parts manufacturers such items as arm rests, 
weather strips, grommets, shock pads, body 
and transmission seals, gaskets, bushings, 
insulators, tubing and boots. 
Detroit Representative: 
HARRY E. HARMON 


4471 Vancouver Ave., Detroit 4, Michigan 
Tel. Tyler 7-7619 








ATA 
NEW LOW 
PRICE! 






Greenfield “Adjusto Visor” is a 
favorite with motorists... 
completely weatherproof, all- 
metal! 


Also made in Custom Built 
Sizes for most cars. Give 


name and model of $995 


car when ordering.. 


a coated fabric 
for all upholstery purposes 


TERMS: Open to Rated Ae- 
counts, Otherwise ©.0.D., F.O.B. 
waukee. 


CHARLES DISTRIBUTING CORP. 


2783 W. Wisconsin Ave. MILWAUKEE 38, WIS. 
eA MeN SS a a A I II SOE AN RIE, 


ATHOL MANUFACTURING COMPANY 
NEW YORK ATHOL, MASS. CHICAGO 
Tanner’s Leather Company, Inc., Dallas, Texas 
REPRESENTED ON THE PACIFIC COAST BY A. B. BOYD COMPANY 


Seattle Portland Los Angeles San Francisco 
*Reg. U. S. Pat. Off. 





AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want what 
you have or have what you want! See the 
back pages of this issue. 
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ed Auto Jobbers to Open sories, Parts aos supplies and) Truck Demand ee ee came eae en ok a Pe. 
o . ° . F, authier, proprietor of eet. 
el Corp., Show in Capital one or the —, the en In S America Wauthier’s Garage, Port Alberni, | Wauthier’s present building was re- 
isolidated WASHINGTON.—Under the aus- ne arena nas m rented, 4 ° B. C., is planning erection of a new | cently damaged by fire. 

president pices of the Greater Washington | exhibition will be held Sept. 15-17. . 

ibsidiary | Automotive Distributors, the na-| There will be no charge for admis- At Normal Level 

that no tional capital this week will have | sion tickets, which may be obtained 

basis of its first exclusive automotive acces- | free from members of the GWAD.| LANSING.—Customer demand 

d. 


parts of South America, accord- dine 
ing to John L. Hofland, South Additional Insurance 


American manager for Reo Mo- 
tors, Inc. 


Fi op the ee eee waiee one OM mma a ee 


for new trucks has returned to 
prewar normal levels in many 0 Ch soe ese dealers need 


visit to this country. He will re- 
turn soon to his headquarters in 


Fane MRctura of  bayers market. for UNDERWRITERS 
Spark Plug Cleaning and Testing {iret todana sa 


. “Salesmen for trucks have re- ans Ch eee 
Equipment turned to prewar merchandising,” Le —— 
he a “for the ae today 
“ee ° * 99 is picking and choosing before he 

Consistently Efficient for Over 17 Years ie. is Gay 6 ome of the 
supply equaling the demand.” 

To some extent, this condition 
also prevails in Venezuela, Hofland 
said. 

Having anticipated this. condition 
for some time, Reo is prepared for 
a competitive market in South 
America, Hofland added. The com- 
pany’s position in the medium and 
heavy-duty truck class remains 
strong, he said. 


Sales Hit Record 


In Texas County 


MARSHALL, Tex.—Record auto- 
mobile sales were made in Harrison 
county in East Texas during the 
first half of 1948. Automobile sales 
tax figures released by the county 
tax collector’s office showed a total 
of 2,788 sales involving $1,865,969 
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during the first six months of this (The tollowing is an actual case—but the net cost of your 

= es - year. insurance depends upon your rate. The principle shown here 

ad This compares with 2,272 sales in- applies to every dealer.) 
ee volving $1,290,956 during the first 
ww half of 1947. The increase in 1948 19 46 An authorized dealer placed $25,000 fire insur- 
was 516 vehicles and $575,013. ance protection with an ordinary company at a 
2475 net cost of » a 
$ 200-Year Puzzle 225.00 


Complete Atom Research May Show 


o It is now well known and demonstrated that VIXEN Spark Plug Why Rubber Bounces 
Cleaners and VIXEN Spark Plug Testers are alone in their own AKRON.—Atomic-energy research 
; field, and moving fast into all fields of spark plug service equipment may provide the answer to the 200- 

selection. VIXEN Spark Plug Cleaners and Testers are proved | year-old question, “What makes rub- 

products whose qualities of performance have nothing to do with ber bounce?” it was revealed here 


1947 The dealer switched to Universal Underwriters. 
His net cost for the identical protection on the 


same property was only .  . $] 57 50 


1948 With the $67.50 he saved, the dealer bought 


- 


price, simply because price cannot buy them elsewhere. by Dr. Howard E. Fritz, vice-presi- $10,700 ADDITIONAL fire insurance through the 
D dent anne Ss ——— of B. - ° Universal Underwriters 
—_— . WUDEL Goodric ; said that experi- me wt. 
EDMUND J : oS 42% MORE Fire Insurance 


A Angeles 1, California A, | ments along this line are being con- 
6122 S. Central Ave. Les Ss - US. ducted in the rubber concern’s new 


research center near Brecksville, O. 
“Researchers still aregunable to 
explain scientifically what puts the 
bounce in rubber, but we believe 
that such by-products of atomic en- 
ergy as radioactive tracers will not 
only help us to solve these and 
other mysteries but also will result 
in better tires and other rubber 
products,” he said. 
4“ Among projects in which radio- 
( Yu e| A) if j | | y active tracers, also known as 
: | “tagged atoms,” will be used is one 
o on vulcanization. Dr. Fritz ex- 
pressed hope that this research will 


Py’ on ; ( my reveal what occurs when rubber in 
& a= its original state—soft and tacky 


for the SAME Net COST! 


Since 1922  thrifty-wise dealers have re-invested their Uni- 
versal Underwriters dividends in additional insurance . , . for 
sure econcemical protection , 

Fire, Windstorm 


and Allied Lines Write us today for full informotion about 
your insurance costs, No obligation. 


UNIVERSAL UNDERWRITERS 


1000 R. A. LONG BLDG KANSAS CITY 6 MO 


n aan , Pea 
Ts f s 





when warm, and brittle when cold— 
is stabilized by the addition of sul- 
O j phur and other vulcanization agents. 
This secret also has never been defi- 
: Yel se . een nitely ee said. 2 
' = Such information is expected to 
Cc nN ' Y ns - . Cf a » ENP lead to the development of longer- 
lasting and more durable tire cords, 
he added. 







AERO-TONE seeacen’ 


* 
3-WAY 
CONTROL 


@ Front Alone 
@ Rear Alone 
® Front Together 


DOUBLES Auto Radio Pleasure! 


Fits ALL cars—each unit is complete— easily and 
quickly installed — fully guaranteed. Order direct, or 
write for further details. 


Dealers 
ONLY 3950 Discounts: | to I! units—33/4% 
12 or more—40% 


LIST Terms; 2% on cash with order 
C.0.D. Shipments F.O.B. Detroit 


JOHNNY MOTOR SALES, Inc. 







INE OF THE NATION'S Dearborn Motors to Send 
~ ss ; ~ ; : x 4-H Winners to College 
LARGEST AND MOST MODERN DETROIT.—Ten college scholar- 
ships are among awards to be given 
PRODUCTION FOUNDRIES in 1948 by Dearborn Motors Corp. to 








winners in the National 4-H poultry 
Ay ’ achievement program, Frank R. 
4) Pierce, president, announced last 
week. 
; The 4-H poultry program is spon- 
sored by the extension services of 
rf py it W id £ wt i LD) co A iy i f the various state agricultural col- 
: i leges and the U.S. Department — 
2 sk ‘ a i Agriculture. In addition to the 
FOUNDRY DIVISION scholarships, Dearborn Motors will 
sponsor an all-expense trip for all 
state winners to the National 4-H 
OFFICE AND MANUFACTURING PLA em conanens Bt eoeege, Oe. 3 
i a oa 2, an 0 sterling silver med- 
CHATTANOOGA 2, TENNESSEE als of honor for all cena winners 
" throughout the nation. 
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A Warning on Things to Come... 
So You'll Never Over Trade Any More? 





USED-CAR LOT COVERS 12,000 SQUARE FEET—Warriner Pontiac Co.'s new building at 


Springfield, Mass. The building contains 18,000 square feet. 


ATA Chief to Address 


National Safety Congress 
CHICAGO.—E. J. Buhner, presi- 
dent of the American Trucking 
Assns., will address the commercial 
vehicle section of the 1948 National 
Safety Congress and Exposition at 
the LaSalle hotel here Oct. 21. 
Buhner will appear with other 
key executives of the motor trans- 
portation industry in a panel dis- 
cussion on top management’s re- 
sponsibility in accident prevention. 
Other officials on the panel will be 


R. A. L. Bogan, executive vice- 
president of Greyhound Corp.; H. O. 
Christiansen of Yellow Cab Co. and 
past president of the American 
Taxicab Assn., and J. A. Reitzel, 
associate director of the Bowman 
Dairy Co. of Chicago. 


Named Crosley Dealer 


Rhoads Motor Co., 1526 W. Doug- 
las St., Wichita, Kans., operated by 
Walter Rhoads, has been named 
dealer for Crosley cars and trucks. 
This firm also has a used-car lot. 


Eprror’s Note: The following 
article, entitled “So Youw’ll Never 
Overtrade Any More?” appeared 
in a recent issue of Trade Topics, 
automobile finance company bul- 
letin: 


T WAS December of 1951. Twenty 
million more cars and trucks had 
been produced—and something very 
like the fabled state of “saturation” 
had arrived. 

Owners of postwar models were 
well satisfied with their present cars 
and, having learned through the 
war how long preventive service 
could keep a car in satisfactory con- 
dition, were in no mood to buy new 
cars at the prevailing high prices. 

Used cars had been slowly going 
off in price for three long years 
and most new prospects were con- 
tent to buy used vehicles because 
they were cheap and pretty good. 
All dealers’ new car stocks were 
abnormally high. 

The factories were getting pan- 
icky and putting unprecedented 
pressure on the dealers. The dealers 
were doing well on service and most 


were at least breaking even on their 
present operations—but the inven- 
tory burden was a menace and if 
they took the new cars which the 
factories insisted that they must, 
their werking capital would shrink 
to almost nothing—and how would 
they ever unload? But the factories’ 
insistence had “or else” overtones 
and none of them wanted to be can- 
celled—for none could forget what 
the franchise had meant while sup- 
ply was catching up with demand— 
and all liked to think that such days 
would come again—or something 
like them. Besides, there were no 
other lines that offered better op- 
portunities. 


* + * 


O WHEN John Comerford walked 
into the Fissionpower salesroom 
he didn’t have to wait for the sales- 
men to stop talking in the corner. 
Almost before he closed the door, a 
hungry looking character was at his 
side asking what he could show him 
today. 
“Well, probably nothing,” said 
John. “I can’t imagine buying a 
new car at present prices with so 
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Cut cap and shait 
head off original 
lock. Space be- 
tween cap cover 
and rotor acts as 
natural guide for 
saw blade. 





Remove old 
rotor. 


Smooth and trim 
cut edges of cap 
and shaft with or- 
dinary file. 


Insert new rotor. CHRYSLER 
Sli DODGE .. 
ROTORLOKIT DESOTO . 
PLYMOUTH 
cap over original Order by 
shaft and cap. Number: 


Tighten set screw 
securely. 


name of your 


The ROTO-LOKIT is 
required 3 hours labor to install. 
with instruction sheet, packed 24 in a multi-color display box. 


If your jobber cannot supply you write or wire for sample and prices and the 
nearest Jobbe: 
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Remove Lock or to 
LPL PPR tata 


ROTO-LOKIT REPAIR KIT 


Here it is! Roto-Lokit Repair Kit—the amazing NEW Replacement Part 
for front and rear rotary door locks. Can be easily installed 
minutes by inexperienced help without removing door lock and without 
opening up door upholstery. 
It is a known fact that the rotor is the only part that wears out . . 

ROTO-LOKIT is a precision designed Patented unit that has every advan- 
tage over the sale of the door lock itself even if door locks were available 


Cheaper In Price — Easier To Install — Guaranteed 
ROTO-LOKIT fits the following cars: 


b epeieds 1939-48 STUDEBAKER .... .1937-48 
4 Wael bend 1939-48 NASH ..........1940-48 
ges Guea 1939-48 PACKARD .......1941-48 

Ga Fala 1940-48 MACK TRUCKS . 1941-48 


No. L 1 Fits Left Front and Right Rear doors 
No. R1 Fits Right Front and Left Rear doors 


not to be confused with the Door Latch Kit that 
Each ROTO-LOKIT is individually boxed 
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many pretty good used cars going 
begging at no more than they are 
worth. Got a convertible?” 

The salesman had—but four. 

“What color do you like, sir?” he 
said—then kicked himself for tip- 
ping off the buyer prematurely to 
his range of choice. 

“Got a green one?” asked the 
prospect. “Light or dark?” asked 
the salesman—and kicked himself 
again. 

“Neither,” said the prospect. “I 
want maroon. You seem to have 
quite a lot of cars.” The salesman 
worked clumsily on that one and 
the prospect, of course, deduced the 
situation very clearly and decided 
he could buy a new car at the bot- 
tom from this outfit. 

J * * 

E SAW the car that suited him. 

Really—he liked it very much 
“But only at my price,” he told him- 
self. “These people are so sales 
hungry that I'd be the worst 
sucker alive if I bought until they 
have quoted the top dime on my 
jalopy.” Aloud he said, “The car’s 
not too bad but your prices are 
ridiculous. Maybe I'll be in again. 
I want to see a lot more of these 
jobs before I make a deal.” And he 
moved towards the door. 

Once out, the salesman figured 
that his chances of seeing Mr. 
Comerford again were just about 
one in a million. He knew just 
what those pirates down the street 
would do to sign him up before he 
left the premises. Now was his 
own chance—or never. The firm, 
determined after the war never to 
trade again above the market, 
had told the boys recently that 
they could have “some leeway.” 

“About your old car, Mr. Comer- 
ford,” he said. “The Zoomer hasn’t 
a very good resale market so we 
can’t allow as much as we'd like. 
Three hundred dollars is the top 
price that your model brings when 
it’s clean. We're ready to do busi- 
ness right now on that basis—and 
you won’t have to do any more 
looking.” 

“Son,” replied Comerford, “I had 
five hundred offered by a dealer 
down the street who hasn’t any- 
thing like as much money to trade 
with as you have. Don’t let’s waste 
time talking nonsense. This town’s 
chockablock with good convertibles. 
I buy the one that comes at my 
price or I buy a cheap used car and 
wait. If your bid on my old Zoomer 
is what I think it should be, I'll 
close with you right now. If it isn’t 
I'll get it somewhere else. You guys 
put it over on the buyer plenty 
when the cards were stacked your 
way. Now it’s our turn. And we're 
going to get back every dime you 
frisked us for back there. How 
about it—do we trade, or do I buy a 
Rocket?” 

. + . 

O—IT’S NOT a prophecy. That 

day may not come in 1951. One 
very like it might come sooner or it 
might not come so soon. Nobody 
knows how fast cars will be built 
from here on out or what the buy- 
er’s needs and resources will be. 

But it’s a reasonable bet that 
conversations very much like this 
will be heard in dealers’ sales- 
rooms sooner than newcomers to 
the business would now consider 
possible. And, when they do, what 
will happen to those noble resolu- 
tions of today about not over- 
trading? 

What will happen, too, to the 
dealers who have forgotten how to 
sell used cars at retail? How will 
any dealer who isn’t now preparing 
to SELL both cars and service with 
more skill and resourcefulness than 
ever in the past, manage to survive 
a situation like the one described 
above if it does some day confront 
the trade? 


Bolger Named Director 


Of Minnesota Assn. 


T. J. Bolger, former president of 
the Moorhead automobile club, has 
been named a director of the Minne- 
sota State Automobile Assn. 

His appointment was announced 
by E. Ray Cory, Austin, Minn., pres- 
ident of the organization. Bolger 
succeeds the late J. W. Briggs, who 
was also a director of the Moorhead 
club. 





AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 
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Probe Reveals Criticism of Field Men. . . 
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Lid Lifted on Parts Coercion Charges 


(Continued from Page 1) 


would summon a representative of 
the car manufacturers to answer 
Jewell’s charges. 
cs . * 

JTEWELL’S charges were leveled at 

the car makers and their field 
men, whom he derisively called 
“Boy Scouts,” who “coerce” dealers 








Ford Officials Leave 


On European Trip 


DEARBORN. — Norbert A. Bog- 
dan, director of finance, Interna- 
tional division, Ford Motor Co., and 
Alan L. Gornick, Ford associate 
counsel, have left for Europe on a 
six to eight-week business trip. 


Bogdan and Gornick will confer 
with heads of the Ford Motor Co. 
associated companies in England, 
France and Germany. 





Joins Star Motors 
Cc. N. (Sam) Beckley has joined 
Star Motor Co., Inc. (Ford), Logans- 
port, Ind., as manager of the com- 
mercial truck department. 


ALL STEEL 


© SELL MORE ACCESSORIES 
e PROVIDE EXTRA STORAGE 
SPACE @ DRESS UP THE 
PARTS DEPARTMENT 


@ Display and sell more 
packaged items, accesso- 
ries, etc. with this steel 
Hope Bin End Display. 
Bolts on any make parts 
bin. Size: 7-1/2" deep, 
84” high, 24” wide. Eight 
shelves furnished per bin. 
Shelves adjustable on 
1-1/2” centers. Dust-proof 
closed-in base. Available 
in combination of any of 
following colors: gray, 
green, buff, (white backs 
if desired). * 


$33.33 


FREIGHT PREPAID 
(Built up and crated) 


IMMEDIATE 
DELIVERY 


lO? 5 





1507 ROCKWELL AVE. 


METAL PRODUCTS, INC. 


to do what they wish “with the im- 
| plied and insidious threat to revoke 
their franchises should they decline.” 


“The thing we are facing today,” 
said Jewell, “is the compulsion of 
| dealers, under threat of losing their 
| franchises, to erect buildings that 
|are unnecessary.” 


He declared that Joseph Parker, 
| head of Parker-Morelli, Butte, had 
| protested to factory representatives 
that it would be economically un- 
sound to erect a new building “as 
demanded by the ‘Boy Scouts.’” 
Jewell said that Parker inquired 
| how he would pay for the building, 
| whereupon, said Jewell, “the Boy 
| Scout replied: ‘That’s your problem 
| and we don’t give a damn about it.” 
A dealer in Bozeman, Mont., Jew- 
| ell said, had refused to build as sug- 
| gested and lost his franchise. 
* * * 


| ASKED BY Counsel Ballenger 

+ why he thought manufacturers 
| were doing this, Jewell replied that 
Montana dealers, who for the most 
part got along well financially dur- 
| ing the war without the help of the 
| manufacturers, now are “pretty liq- 
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SALES TRAINING 





4 
Daniel L, Beck 
Mrector 


(nse ee 


TRUCK SALES MANAGERS and SALESMEN, 
PARTS MANAGERS and SERVICE MANAGERS 
can be made TWICE as VALUABLE to you in 
their ABILITY to GET MORE BUSINESS in the 
increasingly competitive market through atten- 
dance in our 10 DAY SALES TRAINING CLASS 
which starts next MONDAY, SEPT. 20th. Write, 
wire, or phone for information and reservations. 
Available under G. I. Bill. 


EXECUTIVES SELECTION & 
TRAINING INSTITUTE 
956 Maccabees Bldg. TEmple 11-55-1 


Detroit 2, Mich. 





uid.” The manufacturers, Jewell 
said he believes, wish to encourage 
dealers to build so they will use up 
their surplus money and be “slaves” 
to the head office. 

“We need a law,” Jewell empha- 
sized, “that will protect the dealer 
against the cancellation of his fran- 
chise.” 

Reports from the East say that 
dealers are being told to drop cer- 
tain lines of products made by in- 
dependent companies, substituting 
for them similar products made 
by the car factories. One dealer is 

reported to have been forced to 
cancel an order for 300 batteries 
and to buy the batteries from the 
car factory. 


Other charges involving field men 
include one in the Midwest who al- 
legedly forced dealers to buy special 
shop equipment from a certain job- 
ber with whom he had made a deal. 
Another in the West allegedly set 
up a relative as a distributor for a 
certain product, then coerced deal- 
ers in his territory into buying 
products from this concern only. 

Some equipment makers also com- 
plain that some factory field men 
are accepting special payments from 
certain distributors and factories 
for pushing their particular prod- | 
ucts. 

None of these cases, of course, are | 
with the knowledge of the factories. | 


Obituaries 


Modine Mfg. President, 


W. C. Winkel, Dies 


RACINE, Wis.—Walter C. Winkel, | 
59, president of Modine Mfg. Co., | 
here, died Aug. 22. Mr. Winkel had 
been a director of the firm for 25) 
years. | 

Born in Cleveland, he came to 
Racine with the Wallis Tractor Co., 
later the J. I. Case Plow Works. 
At the request of Arthur B. Mo- 
dine, he joined the Modine Mfg. Co. | 
as purchasing agent in 1920. He| 
served successively as_ secretary, | 
vice-president and treasurer, and 
executive vice-president, and was 
elected president in 1946. 

* > 


Landau, Cohen Killed 


In Cleveland Crash 


CLEVELAND. — Two prominent 
Cleveland auto dealers were killed 
when their car overturned east of 
this city. 

They were Carl Landau, president 
of Carl Landau Motors, Inc., and 
Charles B. Cohen, director of the 
dealership’s used-car division. 

o * * 








One of First Investors 
In Ford Company Dies 


LONDON, Ont.—Vernon C. Fry, 
83, one of the 12 original stockhold- 
ers in Ford Motor Co., died in a 
hospital here Sept. 7. He was taken 
ill while vacationing at his summer 
home. He sold his original Ford 
stock in 1907, realizing $50,000 from 
a $10,000 investment. 

+ * * 
Harlow B. Loveland 

DETROIT.-—-Harlow B. Loveland. pioneer 
automobile dealer and realtor here, died 
Sept. 5. Mr. Loveland came to Detroit in 


1908 and three years later opened a dealer- 
| ship 





* * * 


Giles Larwill 

OTTAWA, Ont.—Giles Larwill, 36. asso- | 
ciated with International Harvester Co. at 
North Bay for the past 10 years, died un- 
expectedly at civic hospital here last week. 
* * - 


Arnold K, Brown 
LAKE CITY, 8. C.—Arnold Kohler Brown, 
43, head of one of the largest automobile 
dealerships in the state, died at his home 





here Sept. 3 of a heart attack. In addition 
| to his automobile business he had extensive 
farming interests in this section 
| + + * 
D. K. Murphy 
COLUMBUS, O.-— Donald K,. Murphy, 


| manager of G. W. Wirthman,& Co., an auto 
|}and truck parts concern, was killed in an 
| automobile accident near Omaha. Mr. Mur- 
| phy had been with the concern 11 years. 

* * * 


| 
W. E. Talcott 
PLAYA DEL REY, Calif.—Warren E. 
Talicott, 58, died at his home here Sept. 5 
following a heart attack. Mr. Talcott was 
}a member of the legal department of Gen- 
eral Motors for 26 years before opening his 
own auto dealership a year ago 
. + 7 


Elmer H. Dake 
ROCHESTER, N. Y.-——Elmer H. Dake, 
| operator of one of the city’s oldest used-car 

establishments, died Aug. 30 in his home 





Rose Gets Charter 


Robert L. Rose Motor Co., Inc., 
Havelock, N. C., has been granted a 
charter by the secretary of state to 


57 


| ized capital stock is $100,000, with 


$15,000 subscribed by Mildred Sand- 
ers and Harold Pitser, both of Ral- 
eigh, and Robert Rose, of Smithfield. 


buy and sell automobiles. 





Author- | NEWS want ads. Why not you? 


SPEED SERVICE SALES! 
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INTERLEAVED 
ORDERS 
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Convenient Carbon Interleaved pens pe Orders 
speed the handling of service sales and put an end 
to fumbling with carbon paper. 

Each set of Repair Orders is an individual unit, 
complete with fresh, one-time carbons that insure 
legible, easy-to-read copies. No carbons to insert! 
No cumbersome machine to handicap free use of 
both hands! No ‘carbon jams! And carbons remain 
in the set until Cashier makes the final entry! 
During rush periods your Service Salesman can jot 
down the essential information, keep the sets in- 
tact, and hurry to the next waiting customer. Rou- 
tine information such as make, model, mileage, 
etc., can be filled in later. 

For greater efficiency, fewer errors, and quicker 
service during rush periods, change to modern Car- 
bon Interleaved Repair Orders. They pay for them- 
selves in actual time saved! 


es. ee 









SERVICE SALESMAN 
The Service Salesman carries only 8 or 
10 sets, ready for instant use, in the 
convenient, compact Write-Up Cover 
. . + mo clumsy machines to carry... 
no fumbling with carbon paper. 























PARTS DEPARTMENT 

The Invoice and Office Copies are re- 
ceived by the Parts Department intact, 
complete with carbon, ready for imme- 
diate parts listing . . . no carbon to in- 
sert or copies to align. 


CASHIER 

Copies are received by the Cashier with 
carbon intact. Labor costs are entered 
and the entire Invoice footed with the 
assurance of clear, legible copies in ac- 
i curate register. 

WRITE TODAY FOR FREE LITERATURE AND SAMPLES 
ASK FOR FOLDER RR-337 


WAAL USE a 1a, OO 


OHIO OMMJIANLY ~ 


PICO BLYO bd LOS ANGELES 


DAYTON 7, 


rele me | 


WESTERN BRANCH 


Get Rid of Gas Fumes 


SOLVE YOUR GARAGE AND SHOP VENTILATION PROBLEM 
THIS SIMPLE, INEXPENSIVE WAY 


Others are profiting from AUTOMOTIVE 





What you have been waiting for—the final, successful solution to your garage 
ventilation problem, all available in a packaged kit, including motor and blower, 


ready to install. 
Packaged Kit 


$187.50 F.O.B. Decatur ¢ 


Write for Circular 


Illustration shows standard kit with 
two extra tube outlets. 


Complete @ Removes gas fumes at source (ex- 

haust pipes). 

Simple installation — no change or 

alteration of existing facilities. 

@ Not in your way — instantly in use 
or out of the way when you don’t 
need it. 


Saves man-hours and helps keep 


employees. Mechanics have less 
sinus, headaches, etc. 


National also makes a complete pack- 
aged kit for under-floor installation. 
», Literature on request. 


WRITE FOR CIRCULAR 
National System of Garage 
Ventilation, Dept. 83 I 


330 N. Church St. Decatur, Mi. 


World's Largest Manufacturer of 
Exclusive Garage Ventilating 
Equipment 








Would Curb Abuses... 
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Finance Cleanup Bill 
Advances in N.J. 


TRENTON, N. J.—A bill 


signed to curb abuses in the field | to 


of installment sales financing has 
been passed by the New Jersey 
Senate. 

Its sponsor, Sen. Alfred B. Littell 
of Sussex county, during debate 
described cases in which buyers 
had been charged up to 1,286 per- 
cent interest. The measure had not 
been acted upon by the House at 
this writing. 

Although the bill does not em- 
power the State Banking and 
Insurance department to regu- 
late rates or to require filling 
reports from which adequate 
rates could be determined, it 
would force each finance com- 
pany to file with the department 
rate charts in current use. 


Proceeding on the basis that a 
short step must be taken before 
legislation can be pushed through 
regulating interest rates, Sen. Lit- 
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' for 
consumer 
; advertisers 


The biggest thing any newspaper 
can do for you is reach the most 
of the right people. The Columbus 
Dispatch does that in Columbus 
and central Ohio. What better 
evidence of its power and results 
than the amount of space ad- 
vertisers use in The Dispatch as 
compared with the other two 
Columbus papers. Look at the 
linage record for 1947: 

RETAIL DISPLAY 
The Dispatch 
The other two 

GENERAL DISPLAY 
The Dispatch 


The other two 
AUTOMOTIVE DISPLA 





ml 
Paper 
16% 





The Dispatch ....... 51.75% 
The other two ...... 48.25% 
WANT ADS 
The Dispatch ....... 53.67 % 
The other two ...... 46.33 % 


In every consumer category, the 
Dispatch carried more lines than 
the other two papers combined! 
This year, Dispatch ad linage is 
averaging 500,000 more lines 
per month than in ‘47. It's all 
proof that the Dispatch can do 
Big Things Right for you! 


THE 
COLUMBUS 
DISPATCH 


National Repre 


sentatives 


O MARA & ORMSBEE. INC 


New Y 
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de- , tell explained the bill's purpose was 
through a_ uniform | 


regulate, 
method of disclosure, the sale of 
consumer goods on an installment 
basis having a cash price of $3,000 
or less. It provides for the licens- 
ing and regulation of persons en- 
gaged in buying retail installment 
contracts from retail sellers. 


The proposed legislation would 
require full disclosure of all 
charges on the part of merchan- 
disers selling goods under retail 
installment contracts. Although the 
bill subjects banks, trust com- 
panies and national banks to its 
provisions, it does not require them 
to obtain licenses. 


Sen. Littell said an 
feature provides for proportionate 
rebate upon prepayment prior to 
maturity. Lack of such a regula- 
tion, he said, has led to “one of 


the greatest abuses in this busi- | 


ness.” 


“Studies of complaints, made in 
writing to the commissioner of 
banking and insurance,” Littell 
said, “reveal widespread abuses, 
particularly in the sale of motor 
vehicles. Under our present laws, 
the retail buyer has no redress 
through either civil or criminal 
action. Such transactions, with 
their excessive charges, are not 
subject to the usuary act. 


“Usual contract rates devel- 
oped by the case study of com- 
plaints show rates from 30 per- 
cent upward, while in cases of 
prepayment prior to maturity 
rates of 100 percent to 1,285 per- 
cent have been noted.” 


Although banks, insurance com- 
panies, building and loan associa- 
tions, credit unions, pawnbrokers 
and small loan companies are sub- 
ject to regulation in New Jersey 
and are restricted in the rate that 
may be charged for lending money, 
Littell said, persons extending 
credit in the purchase of commodi- 
ties are subject to no regulation 
or restrictions, not even to the 
usury law. 


Littell said his bill follows a 
Connecticut law, which has proved 
effective in eliminating abuses. He 
said the measure has the support 
of most leading retail, sales 
finance and banking organizations 
operating in New Jersey. 


Aid Scrap Drive, 
Wreckers Asked 


WASHINGTON. — Secretary of 
Commerce Sawyer said here last 
week that the auto wrecking indus- 
try has been asked to lend its ac- 
tive support to the iron and steel 
scrap drive being conducted by the 


| Office of Industry Cooperation. 


In a personal letter to the own- 
ers of 9,100 auto wrecking yards, 
Sawyer stated that the shortage 
of iron and steel scrap is one of 
the basic factors which may hin- 
der the iron and steel industry in 
its efforts to maintain capacity 
production this fall and winter if 
inventories in consumers plants are 
not immediately increased. 
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important | 








WHEEL ALIGNMENT GAUGES—T. F. Krumm Mfg. Co., 


micrometer accuracy and magnified readings, 


Toledo, has 


5150 Lewis Ave. I 
announced today immediate production on this set which weighs 10 pounds. Featuring 


the outfit simplifies castor and camber adiust- 


ment and, together with the toe-in gauge, can be used on all cars from the smallest Jeep 


to the largest bus, the company states. 
Krumm, president of the company. 


The gauges were engineered and invented by 


Armstrong Heads Chevrolet; 
Dreystadt Dies at 58 


(Continued from Page 1) 


Nash-Kelvinator, Armstrong has 
been considered a likely candidate 
for advancement. 


On his return to GM, he was 
named special assistant assigned 
to the staff of Albert Bradley, 
executive vice-president. Then, 
Armstrong was placed in charge 
of the manufacturing staff and 
elected a vice-president in Au- 
gust, 1944, 

Born in Anderson, Ind., he re- 
ceived his education there and in 
1912 joined the Remy Electric Co., 
which later became a GM subsid- 
iary. Subsequently, he became fac- 
tory manager. In 1925 he went to 
Oldsmobile as production manager. 


In 1930, he was appointed to the 
central office of GM as assistant 
to C. E. Wilson, then a vice-presi- 
dent and now president. Armstrong 
joined the Frigidaire division in 
1932, and later was named assis- 
tant general manager. It was from 
that post that he left to join Nash 
in 1937. 

He is married and has three sons 
and a daughter. 
* + * 

TUE STORY of Mr. Dreystadt’s 

illness involved a_ sentimental 
conspiracy of silence on the part of 
the auto industry. Months ago the 
industry learned that Mr. Dreystadt 
was discharged from Mayo Clinic, a 
hopeless victim of cancer. 

Yet Mr. Dreystadt chose to spend 
his remaining days at his job as 
head of Chevrolet, a post to which 
he had been appointed in June, 1946, 
after 12 years as head of Cadillac. 

His associates and most auto- 
motive writers knew that Mr. 
Dreystadt was dying. It is a trib- 
ute to the high regard in which 
Mr. Dreystadt was held that, 
while the story was a dramatic 
one, not a word of it appeared in 
print until after his death. 

He first joined General Motors in 
1916, when he became a member of 
the service staff of the Cadillac 
branch in Chicago. There he worked 
in the body shop and in the service 
department, and later became serv- 


ice manager. 
* + + 


N 1926, CADILLAC called him to | 


Detroit, where after a few 
months traveling on sales and serv- 


ice he became factory parts and | 


NR IE RE RRS me 






A LOT OF CARTWHEELS—C. C. Holden, retired railroad man of Mandan, S. D., has been 


savin: 
the o' 


sliver dollars ever since he went with the railroad in 1/916. 
ce of Missouri Valley Motors (DeSoto-Piymouth), Bismarck, S. D., 


Recently he walked into 
and plunked down 


enough of his hobby to take delivery of a new DeSoto. Car! Knopke, left, and Orrin Homme, 
right, are counting out the payment while Holden, center, looks on 


service manager. Mr. Dreystadt 
originated the Cadillac National 
Service policy and the residential 
service, in which men on motor- 
cycles call for and deliver owncr’s 
| cars. 

In 1932 he was appointed works 
| manager and in June, 1934, he was 
| appointed general manager. He 
then revamped the entire plant 
layout of Cadillac, making it one 
of the most modern and efficient 
in the industry. During World 
War II, under Mr. Dreystadt’s 
direction, the Cadillac division 
expanded greatly and produced 
essential parts for the Allison 
aviation engine and a large num- 
ber of tanks for the Army. 

Mr. Dreystadt was elected a vice- 
president of General Motors in Jan- 
uary, 1942, and was a member of 
the administration committee of the 
corporation. 

+ * * 

R. DREYSTADT was born in 

1889 on a farm near Lanter- 
bach-Saarbruecken His early edu- 
cation was along mechanical and 
engineering lines and was supple- 
mented by extensive training 
courses in large manufacturing 
concerns. 

He obtained his engineering 
education at Saarbruecken. His 
introduction to the motor indus- 
try came when he was first em- 
ployed at the famed Mercedes 
plant, where he began as an ap- 
prentice mechanic. 

In 1912, at the age of 22, he emi- 
grated to the United States, arriv- 
ing in Chicago and working in ma- 
chine shops and garages until, in 
1916, he began his association with 

General Motors by becoming a me- 
|chanic for Cadillac. 
* ok * 


est motor vehicle preducer, Mr. 
Dreystadt had been one of the bus- 
iest, most energetic men in indus- 

try. A perfectionist, he has been 
| quoted as saying: 

“There is always a better way 
to do a thing. We must all strive. 
by concentrated and meticulous 
study, to find the better way.” 
When he accepted the Chevrolet 

appointment, he told an interview- 
er, “Our jeb is to build automo- 
biles, to build them the best way 





we know how, and to market them. | 


I've always been convinced that 
if you devote full time and energy 
to your own problems, other trou- 
bles will somehow be solved.” 


Add 3 Speakers 
For Ky. Parley 


LOUISVILLE. — The addition of 
,three more speakers who will ad- 


| dress the one-day convention of the | 


| Kentucky Automobile Dealers Assn. 


here Sept. 28 was announced by | 


Chairman O. F. Hand. 


Joining the six speakers previ- | 


ously announced and completing the 
list of speakers at the convention 
are: Charles Farnsley, mayor of 
Louisville; Dr. C. W. Williams, pro- 


fessor of economics, University of | 


Louisville, and C. G. Tachau, presi- 


dent of the Louisville Fire & Ma- | 


rine Insurance Co. 


As THE head of the world’s larg- 


SERVICE SECTION 





Ohio Auction Law 
Upheld; Greiner 
Faces Writ Plea 


TOLEDO.—The constitutionality 
of Ohio’s 107-year-old law govern- 
ing auctioneers was upheld here 
last week by Common Pleas Judge 
John Q. Carey, but the judge re- 
fused to order any action to en- 
force the statute in the case of 
Earl (Doc) Greiner, operator of a 
Toledo used-car auction on Madi- 
son Ave. 

Ruling on an amended suit 

brought by Greiner in March after 
Common Pleas Judge Harvey 
Straub rejected Greiner’s previous 
attack on the constitutionality of 
| the law, Judge Carey observed that 
| addition of the names of the coun- 
ty treasurer, auditor and _ sheriff 
|to Greiner’s suit made no differ- 
/ence in the issue. 
Judge Carey also turned down 
|the plea of Joel S. Rhinefort, 
|county prosecutor, for an injunc- 
| tion restraining Greiner from oper- 
ating his Toledo auction, ruling 
that this matter could not be con- 
sidered with Greiner’s present suit. 
| Rhinefort then informed the 
court that he would file another 
suit in a day or so seeking tem- 
porary and permanent injunctions 
against Greiner, which would also 
eall for an accounting of all pro- 
ceeds from his auctions and pay- 
ment of taxes and penalties due. 
The auction law requires tax pay- 
ment of 2 percent of every $100 of 
sales. 


Morton Neipp. attorney for Grei- 
| ner, said that Judge Carey’s deci- 
| sion would be taken to the court 
of appeals. 


Western Style 
Used-Car Sale Follows 


Cowboy Theme 


| ERIE, Pa—-Harris-Sauer (Ford), 
144 W. 7th St., staged an unusual 
used-car promotion which was built 
around a western theme. 

A cowboy band provided music 
and a chuck wagon served free re- 
freshments during the “round-up” 
sale. Ford Dobson, manager of the 
used-car department, wore a cow- 
boy outfit. The event was launched 
with a large newspaper ad which 
said: 

“Our top hands have roped in 
the finest lot of cars we've ever 
seen. They’re lively. They’re husky. 
They’re a-rarin’ to git goin’. You 
know they are mighty good buys 
when we put our brand on ’em.” 











AUTOMOTIVE NEWS offers to adver- 
tisers a weekly audience of an estimated 
90,000 cover-to-cover readers! 


IGNERS ah 
aele) 
hae ah 


Pe 1 ise 


CORRECTION 


ry hen 


143s P 
e WH NG TOOLS 


ry abe 
Per, TS alae 
Pa 7a 


For information ask your 


r write i 





ede i 


JOHN BEA 


Yiv. FOOD MACHINERY CORP 


LANSING 4, MICHIGAN ms 


APTITUDE! ; 
TESTS 


Enable you to BETTER , 

and PLACE new employees, to 
DISCOVER HIDDEN ABILI- 
TIES in present employees, to 
know which employees can be 
PROMOTED or TRANS- 
FERRED to best advantage. 


EXECUTIVES SELECTION 
TRAINING INSTITUTE 


DANIEL L. BECK, Director. 
956 Maccabees Bidg. Telephone: 
Detroit 2, Mich. TEmple 11-55-1 


& 




















SER 





OsB 


*Each yer 
ermines 

of burlap 
jute mills. 
ing is a 
produce 
alike as | 
a» burla 


Othe! 
NEWS 





ECTION 


utionality 
y govern- 
eld here 
as Judge 
judge re- 
n to en- 
case of 
itor of a 
yn Madi- 


led suit 
rch after 
Harvey 
previous 
nality of 
rved that 
he coun- 
i sheriff 
o differ- 


ed down 
thinefort, 
1 injunc- 
om oper- 
1, ruling 
. be con- 
sent suit. 
ned the 
another 
ing tem- 
junctions 
buld also 
all pro- 
ind pay- 
ties due. 
tax pay- 
y $100 of 


for Grei- 
y’s deci- 
he court 


ows 


- (Ford), 
unusual 
vas built 


aunched 
d which 


oped in 
ve ever 
e husky. 
n’. You 
od buys 
’em.” 


to adver- 
estimated 





































SERVICE SECTION 








— 96% daily in this 
market of 364,601 families 
= 97% on Sunday — makes the 


| 
AND THE 8 COUNTIES 


Western New York's Only 
Morning and Sunday Newspaper 


Representatives: 


OSBORN, SCOLARO, MEEKER & CO, 


TUB AND 
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SHOWER 
ROOM 


Leh R i 


HOTEL oerroir 


CADILLAC SQUARE 
ONE BLOCK FAST OF WOODWARD 


G. PARKER 


CONVENIENTLY LOCATED 


Telephone 
dward 2-590 


Manager na 













BUYING 
Burrrlap? 


Weel, it’s wise and 
thrifty to deal with 
folks who really know 
bur-r-rlap*...folks you 
know you can depend 
on. So for whatever 
grade you 
need...look 
to Bemis / 


*Each yeor Bemis de- 
ermines the grading 
of burlap from Indian 
jute mills. Bemis’ grad- 
ing is accepted by 
producers and users 
alike as the standard 
x burlap qualit: 


BEMIS 


Detroit « Chicago «+ St. Lovis 
Cleveland «indianapolp 
and other principal cities. 


Others are profiting from AUTOMOTIVE 
NEWS want ads. Why not you? 











Indianapolis Dealers 
Clear in Finance Case 


INDIANAPOLIS. — Records of 
the state department of financial 
institutions: show that Indiana 
new-car dealers are innocent of 
any infringements of automobile 
financing regulations. 


Recent violations reported here 
were by dealers in used cars and 
some finance companies, where 
it was reported illegal charges 
were added to the sales prices of 
used automobiles. 








NEW YORK.—More than two out 
of five families in the readership 
of American magazine plan to buy 
new cars in 1948 and 1949, it is 
estimated on the basis of a cross- 
section readership survey conducted 
by the magazine. 

The publication reported that 44.6 
percent of the reading families 
polled said they planned to pur- 
chase new cars this year or next. 
A total of 50.3 percent said they 
did not plan to buy, while 5.1 per- 
cent were undecided. 

Of those families intending to 
obtain a new car by the end of 

1949, 47.2 percent expect to pay 
cash; 18.6 percent to buy on time 
through banks; 9 percent to buy 
on time through finance com- 
panies, with 25.2 percent unde- 
cided. 

Chevrolet led the car sales prefer- 


Idaho a 
Meet Sept. 19-21 
At Sun Valley 


BOISE, Ida. — Bulletins covering 
its mid-year annual mecting at Sun 
Valley, Id., Sept. 19-21 have been 
distributed by the Idaho Automobile 
Dealers Assn. 

The meeting is being held to re- 
view proposed legislative bills to be 
presented at the next Idaho legisla- 
ture in January. Members will hear 
a report by Ben Wright, president. 
NADA, and Jack Beatty, NADA 
director. 

Registrations will take place Sun- 
day, Sept. 19, and sessions will run 
as follows: 

Monday, Sept. 20, 9 a.m., general 
meeting; 12 p.m., luncheon; 1 p.m., 
adies’ luncheon; 1 p.m., golf tourna- 
ment, followed by barbeque and 
cocktails at 5:30 p.m. 

Tuesday, Sept. 21, will feature a 
general meeting at 9 a.m., followed 
by a directors’ meeting and ad- 
| journment. 
| All reservations and meetings will 
| be held in Sun Valley Lodge. 








* 

Tractor Prices 

CHICAGO. — International-Har- 
vester Co. has increased farm trac- 
| tor prices an average of 9 percent, 
| it was announced last week. 

Prices also were raised on farm 
|implements and industrial power 


products. The new increases are in 
addition to boosts last spring. 


Up in Flames 
Bonfire Dramatizes CAT A’s 
Anti-Jalopy Drive 

CHICAGO.—The Chicago Auto- 

mobile Trade Assn. climaxed its in- 
tensive drive to rid the streets of 
| unsafe cars last week by staging 
|@ parade through the downtown 
| streets at noon Thursday and a 
| bonfire which consumed 50 clunkers 
in the evening. 

Mayor Martin H. Kennelly was 
present and praised the work of 
the CATA in cooperating with the 
city’s safety drive through its anti- 
jalopy campaign. 

Proceeds from the sale of the 
| junk remaining after the fire were 
presented to the mayor in behalf 
of CATA to be used in furthering 
his safety campaign. | 





2 of 5 in Car Market? 


Magazine Survey Finds 44.6% of Families 
Eye Purchase This Year or Next 





ence list, getting the first mention 
of 25.6 percent of those surveyed. 
Ford was second with 12.5 percent. 
American magazine pointed out 
that the questionnaires were re- 
turned prior to the announcement 
of the 1949 model Ford. 


















percent, showing the greatest gain 
over the car ownership list of any 
individual make. Other cars got the 
following preference ratings: 
Buick, 10.5 percent; Plymouth, 
8.8; Dodge, 6.9; Studebaker, 6.5; 
Oldsmobile, 6.5; Chrysler, 3.6; Mer- 
cury, 3.1; Hudson, 2.7; DeSoto, 2.5; 
Cadillac, 2.1; Nash, 2; Packard, 1.8; 
Tucker, 1.4; others, 1.6 (some buy- 
ers said they would buy more than 
one car while others indicated their 
choice rested between two makes). 


The makes of cars owned cur- 
rently by the readers polled were 
as follows: Chevrolet, 23.2 per- 
cent; Ford, 18.1; Plymouth, 11.9; 
Dodge, 7.3; Buick, 6.6; Pontiac, 
5.8; Oldsmobile, 5.2; Studebaker, 
4.4; Hudson, 2.4; Chrysler, 2.4; 
DeSoto, 2.4; Nash, 2.3; Packard, 
2.1; Mercury, 19; Cadillac, 1; 
Kaiser or Frazer, 0.7; Lincoln, 
0.6; others, 1.7. 

More than three out of four of 
the families — 76.1 percent — were 
found to be car owners. Over a 
third of those families without a 
car said they were planning to buy 
one. Of those owning cars, 80.8 per- 
cent have one car, 17.4 percent two 
cars, 1.6 pescent three cars, and 0.2 

percent, four cars or more. 

Postwar cars of 1946, 1947 or 1948 
vintage are owned by 29.2 percent 
of America’s readership, it was 


the largest individual group—16.1 
percent. The average median car 
mileage was found to be 51,800 
miles. 

Nearly one family in 10—9.4 
percent—indicated a desire to buy 
a used car this year or next. 
Nearly half—47.4 percent—said 
their present cars were purchased 
used. 

In preference questions asked 
about automotive equipment and 
supplies, Standard was first choice 
in gasoline at 13 percent, with 

Texaco second at 12.4 percent. | 
Quaker State was first (7.3 percent) | 
in motor oils, with Gulf second and 
Mobiloil third. 

Goodyear received 26.9 percent in 
tires; Firestone, 17 percent; U. S., | 
9 percent; Goodrich, 8.7 percent, | 
and General, 3.7 percent. Goodyear | 
also led in tubes with 23.7 percent. | 

In car batteries, the first three | 
were Willard, 15.4 percent; Exide, | 
10.9 percent, and Delco, 6.3 percent. 
In spark plugs, Champion led with 
41 percent, followed by A. C. at 15.4 
percent and Auto-Lite at 6.2 per- 
cent. 

Of the 82.8 percent polled who 
said they use anti-freeze, 46.3 per- 
cent favored Prestone; 9.2 per- 
cent, Zerone; 5.1 percent, Zerex; 
2.8 percent, Freezone, and 5.6 per- 
cent, alcohol. 

The survey revealed an average 
of 212 drivers per 100 car-owning 
families, and that 91.2 percent of 
all males 15 years or older can 
drive compared to 56.4 percent of 
the women. 

American magazine said that| 
3,334 questionnaires, of 5,000 sent | 
out, were used as a basis for the 
report. The magazine claimed a) 
readership of 2,480,000 families, as | 
of last April. Most of these families ' 
are in the middle-income brackets, 
it was noted. 


found, with 1941 models owned by | 
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Pontiac was third choice at 10.6 
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Wieland Manages 
Chevrolet-Flint 


DETROIT.—Appointment of Fred 
W. Wieland as Flint zone manager 
is announced by T. H. Keating, gen- 
eral manager of Chevrolet. Wieland, 
formerly city manager in Detroit, 
succeeds N. A. Stuart, who has re- 
signed to become a Chevrolet deal- 
er at Warren, O. 

Wieland is a 17-year Chevrolet 
field. veteran who has occupied 
sales positions with the company 
in Cleveland, Indianapolis and Flint, 
in addition to Detroit. 


| ‘OLD FOX' DOES THE HONORS—Washington-area Kaiser-Frazer dealers presented a new Miami Dealers Adopt 
| Frazer Manhattan to Miss Washington of 1948 at a night game between the Senators and 
| St. Louis Browns in Griffith Stadium. J. R. Davis, left, 
| and Clark Griffith, president of the Washington baseball club, officiated at the presentation. 
Joanne Miller (Miss Washington) is at the right with runner-up Marilyn Douglas. 


Pro-Rata Dues Scale 


MIAMI, Fla.—A sliding scale of 
dues has been adopted by the 
Miami Automobile Dealers Assn. 
in the hope that 100 percent mem- 
bership may result. In place of the 
flat $15 a month, the scale will 
range from $5 to $20, based on the 
number of new cars handled. 

Arrangements have been made to 
have the new motor vehicle regis- 
tration law which goes into effect 
Oct. 1 explained by State Rep. 
‘William L. Lantaff. 


-F regional manager in Washington, 





Name Changed 


The Secretary of State at Austin, 
Tex., has approved an amendment 
to the charter of Sharpe-South- 
worth Hudson Co., Fort Worth, 
which permitted the company to 
change its name to Burford Sharpe 
Motor Co. and to change the num- 
ber of directors. 





Of Quality Automotive Parts 


Enables You to Restore Your Better Used Cars to Their 
Original Operating Condition and at Much Lower Cost 


DRIVE SHAFT BUSHING 
AND SEAL ASSEMBLY 
M-101 and M-102 
Pat. No. 2,403,520 


New, heavier bushing on unworn part of shaft saves buying new shaft. Instalt 
assembly without tearing down differential or removing old bushing and seal. 


; 









DRIVE SHAFT HOUSING 


Pat. Appd. For (Pat. No. 2,405,541) 


UNIVERSAL JOINT BALL HOUSING KIT 
Saves Buying a new Drive Shaft Housing. Can be installed tn one bour without 
tearing down differential. Keeps correct drive shaft alignment. Prevents tubri- 
cant leakage around ball housing. 


Part. No. ©-48-A. Pat. Appl’d for 
UNIVERSAL TRANSMISSION CASE BALL SEAT 


SAVES BUYING A NEW TRANSMISSION CASE. Prevents extra wear on rear 
transmission bearing. Aligns ball housing and propeller shaft housing with trans- 
mission. It’s ‘“‘UNIVERSAL’’—Only one to stock. 


VALVE ROCKER ARM 
SHAFTS AND BUSHING KITS 


National Rocker Arm Shafts are made 
of the finest materials—precision ground 
and rigidly inspected. Whether it’s for 
speed or endurance—National Rocker 
Arm Shafts are engineered for the job. 


STICK-PROOF CARBURETOR 

SEATS AND NEEDLES 
For greater accuracy and improved per- 
formance. The Hexagon Needle is 
Stick-Proof and increases Efficiency. 
The needle material is of stainless steel 
and the seat is of yellow brass. For 
Most Cars and Trucks. 


Write or wire for complete information regarding the National Line 


This Trademark identifies all products in the 
National Line of Quality Automotive Parts 





NATIONAL MACHINE 


VE PARTS MAN 


WORKS, INC. 


OKLAHOMA CITY 9, OKLA 


Path gel lens 7 ven 


P.O. BOX 4305 





Tomorrow's BUSINESS 
IS CONTROLLED Today/ 


America’s Finest OWNER FOLLOW-UP P/an 
SINCE 1932 


CUSTOMER CONTROL, INC. 


LONG ISLAND CITY 1, NEW YORK 











C. E. Wilson, president of Gen- 
eral Motors, plans to go out to 
the West Coast next month. 


Short Takes 


...at the factories 





























professional football teams. How- 
ever, he refused all such offers and 
went into coaching under the late 
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SERVICE SECTION 


Letterbox 


(Continued from Page 4) 
prit was not an alley garage or a4 
“super” service station but a car 
dealer. 

Dealers are currently spending 
millions of dollars a year to keep 
in touch with their owners. Accur- 
ate figures are available that show 
two out of every three new car 




























































































Andy Smith at Purdue. Later, he 4 
He will visit a couple of new | :nitted to the automobile business. owners desert their dealers after CHR 

GM plants near Los Angeles and . ee the 2,000 mile new car check. Sixty- Ch 

at a dinner of the California |Creamed Chicken ion te “orpner” us oration toc 0 tie 

Manufacturers Assn. in San Fran- Newest addition to the Creamed vapuies and fabrieition. PL 

cisco Oct. 7 and have an informal |Chicken League of After-Dinner I will venture to say that a FOR 

meeting with the press at the |SPeakers is L. L. re ees IN BUSINESS 27 YEARS—Keating Brothers, Inc. (Ford), Stratford, Conn., recently com-| Check-back on Mr. Herrick’s state- Fo 

Press Club Oct. 8. pres en OT | pleted this modern showroom. The building has an 80-foot front and two of the walls are| ments would show that some ama- Li 

~ * * aa — aa ol go — a = — on to anne in a, — pn ig me ae ay “4 teur mechanic in a gas station Me 
° 1 i im. ‘oO. In ‘ 

From the Gridiron  serice of dealer | addition, C. E. Keating, president, has also enlarged and modernized the parts department. | made the errors mentioned.—Naw | GEN 

The auto industry has a dash of dinners and talks atta = eee — | Wererarene, bak. ~ 

everything, including football play- in Kansas City, e ~ 

ers. Take Ed L. Usner, Studebaker Topeka, Wichita Saw er Elected P res ident Bad Checks Ch 
assistant to vice-president of man- and Oklahoma We are experiencing more and Ok 

ufacturing. He is a former Purdue City. * 7 more trouble with “bad checks.” + 
University star football player who Tex visited deal- O E R b lde A It seems that dealers giving bad KAI 
was chosen in 1913 as left tackle ers and inspected ngine eoul rs ssn. checks are becoming more prev- Fr 
on an all-state team which included | their dealerships , alent; in fact it is about forcing Ka 
Knute Rockne, Gus Dorais, Ray ‘ in a 10-day swing| BUFFALO.—The new slate of | Truslow, Richmond Auto Parts Co.,/most dealers to resort to cash CRO 
Eichenlaub and other famous foot-| © ©. Colbert through the| Officers elected at the 26th annual/ Richmond, Va., second vice-presi- | transactions. HUD 
ball personalities, Southwest. He was accompanied on | convention of the Automotive En-| dent; R. G. Patterson, AERA head- Why can’t you request through NAS 

Usner received much recognition] the trip by L. F. Desmond, Dodge |gine Rebuilders Assn. in Buffalo, | quarters, Indianapolis, executive! Avromorive News that any dealer PAC. 
in All-Western competition later} Kansas City regional manager, and|was headed by P. J. Sawyer of | vice-president; C. W. Yount, Eagle| having a bad check on another STU] 
and was offered jobs with various}]W. O. DuMar, Dodge Oklahoma|Wombwell Automotive Parts Co., | Machine Co., Indianapolis, treasurer. | dealer to notify you, and you in WIL 

— Bemee oa = ——— | City regional manager. Lexington, Ky., who was named| Elected to the executive commit-/tyrn publish this information for | 

z — president. tee were: G. W. Kleinschmit, Auto-| a)) to see.—J. Scort, manager, C. E. To 
The Will to Win The AERA bulletin, in comment- | mobile Equipment Co., Detroit; Hal| pitts Motor Co., Mobile, Ala. ‘st 
f rom Belgian contestants in the re-|ing on the Buffalo conclave, selected aoe ee oe Parts, Inc.,/  Eprror’s Note: There are too 
cent Plymouth model airplane con- | 48 the highlight of the meeting the G ae J.C. cE. ae many legal complications to such 
e tests didn’t do so well. As a matter | Presentation of the association’s | V% . Pos Co. ¢ Pa. Pittsbu oh | @ venture, but Automotive News 
of fact, they sales promotion plan. The folk ; Jas 3 tod aon ‘| is publishing the above letter as 
didn’t win a thing The reception the sales promotion “ "7 ak a ok a i © warning to other dealers. 
excepting the ad- 1 ived was described as “very | ‘0T8:_J. J. Eldridge, Buckeye Serv- an 
pting = plan rece as described as Very /ice and Supply Co., Cincinnati; : : 
miration and gratifying” by the bulletin, which | poiph Fackler, Fackler Motor Serv. Clarification 
sympathy of their “gained the impression that the live ian, en Di ego, Calif.; W. A. Flem-| In your edition of Aug. 9, on ae 
oo. =_ ay ger shop Opcrators | ing, Fleming Motor Parts, Inc., Buf-| Page 55, you have an article re- oo 
a i ee ae ee ee ee falo; D. H. Goldman, The K & G| garding the Andrews firm fines. DOD 
eir a : Other election results included: | gales Co., Baltimore; E. C. Hill, Hill The third paragraph of this ar- FED! 
were wonderfu J. L. Love, Koepsel & Love, Salt | Piston Service Co., Battle Creek, | ticle is not quite clear to us and FOR! 
jobs of crafts- Lake City, first vice-president; H.B.|Mich.; W. M. Hudgins, Koochook|we would appreciate its clarifica- | Mi 
rok owe: ea ae vin me 
“aad E. H. Kenyon, Kenyon Bearings t is stated that the indictments | 
r oaee’ po ates Court Grants Otis and Auto Parts, Hartford, Conn.;/were based on Judge Skillman's | tee 
: R. B. McLure, Parts Service Co.,| contention that sales taxes should | 
. sales en eee ae: Temporar y Writ Montgomery, Ala.; C. H. Mountjoy,| be paid on tradein market values, REO 
i nr adage sever ter eetek ‘lens ans In K-F Fiasco Mountjoy Co., San Antonio, Tex; a than on the amount allowed | ao 
= Morrell Palmer, Trackman Auto| by the new car dealer. : 
which proved inferior to the better ; . ; WILI 
: grades "aveilahie to American con-| WASHINGTON. — The National nr sale Narang te Wackinanae ene. = — eee MISC 
testants. In addition, their gaso-|Assn. of Securities Dealers, Inc., ps TP.» , ae Saree nig Be co 
e ‘ . , ined temporarily here last | #%4 C. E. Prefontaine, United Auto| different from those in California. } 
line-powered models were difficult | W45 restraine P y Parts, Ltd., Montreal, Que Ww t a “ealen Tot 
l to adapt to American fuels and|Week from continuing certain parts — "" ’ : e pay saies taxes on retail sales Tot 
. t 1 ; ; The association also revealed that | only.—CoNnNeELL Motor Co. (Oldsmo- o 
suffered accordingly. However, in|°f its investigation into the recent h ined th U 
. f handicaps, the boys|common stock offering by Kaiser- | *# new members have joined the or- | bile), Oakland, Calif. = 
> > spite o an caps, . : 7 Frazer Corp. ganization since the convention, Eprror’s Note: The statement in | Tot 
showed rare sport:manship an : bringing the total number of mem-/| the article cited was somewhat Can 
e enthusiasm, Somerville says The Federal District court banned 4 : ws 
to | im, Somerville says. the NASD from making any fnd-|CerstoO6e. 0 unclear. Judge Skillman said that ia 
ings or entering any order against : the state should tax dealers for Car 
af Booster Otis & Co., Cleveland gestae 21,2-Yr. P act Cited the profits ie said ine were U. | 
tiie (Continued from Page 2) firm, and Cyrus Eaton, the firm’s ° ° making on tradeins. He was up- *Revi 
— Vi ter instal- |!argest stockholder, or his attor- In Deliver Suit held by the state attorney gen- 
The complete Vitameter ins for fail 1 ith eral and a new set of rules was Broc 
lation includes a five-quart tank ["¢ys, for failure to comply with| on» 1 ouIs.—E. B. Jones Motor| ; iad 7 
requests of NASD for confidential : issued making dealers liable for 
usually attached to the wall of | Tq Co.. 5220 Natural Bridge Ave., has : 
tho engine compartment. Vitel information. 0., atural bridge won sales taxes on the amount of dif- Su 
flows ohana, this tank by gravity Otis & Co. and Eaton had been| een named defendant in a Pe ference between the tradein al- 
through the filter to tne Vita- |Confronted with possible disciplin- mad = = ee ee hf lowance and a “market value.” ) 
: ONE . ti meter assembly and is then dis- |2'Y action by the NASD for not aul &. Fischer, St. Louis ar Previously there had been no Tr 
in Organiza ion h 7 ton y th ne ake answering an association complaint who seeks to compel the dealership| tradein tax liability in Michigan 
po ” > eee which charged violation of the | ‘t© oe a new ig epee ae because before the war dealer 
. , i a sales agreemen e sa allowa ; 

Whatever your plans, whatever your The flow of Vitol is automatic- va, ae ll ee ae er| made 2% sken ago. than Seis juloos "The Mtiohlous helpec 
product, Wettlaufer Manufacturing is fully | ally os a. vac-| Otis had refused to furnish “the| Fischer's petition alleges that he| supreme court last week upheld ot ws 
equipped to help you design, develop, pro- uum, which acts on the diaphragm | -ubstance of all conversations be-| Placed an order with Jones on| tax regulations based on Judge 

. . P, Pro“ | of a shutoff valve. When the driver |tween” Eaton, Marvin C. Harrison| March 4, 1946, for a two-door| skillman’s opinion \ES 
duce. Facilities and services provided by this| steps suddenly on the accelerator, and Robert Bulkley “concerning Plymouth sedan and put up $100 P , - 
unique organization of specialists include... | the vacuum is relieved and per-|oeiser-Frazer.” : deposit money. It charges that the 0 tim: 

mits the Vitol to flow. An increase Harrison and Bulkley are two of | company promised to make deliv- Dallas U. C. Law that I 
in i ai torque then occurs, ‘t| Raton’s Cleveland attorneys. ery aS soon as one was available, Is Hel d U settlen 
Is sald. By refusing to comply with the} but has refused to do so. > 
Most vehicle operation is said to ccmnetitionts eames of informa-| The suit further asks that the P er 
be at relatively low load when the | tion, Otis & Co. had faced possible | company be enjoined from deliver- DNAS, Sux. ameereey re- durat 
ear is cruising. During these pe-|expulsion from the NASD. Last | ing automobiles, of the type Fisch- | *t™@!ning order against enforcement U.S. 
riods the engine operates at part/week’s restraining order, however,|er ordered, to customers under co Dallas ap tl licensing and t 
throttle, with relatively high mani-| prevented any immediate disciplin- | contracts entered into after March, | 0Tdinance, recently tightened to re- by th 
fold vacuum. This high vacuum |ary action. |1946, and that it be required to = bond and other new quali- Nea: 
(1) an experienced staff (2) modern woodwork- keeps the Vitameter diaphragm deliver to him a car under his ee eee was issued is kno 
of design engineers ing and metalworking | Shutoff valve closed so that no| Dealer’s Racing Plane {alleged contract. A similar suit| "Soar. ° we t, ‘Thornton’ ; higher 
ond mock-up model shops to handle .| Vitol is consumed. Experience against the Jones Co., filed by Vir- — - ie TOE aero those 
buildi ft » *“ | shows that an engine is operated Sets a Fast Pace . AM ; doers y {,|makes the ordinance inoperative ae 
vilding craftsmen... perimental work . . . EVELAND. — Crow _ | gil A. Morrow, is pending In court.| until the court can pass finally on ’ 
at peak performance only 5 to 20 nae th 1948 i > - ee a a the plea of 53 used-car dealers that crease 
i ndin e running 0 or 4) a 
percent of the time the highest | tending the, 104 running of he | Whitehead & Lloyd |iht Bet noonsitional ana ae: | gE 
Daisies ona bones : National Air Races here Labor Whitehead & Lloyd, Inc., 430 S.|criminatory, especially against the Mails v 
The Vitamete 7 d Vitol tank| Day saw a dealer’s plane, the State St., Jackson, Miss., has been| smaller dealers. The plaintiffs con- on th 
iia tom font ik a es es bile K-F Special, a Bell P-39 Aircobra awarded the 4-Letter Award of|tend that the sale of automobiles a An 
in faee Gea i caer Solee oF the sponsored by Rollin H. Stewart, | Achievement by the Ford Motor Co. {is not a public service. Rook” 
Vitameter is $29.90, plus installa- Indianapolis Kaiser-Frazer deal- | - pace. 
. : : | er and distributor, set a fast ° 
(3) highly skilled metal (4) plus two modern —— llow Cab Co., Cleveland, h | pace HIS 
finishers to create plants fully equipped ellow Ca Xo., Clevelan as S 7 = : 
full-size, hand-made to turn out volume | been running tests on Vitameter — Sears See wae _™ Stee 
working models... ° production work... | and Vitol with 65 cabs and 23 = aie on wien Charles E. 
limousines of its fleet. The test ee of Indianapolis, led a Dorar 
e For complete information regarding ran 1,400,000 miles in three field of six aircraft of greater Begin 
these services, write direct to: months and indicated that the horsepower and potentially 
| cost of 68-octane gas, plus Vitol, | ater speed. Despite Brown's Felis 
E. G, Wettiaufer, president | runs about one-third of a cent gre - P Doran 
skillful pylon flying, he was St. D. 
per gallon less than the cost of | forced out on the 19th lap of a ee 
“regular” gasoline, it is claimed. 20-lap race when he ran out of constr 
Columbus, picked as a _ test! gas Stewart is well known for compe: 
| ground for merchandising practices| pis interest in aircraft. He is 2222 M 
|and public acceptance check, will| owner of several planes which ; gore 
manufacturing corporation get Vitameters and Vitol through | he uses in business and is said PERATING SIX DAYS A WEEK—Eight ten daiia ta th teech facilities ef Uittrel! It Tuctu 
| Standard Oil of Ohio, Shell Oil, | to be the only outo dealer to Milling Motor Co. (Dodge), iaiier Rim. ce eatased Verona esnerabe aiees. toa 12. by : ae ‘ 
| Pure Oil dealers and auto parts! own a helicopter. 13 feet. This side view of the new building, which is 60 by 153 feet, shows part of the hg 2 
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19662 w. eight mile road * detroit 19, michigan 


large parking lot with 27,375 square feet of area 





| dealers, it was said. | - 


rooms. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 





Week Week Jan. 1 dan. 1 
Ended Same Ended Total to to 
Sept. 11, Week  Sept.4, August, Sept. 13, Sept. 11, 
1948 1947 1948* 1948* 1947* 1948* 
CHRYSLER .......... 6,107 17,226 «=: 118,155 =: 81,928 527,573 553,273 
SNOD occ csscsss 809 2,336 2,689 12,506 71,296 81,436 
EE ‘sadabetbeeyen 611 1,857 732 8,799 53,639 60,657 
ED ais sve sine 69038 1,797 5,119 5,481 20,713 152,582 156,185 
RUE, Secccsccdes 2,890 7,914 9,308 39,910 250,056 254,995 
Seer 16,520 15,712 19,824 77,674 496,738 424,878 
cs ras cseeuaesnts 12,541 12,858 14,760 56,925 401,725 304,775 
ER Siow .n'64 0 659 Os 687 647 881 1,368 19,301 21,570 
SERRE Ods04ebewe- 3,292 2,212 4,183 19,381 75,712 98,533 
GENERAL MOTORS . 22,708 29,461 27,409 145,180 982,810 1,090,666 
I ee ri 3,614 6,720 4,878 24,414 181,336 190,204 
SE ivisese seven 970 1,273 1,228 6,745 40,880 44,294 
OOEOEEE. onc ec cuee 12,778 12,994 18,330 73,357 473,749 544,453 
Oldsmobile ......... 2,274 3,756 3,565 18,506 138,066 137,356 
ae ree 3,067 4,718 4,408 22,158 148,779 174,354 
KAISER-FRAZER ...._ 1,902 3,718 2,089 12,525 85,383 127,412 
Rs ee Beeetseawy 4,767 48,116 40,729 
ED. 63's Hoek ov ee sos 1,902 1,897 2,089 7,758 42,267 86,683 
are 7106 4198 902 8,857 12,700 23,569 
 oscceereddise 1,521 1,773 1,360 531 86,118 85,277 
ais. bed 60 5 wes 36 1,808 Loi i 79,053 86,752 
PMMMEEED vessccesses 650 1,309 2,131 6,928 34,854 63,070 
STUDEBAKER ....... 2,624 2,563 2,720 ~=14,191 80,000 115,068 
UE. 0 cbse vues 336 735 305 1,272 22,854 17,561 
Total Cars, U.S. .... 58,105 74,803 74,895 344,086 2,407,578 2,587,526 
+Station wagons and Jeepsters. *Revised. 


COMMERCIAL CARS 
(U. & PRODUCTION ONLY) 





Week Week dan. 1 dan. 1 
Ended Same Ended Total to to 
Sept. 11, Week Sept. 4, August, Sept. 13, Sept. 11, 
1948 1947 1948* 1948* 1947* 1948* 
CHEVROLET ......... 5,746 5,351 6,739 34,555 200,169 273,757 
SDE, ‘vob c.cscveoes 28 81 33 156 2,022 2,139 
DIAMOND T ......... 207 324 275 911 11,548 9,619 
ES  od-05 i abae see 3,098 3,871 3,809 15,823 124,365 113,287 
FEDERAL ........... 50 225 62 273 6,702 3,306 
EN «gS S p00 dieing ee 3,440 5,724 5,141 26,095 204,044 232,504 
EE Ss 6:06 ip 0d aa Oe 1,717 1,426 1,878 9,394 40,401 62,685 
SD iveasiivess pe cusses © Sane was soca = 
INTERNATIONAL 2,744 3,142 896 8,107 105,665 118,506 
concen o¥s0 680s. 186 404 214 917 14,843 9,013 
a nick ah b.58 O 4d be os 123 432 46 312 13,772 8,563 
STUDEBAKER 1,280 1,857 1,275 6,141 46,095 44,015 
EE, BGS yw ales oases 198 420 253 1,105 12,689 8,873 
ee 2,042 1,822 2,723 8,471 58,013 78,893 
MISCELLANEOUS ; 239 487 337 1,286 15,885 14,958 
Total Trucks, U. S. . 21,148 25,566 23,731 — 118,546 859,181 ~ 980,118 
Total Cars, Trucks 
iy Mk aS EA ooh ons 6 80 5 74,253 100,369 98,626 457,632 3,266,709 3,567,644 
Total Cars, Trucks 
RUMI av cesuseeeess 4,207 5,273 5,189 19,633 174,629 170,693 
Grand Total, 


Cars and Trucks 
U. S. and Canada 


.. 78,460 105,642 108,815 477,265 3,441,338 3,738,337 


*Revised. Miscellaneous includes Autocar, Corbitt, Divco, Marmon H., 
Brockway, Four-Wheel Drive, Sterling, Nash, etc. 


Supp 


helped to offset some of the decline 
last week in other plants. 
+ + a 


p peserTs the impact of the Briggs 
strike, it did not dampen the 
optimism among industry observers 
that had been engendered by the 
settlement of serious supplier strikes 
the week before. 

If the Briggs strike is of short 
duration, it was predicted that 
U.S. plants will be building cars 
and trucks at a postwar high pace 
by the end of the month. 

Nearly every plant in the industry 
is known te have set up appreciably 
higher schedules for September than 
those which were obtained in Au- 
gust, with the most ambitious in- 
crease being sought by Ford. 

But aside from their general opti- 
mistic outlook, most industry offi- 
cials who would venture an opinion 
on the future, said that it would be 
a long time before current car and 
truck output would exceed prewar 
pace. 

+ o + 


HIS FEELING was based on the 
steel industry’s continued failure 





Doran Service Center 
Begins Rising in Dallas 

Felix Doran jr., president of 
Doran Chevrolet, Inc., 3916-20 Main 
St., Dallas, Tex., announces that 


construction has started on the 
company’s new service center at 


2222 Main St. 


Doran revealed that the new 


| Structure will incorporate such fea- 


tures as a first-aid bay and coffee 
shop for employes and wired music 
and air conditioning in all public 
rooms. 


lier Strike, Steel Pinch 
Trim Output to 76,053 


(Continued from Page 1) 


to supply higher quotas. Present 
supplies were described as “not 
critical, considering the situation,” 
but hardly large enough to greatly 
expand scheduling plans. 

“Any appreciable production in- 
creases that are obtained during 
the balance of the year,” ex- 
plained a spokesman, “will not 
necessarily reflect a greater steel 
supply, but rather a more serene 
labor situation in our own and 
our suppliers’ plants.” 





Steel officials reported there was 
no evidence that there would be 
any change for the better in months 
to come. Steel men pointed out that 
demand for steel plates in particu- 
lar is getting heavier because of ex- 
panding shipbuilding programs. 

+ 


* * 


Wits fourth-quarter quotas al- 
ready cut, steel officials sug- 
gested that further cuts might also 
be forthcoming in quotas that have 
been set up for the first quarter of 
next year. | 


Reasons for that outlook in- | 


USED CAR SALES MANAGER—Must be 


PARTS AND “SERVICE SUPERVISOR— 


| MAN TO SOLICIT auto car and truck re- 


PARTS DEPARTMENT MANAGER — By 


3S = 


PROUD ESCUTCHEON — Stanley Balzekas, 
who operates a Chrysler dealership at 4030 


S. Archer Ave., 


Chicago, is shown holding a 


plaque bearing the Lithuanian coat of arms 
which was given to him as recognition for 


his work as president of the Lithuanian Cham- 
ber of Commerce of Illinois. 


Whether you need a man or a hard-to- 
AUTOMOTIVE NEWS WANT 


find part, 
ADS will do the eeipres ES 





Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 





HELP WANTED 


AUTO SALESMAN — Largest Chevrolet 
dealer west of Mississippi offers position 
to an experienced salesman desirous and 
capable of earning $25,000 per year. Must 
have truck experience, like trucks, know 
trucks, and have ability to sell fleet and 
individuals. If you are of high caliber 
and want this type of connection, write 
giving all pertinent information on pres- 
ent and previous experience, address and 
phone. Also enclose recent photograph. 
A. W. Haensli, Central Chevrolet Com- 
pany, 1225 E. 7th St., Los Angeles 21, 
California. 


WANTED: Office manager and accountant 
capable of handling Hudson accounting 
system in Mid-West city of 200,000. All 
replies confidential. Please give experi- 
ence, references and so forth. Box 2506 
c/o Automotive News, Detroit 26. 


of automotive parts and accessories mate- 
rially expanding the breadth of its line. 
Has opening for several automotive engi- 
neers. Apply in writing to Box 2518, c/o 
Automotive News, Detroit 26, giving age, 
training, experience and salary desired. 





SERVICE MANAGER for young Chrysler- 


Plymouth dealership in Florida town of 
15,000. A real opportunity for the right 
man. Give references, experience, ex- 
pected salary first letter. Box 2519, c/o 
Automotive News, Detroit 26. 





experienced, capable of taking complete 
control of this department and all sales- 
men for a time, proven volume dealer of 
one of the Big Three. Up to $1,000 per 
month if you can qualify. 
fidential. Box 2520, 
News, Detroit 26. 


c/o Automotive 


Capable man, with merchandising ability, 
to supervise parts and service activity, 
several large-volume Midwest automobile 
dealerships. Age 35-45; good compensa- 
tion, splendid opportunity for advance- 
ment with fast-growing organization. 
Write Box 2521, c/o Automotive News, 
Detroit 26. 


pairs. 5% commission for duration of 
customer’s contact on parts and repairs. 
Landay—Home of Nash, 812-36 S. Paca 


St., Baltimore 30, Maryland. 


large Ford dealer and parts distributor in 
Ohio. Must know Ford parts thoroughly 
and be aggressively sales-minded. Excel- 
lent opportunity for experienced man. 
Attractive salary and bonus plan. Box 


All replies con- | 





2522, c/o Automotive News, Detroit 26. 





cluded: Demand for the Euro- 
pean Recovery Program; defense 
requirements; inability of the steel 
industry to increase output be- 
yond 95 or 96 percent of capacity; 
and the continuing strong demand 
from customers who were ex- 
pected to ease up on their orders. 


Meanwhile, the steel industry’s 
production rate was virtually un- 
changed last week, holding at about 
95 percent of capacity. It was said 
that the rate might soon be stepped 
up to 97 percent but that the closer 
it does come to capacity, the more 
effect shortages of coke, pig iron 
and scrap will have on operations. 





THE UNITED STATES DISTRIBUTOR of 


one of the most popular foreign cars with 
over 100 dealers and distributors is inter- 
ested in employing a national service 
manager. Graduate of mechanical engi- 
neering preferred but not essential. Ex- 
perience as ex-army officer in Ordnance 
or Motor Transport would be an asset. 
Must be able to assume executive duties 
and be capable correspondent. Write com- 
plete details. Box 2514, c/o Automotive 
News, Detroit 26. 


WANTED—Parts and stockroom man in 


100-car New York State General Motors 
dealership. Must be experienced and ag- 
gressive. References required. Box 2511, 
c/o Automotive News, Detroit 26. 





PARTS MAN—Experienced on Ford parts, 


Excel- 
lent opportunity for capable man. Box 
2515, c/o Automotive News, Detroit 26. 


for large New York City dealer. 





| 


NATIONALLY KNOWN MANUFACTURER | MANAGEMENT ADMINISTRATOR and or- 


a nasi 
EXPERIENCED AUTOMOBILE DEALER- 





MANAGER, GENERAL OR SALES 


BUSINESS MANAGER — Qualifications in- 


GENERAL MANAGER AVAILABLE — 
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Steel Allotments. 
Proposed for 


Farm Machinery 


WASHINGTON. — A voluntary 
steel allocation program in the 
farm-machinery industry to end the 
shortages being suffered by small 
producers has been proposed by 
Sen. Kenneth S. Wherry, Nebraska 
Republican. 

The senator made the suggestion 
following the results of a survey 
conducted among small producers 
of farm machinery by the Senate 
Small Business committee, of which 
he is chairman. 

The survey showed, the senator 
reported, that small producers are 
forced to curtail employment and 
obtain 35 percent of their needs on 
the “gray market” because they are 
getting less than their proportion- 
ate share of steel. 

An analysis of responses to a 
questionnaire sent out by the com- 
mittee to about 1,500 manufacturers 
of farm machinery showed “beyond 
doubt that a voluntary steel alloca- 
tion program for the farm ma- 
chinery industry is indicated,” Sen. 
Wherry said. 

_ The sen senator's assertion that com- | 


CLASSIFIED WANT ADS 


(For Rates, Etc., See Next Page) 





POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Posi- 
tion Wanted ads are accented at half 
regular rates, namely: 74 cents per 
word for one insertion or two inser- 
tions of the same copy at 12% cents 
per word. Cash in advance. 







OFFICE MANAGER, ACCOUNTANT, thor- 
oughly experienced all phases of dealer 


operation, office, sales and service, ca- 
pable of taking charge of any size dealer- 
ship, references, New York area. Box 
2509. c/o Automotive News, Detroit 26. 





TOP FLIGHT GENERAL MANAGER with 


‘‘BUYERS MARKET" experience in G.M., 
Ford and Chrysler dealerships. College 
graduate, 49 years of age, perfect health 
and financially stable. Now employed by 
large volume dealer but desire change to 
Michigan or Ohio dealership with inactive 
ownership or owner wishing to retire 
Contact must be based on a straight per- 
centage basis with a minimum potential 
of $15,000. Write Box 2516, 
motive News, Detroit 26. 


c/o Auto- 


Re- 
fined gentleman, age 36, married, aggres- 
sive, with excellent references proving 
ability plus 19 years’ experience retail 
and wholesale with G.M. dealers, desires 
position with full responsibility. Have 
managed all departments of retail opera- 
tion, specializing in sales and business 
management. Presently holding respon- 
sible executive position with manufacturer 
in metropolitan area. Location secondary 
to opportunity. Box 2513, c/o Automotive 
__News, Detroit 26. 





ganizer available about October ist. Suc- 
cessful Chrysler Motors background, 
extensive parts wholesaling and service 
merchandising experience. Details upon 
request. Box 2512, c/o Automotive News, 
Detroit 26. 





clude University business administration 
and accounting training. Many years ex- 
perience in finance and automobile busi- 
ness. Now associated in such capacity 
with long-established Metropolitan Detroit 
dealer. Agreeable to moving west. Kind- 
ly give full details. Box 2517, c/o Auto- | 
motive News, Detroit 26. 


Short notice, highest executive type. 
Forty-three years, married, automobile 
sales management and dealer experience 
over ten years, progressive, capable, di- 
recting all operations. Would consider 
association with well-established organ- 
ization suburban New York, Boston, 
Northeastern Atlantic region. Salary and 
profit participation. Would seriously con- 
sider to buy and/or option to buy inter- 
est in business. Highest personal and 
business references. All replies held con- 
fidential. Box 2508, 
News, Detroit 26. 


c/o Automotive 





SHIP MANAGER available. Twenty years 
with Ford factory as zone manager, used- 
car supervisor, sales manager, past eight 
years manager large volume Ford dealer- 
ship. Can take complete charge. Like 
connection with dealer desiring relief from 
active participation. Prepared make in- 
vestment if necessary, Prefer Ohio, In- 
diana or Southern Michigan. Excellent 
references. Box 2501, c/o Automotive 
News, Detroit 26. 








GENERAL MANAGER. Large or medium 


size dealership. Very successful in own 
1,000-car dealership, Fully understand all 
phases of modern merchandising and 
dealer operation. Excellent truck oper- 
ator. Seven years factory experience in 
positions of responsibility. Highly com- 
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platens | had come from all parts of 
the country about the desperate 
shortage was at odds with testi- 
mony by the steel industry and the 
Department of Commerce office of 
industry cooperation that the “farm 
machinery industry had not asked 
for a voluntary steel allocation pro- 
gram.” 





Answer to Demand 
Chevrolet Dealer’s Booklet 


Explains Car Scarcity 


SAN FRANCISCO.—Where is my 
new automobile? This question has 
been asked so many times and the 
answer is so detailed that Ernest 
Ingold, San Francisco Chevrolet 
dealer, has taken the initiative and 
devoted a 15-page booklet to the 
subject. The booklet, which is be- 
ing distributed to prospective In- 
gold customers, is a detailed ac- 
count of production, demand, deal- 
er allocation problems and trade-in 
requirements. 

Ingold also announces in no un- 
certain terms the oft-repeated 
query of why new cars appear on 
used-car lots. Throughout his book- 
let, Ingold pulls no punches and 
deals openly with the “ticklish” 


questions concerning present sales. sales. 





DEALERSHIP FOR SALE 


POPULAR CAR AND TRUCK franchise in 


West Virginia city of 10,000 population; 
college town, county seat and trading 
area for approximately 40,000. Complete 
facilities, including body and paint shop. 
Did $140,000 gross in 1947. Price $40,000, 
including real estate. Box 2504, c/o 
Automotive News, Detroit 26. 








WANTED— 


WA ANTED 


NEW CAR DEALERSHIP — New building 


and equipment. Best in wide area. High 
quota. Popular car. New home available. 
Michigan territory. Excellent opportunity. 


Present dealer must leave climate. Write 
Box 2524, c/o Automotive News, De- 


troit 26. 
_DEALERSHIP AVAILABLE ~ Se 








SPORT CAR DEALERSHIPS 


Internationally famous MG Sports Roadster 
dealerships now available in Eastern United 
States. 
post-war. 
parts service. 


Proven sales records, pre-war and 
Excellent discount and complete 


J. S. INSKIP, INC. 
304-10 East 64th St. 
NEW YORK 21, N. Y. 








REPRESENTATIVES WANTED 


Representatives 


Are Required by the 


Carlife Guaranty 


IN MANY SECTIONS 
OF 


THE UNITED STATES 


This is a very remuncrative 
position for men who have 
had experience in selling to 
automobile dealers. 


Must come well 
mended. 


recom- 


See Full-Page Advertisement 
in 
Automotive News 
Issue of August 9, 1948 


CARLIFE GUARANTY 


19797 Livernois 
DETROIT 21, MICH. 


NEW CARS WANTED 


1948 and 1949 model automo- 
Fisher Motor 
Oregon. 


biles. Must be new, Bethel, 
Sales, 1883 Franklin, Eugene, 
Phone 5627. 


"1948 and 1949 model cars. 
Must be new. Anderson Auto, Peoria, Ill 





USED CARS FOR SALE 





petent executive with capacity to organ- 
ize, deputize and supervise. Age 39, well 
educated, aggressive, good health and ap- 
pearance; married, two children. Will 
also purchase minimum 50% interest. Box 
2502, c/o Automotive News, Detroit 26. 





A@COUNTANT-BOOKKEEPER, experienced 


WANTED — 300 


GM and Chrysler systems, thorough 
knowledge taxes, financing, title records, 
capable managing office, training person- 
nel, anywhere Ohio. Box 2523, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP WANTED __ 


| 

to 400 cars, Sscvakas | 

Dodge or General Motors franchise by | 
| 


responsible party. Contact C, J. French, 
481 Delaware Ave., Buffalo, N. Y. 


AUTO BUYERS 


3740 Summit 


- Best. wholesale deal at 
LEO ADLER, INC., DeSoto-Plymouth, 
3000 Fenkell, 7 blocks east of Livernois, 
Detroit, Mich. UN, 3-7400. 


AUCTION 
Every Wednesday — 12 Noon 
Dealers Only 
Rain or Shine — Under Cover 


TOLEDO CAR AUCTION COMPANY 
Toledo, Ohio 





PO. 7021 


—— 































































ee 




















15009 Livernois 
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“USED CARS FOR SALE 





1937 CORD, 812 Westchester sedan. Com- 


pletely rebuilt from road up, This is a 
gorgeous one-owner car in perfect condi- 
tion. Qua Buick, Inc., 3494 E. 142 
Street, Cleveland 20, Ohio. 








WE WHOLESALE 


Detroit's 
Largest 
Wholesaler 


SID SAVAGE 


UNiversity 4-2600 
9850 Livernois 
DETROIT 





STUART & RAMP, INC. 
AUTO AUCTION 


EVERY WEDNESDAY 


The Finest Auto Auction 
in the Country 


AT THEIR NEW LOCATION 
HOOSIER AIRPORT 


On State Road 52 
INDIANAPOLIS, IND. 


BUY—SELL—TRADE 
Fly or Drive to 


STUART & RAMP, INC. 
INDIANAPOLIS, IND. 
Phone HI. 5363 





WHOLESALE 
1948-47-46 AUTOS 


IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 


SPECIAL PRICES TO 
QUANTITY BUYERS 
Also Large Stock of Convertibies 


IRVIN SACHS 


**Philadeiphia’s Largest Used Car Dealer’’ 
4539 Chestnut St. 


Philadelphia, Pa. 
Wire or Phone ALlegheny 4-4450 


MORE $$$ FASTER 
EVERY FRIDAY 


(DEALERS ONLY) 
QUINCY AUTO AUCTION 
Held at Broadway Motor Mart 
(ill, BR, 104 at 32nd St.) 

3200 Broadway, Quincy, Ill. 
Phone 3200 
“CHARLIE”? THALE, Owner, Operator 


@ 8 Acs. Parking Space 
@ Plenty of Action e Top Auctioneers 
@ Modern Building ¢ Friendly Service 


A Wonderful Sale! 
We Reserve Numbers — Phone, Wire, Write 


e Cars Galore 





LARGEST PENNSYLVANIA 


AUTO AUCTION 
EVERY FRIDAY NOON 
In the Heart of Lancaster County 
Low Mileage, Clean Cars 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 
& AUCTION, INC. 
Phone 202-W4 


Aurora AUCTION Sales 


aT 
NEW LOCATION 
U. 8. Route 30 (Joliet Road) 
EVERY MONDAY 
* 11:00 A.M. Promptly 
BUY - SELL - TRADE 


This Sale Known for Plenty 
Late Model Automobiles. 


Fly or Drive to 
AURORA AUCTION SALES 
AURORA, ILLINOIS 
Phone 31512 


Ted liseman, Owner 
id 


Dutch’’ Stewart, Auctioneer 
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AUTO AUCTION 


HOgarth 8400 | Only One of Its Kind in This, the World’s 


Greatest Auto Market 
Metropolis of 8,000,000 
Sales Every Wednesday at 1 P.M. 
Consignments Accepted 
$5 a Unit $15 If It Sells 
A. D. X. 


Bridge Piaza South Corner 22nd St. 
Long Island City, N.Y. C. 
10 minutes from Times Square 





AUCTION | 


(Auto Dealers Only) 


EVERY WEDNESDAY 


JOHN CORRIGAN 
Auctioneer 
GEO. CASSIDY 
Manager 
Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 
AUCTION, INC. 
1050 East Sist St. Chicago, Ill. 


‘Chicago Is the Place to Buy Your Cars’’ 


AUTO AUCTION 
EVERY THURSDAY 
Beginning at 1 P.M. 


WHOLESALE ONLY 


Located 2 miles East of Clarion, Pa., Rt. 
$22. 1 mile from Clarion Airport. 84 miles 
North of Pittsburgh, 93 miles South of Erie. 
Call from the airport if you fly in and we 


will pick you up. 
Evan Metcalf—Auctioneer 


WALT CHAPMAN AUTO 


AUCTION 
Strattanville, Pennsylvania 





AUTO AUCTION 
TIM ANSPACH 
Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY. . . 12 NOON 








AUTO AUCTION 


DEALERS ONLY 
Sale Starts at 11 A.M. (C.S.T.) 


Every Thursday 
> 


MANEY MOTOR CO. 


Murfreesboro, Tenn. 









WHEELING, ILL. 
25 Miles North of Chicago 


AUTO AUCTION 
(Wholesale Only) 


Every FRIDAY ... 12 Noon 
RAIN or SHINE 


BALANCE YOUR STOCK 
BRING CARS TO SELL 
BUY CARS YOU NEED 
OPEN 24 HOURS 


Inside comfortable sales arena — Large 
outside Pavilion - Unlimited parking 
facilities — Always a fine selection of 
cars —- Transport facilities available. 
Drive, fly or take bus to Wheeling, 
25 miles north of Chicago on Route 
45 (Milwaukee Ave.), Palwaukee 
Airport 2 miles. Phone 348 for hotel 
reservations. 


WHEELING 
AUTO AUCTION CO. 


John W. Corrigan, Auctioneer 
“DEALERS COAST TO COAST ARE 
WHEELING TO WHEELING” 






915 N. Illinois St. 


Phone 32 
—_—————————————————————— 


1545 W. Madison St. 





FOR SALE: 
















WHOLESALE!!! 
1946 to 1949 Cars 
SAM GREENFIELD CO. 


6619 Euclid Avenue 
Cleveland 3. Ohio 
Phone UTah 1-2277 


1701 State Street 
Cuyahoga Falls (Akron). Onto 


Phone WAlbridge 2145 





Ken Schaefer's — 100°) Dealer 
AUCTION 


Inside a Comfortable Building, Every 
THURSDAY 








Reliable—Fair—Honest—Protective Service 


Right in the HEART of 
INDIANAPOLIS, INDIANA 
“The Great Mid-West Market’’ 
Phone Lincoln 5383 








AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 


‘% Mile East of Illinois State Line 
On Route 30 


EVERY FRIDAY 11 A.M. 
Running Over 150 Cars Each Sale 
Strictly Wholesale 
Dealers Buy—Dealers Sell 


Buyers coming in by plane or train— 

call—we will meet you, Hotel accom- 

modations available, transportation fur- 

nished. Call early for reservations. 

Transports available to move cars. 

Geo. Lawson—Owners—Bud Fennema 
DUTCH STEWART, Auctioneer 


Dyer Auto Auction 
Phone 4111-4051 Dyer, Ind. 


Res.: Chicago Heights, Ul. 5268Y3 
and Lansing 173-M 





NEWEST and BEST 


AUTO AUCTION in the EAST 
DEALERS ONLY 
AUCTION EVERY THURSDAY 
i P.M... . RAIN or SHINE 
FITZPATRICK MOTORS 
1660 East Main Street 
WATERBURY 71, CONN. 
Telephone Waterbury 4-4841 


TOM WEBSTER’ BILLIE FITZPATRICK 





TRUCKS WANTED 


WE ARE INTERESTED in buying late 


model used trucks and cars. Any make 
from % ton to 15 ton. We go anywhere. 
Call Estebrook 2660 or write to Fred 
Bedford, 534 No. Cicero Avenue, Chicago 
44, Illinois. 


LATE MODEL 
NEW OR USED TRUCKS 


Any type or style 

Any quantity 

Must be in perfect condition 
Will travel anywhere 


Call, Wire or Write 
CHICAGO TRUCK SALES 
CHICAGO 24, ILL. 
Tel. MANsfield 7772 





TRUCKS FOR SALE 


New 1948 2-ton GMC truck 
equipped with heavy-duty Holmes wreck- 
ing equipment, body and heavy-duty front 
end winch—will handle anything that 
rolls on the highway. Will sacrifice for 
immediate sale. Harry Martin, 700 N. E. 
10th Street, Fort Lauderdale, Florida. 


PARTS PANEL TRUCK — GMC, E.F. 


model. Fully equipped with new bins. 
Less than 4,000 miles. $2,900. Box 2507, 
c/o Automotive News, Detroit 26. 

















134-INCH FORD C.0.E. PARTS VAN— 


Completely reconditioned '39 model, steel 
shelving, good tires and body. Van di- 
mensions (inside): length 12 ft. 11 in.; 
width 6 ft. 4% in.; height, 5 ft. 10% in. 
What do you offer? Will accept passenger 
car, Ford pickup or up to 1-ton Ford 
panel, steam cleaner, or we are open to 
offers. Dan Coppin, Inc., 1010 W. Dunk- 
lin, Jefferson City, Mo. 


4 NEW LaTOURNEAU MD. D. TOURNA- 


PULLS — Tournapull complete with Q 
scraper and model A tilt dozer, 2-wheeled 
self-propelled tractive units, scraper ca- 
pacity 2.3 yards, self-loading, unloading 
and leveling, bulldozer equipped, rubber- 
tired for fast operation. Will consider 
trade-in of other equipment. Herb Spin- 
dier Company, 2901 W. Superior St., 
Duluth, Minn, 
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PARTS FOR SALE 
FORD PARTS shipped anywhere. Cali, 


write, phone. Tranter-Williams Motors, 
Inc., 4016 Allston Ave., Cincinnati 9, 
Ohio. Melrose 7275-6-7. 


following new trim items 
available—immediate shipment at dealer's 
cost. Will sell separately. Group No. 
14.878, part No. 4136348, front seat cush- 
ion. Group No. 15.033, part No. 4161710, 
rear seat cushion. Group No, 14.799, part 
No. 4161247, front seat back rest. Group 
No. 14.999, part No. 4148527, rear seat 
back rest. For Pontiac 1946—2609, Body 
No. P21531, trim No. 70. Paddock Pon- 
tiac Co., 520 N. Main St., Dayton 5, Ohio 


Woody Pontiac 
Sales 





____ TRUCKS FOR SALE 





Largest Pontiac and G.M. 
arts Dealer in the 
Midwest 
We Carry a Large Stock of 
Fenders, Grilles, Bumpers, 
Doors, Panels 


DIAMOND T 
Model 201 


This is a brand new truck, 
equipped with a St. Louis 
Herman milk delivery body, 
painted white. Immediate 
delivery. : 


GREGO BUICK CO. 


2400 S. Washington 
Phone 3040 Vicksburg, Miss. 


Fisher Body 
Replacement Parts 


Send Us Your Order: 
Filled same day received 


12140 Jos. Campau 


DETROIT 12 
Telephone: 
TWinbrook 11600 








BUSES FOR SALE 


uATEST MODEL. 40-passenger, F-5, V-8 
Ford Superior new bus. Present invoice. 
Swanson Motors, Phone 666, Woodstock, 
Illinois. 


BUSES FOR SALE—New 1947 Dodge 2-ton, 
54-passenger school bus. 825x20 tires all 
around, large Evans heater, blower type. 
Will meet safety requirements for any 
state. $1,500 discount. Davidson Brothers 
Motor Co., Inc., 709 N. 7th St., Kansas 
City, Kans. 








LARGEST STOCK 


BUICK PARTS 


Wholesalers: We Are Quantity 
Shippers .. . Same Day Service 
On Mail Orders and Inquiries 


BRAND NEW 48-passenger (school chil- 
dren) Ford buses with Superior bodies. 
Deliver anywhere wholesale. Box 457, 
Lewes, Delaware. 


___ PARTS WANTED» 
WANTED—-Right door 1941 Dodge coupe. 
New or used, in good shape. Dunham 


Motors Corporation, Box 55A, Charleston, 
S. Car. 


WANTED for Packard 1940, model 110 
coupe, one front grille, one left door, one 
rear bumper. State price and condition. 
P. O. Box 7051, Newark 7, N. J. 

WANTED — Left front fender for 1937 
Studebaker-Dictator, model 6A, part No. 
265510. Siebelts Motor Sales, Inc., 3504 
Hudson Blivd., Union City, N. J. 











All Shipments on C.O.D. Basis 





ROBERTSON BUICK CO. 
“EDGE OF THE LOOP” } 
1000 S. Wabash 
CHICAGO 5, ILL. 
Phone WABash 1030 








NEW OR GOOD USED rear fenders and 
box for 1941 Chevrolet %-ton pickup 
chassis. Douglas Henderson, Greenwood, 
South Carolina. 


In the Heart of the Nation — Fort Wayne, Ind. 
11:30 A Bring your cars or send them Monday, Monday 

- on** Nite or Tuesday A.M. Our guarantee: You must 
be satisfied. Call us for Hotel Reservations: 


EASTBROOK 1254 


FORT WAYNE AUCTION CO. 


(WEBSTER-MARKER MOTORS) 


Owners: CARL E. MARKER - DENZIL V. WEBSTER 
COL. CARL E. MARKER, COL. LEE DRAWHORN, Auctioneers 
FORT WAYNE, IND. 








BUY AND SELL 


With “Mac, the Liberal Scotchman” 
(Archie McClelland) 


AUCTION 


EVERY THURSDAY (1 P.M., E.S.T.) 
(DEALERS ONLY) 


CHARLIE “WHEEL AND DEAL" McCARTY 
(PROMOTER) 


H. C. TURNEY AUTO SALES 


156 E. CENTER ST. ... AKRON, OHIO 
Phone BL. 3127 





| 





























University 2-8457-8 University 1-9773 


DETROIT AUTO AUCTION 


“The Hub of the Industry” 
EVERY FRIDAY — 12 NOON — RAIN OR SHINE 


COL. CARL E. MARKER 
America’s Acc Auctioneer 


Bring your cars or send them Thursday, Thursday night 
or Friday A.M. OUR Guarantee: You must be satisfied! 
CALL US for reservations and accommodations. 


C&M MOTOR SALES 
14550 LIVERNOIS 






























DETROIT DETROIT 
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BUY YOUR STOCK OF USED CARS 


AT OR 
Horseheads Auto - 
AUCTION 
Phone 274 
Horseheads, N. Y. 
Every Friday 
At Noon 


TWO OF THE LEADING AUTO 
AUCTIONS IN THE EAST 


DEALERS ONLY 


Both of these auctions are conducted by the same management. So 
you know you will receive the best of service and accommodation. 


Horseheads, N. Y., and Danville, Pa., Auto Auctions 
Ronald D. West — Owner 


Jos. E. Johnson — Auctioneers — Tex Rickard 
e 
ASK FOR OUR WEEKLY MARKET REPORT 


Indiana’s Most Complete INDOOR 
AUTO AUCTION 


Sure! All the cars inside too! Under one roof! 
Your cars will stay clean — Clean cars bring you more money. 


Indiana State Fairgrounds 


Manufacturers’ Building (100,000 Sq. Ft.—$500,000 Building) 


Tuesday, Sept. 21... 12 Noon (C.S.T.) 
(and Every Tuesday Thereafter ) 


BROTHER! THAT FAMOUS AUCTIONEER IN PERSON! 


PAT PATTERSON 


Hear Pat, See Pat... Pat Wants To See You! 


MAKE THIS YOUR AUCTION—IT IS YOUR AUCTION 
RESERVE YOUR NUMBERS NOW—Phone Lincoln 2765 Indian- 
apolis, wire or write. Low auction fees $5. ~ — $12.00. 
TRANSPORTS—DRIVEAWAY MEN—RAIL SHIPPING 
CLEAN-UP SERVICE, WASHING, POLISHING, TIRE and 
BATTERY SERVICE AVAILABLE 

HOTEL RESERVATIONS MADE ON REQUEST. 
BRING CARS MONDAY, MONDAY NIGHT or TUESDAY 
MORNING. For Dealers Only. 


INDIANA AUTO AUCTION, INC. 


Indiana State Fairgrounds, 1300 E. 38th St., 
Indianapolis, Indiana 
Del Wilmeth, Sec.-Treas. 
Call Lincoln 2765, Wire or Write 


On! 


Ray Gillis, Pres. 





LOOK! LOOK! 


Columbus’ Only Auto Auction 


EVERY FRIDAY .. 
Olentangy River Road and Goodale Street 
COLUMBUS, OHIO 


Art Grandi, Auctioneer - - . 
AD-4403 


LOOK! 


- 12 NOON 


Joe Knop, Salesmanager 
AD-4403 








EVERY THURSDAY — 12 NOON 
WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 


AT EARL A. SCHOTTS 
2300 READING ROAD CINOINNATI, OHIO 


Tel.: Woodburn 3060-0392 
Auctioneer: Pat Patterson 














- PARTS FOR SALE 


REBUILT TRANSMISSIONS, 
Fords, '29-'31, $15; ’32-'39, $25; '37-'39, 
$25; 60 H.P. Plymouth, Dodge, DeSoto, 
Chrysler not O.D., $25. Other prices 
quoted on request. Prompt shipment. 
Known from coast to coast. Kennys Auto 
Wrecking, U.S. Route 25, Lima, Ohio. 


WHOLESALE PONTIAC PARTS — Large 
stocks of hard-to-get parts; body and 
fender parts for all models. Fast service, 

Walter H. Schultz Pon- 

Trenton 8, N. J 


out right. 


liberal discount. 
tiac, 16-20 Passaic St., 


OLDSMOBILE 


And All General Motors 
PARTS AT WHOLESALE 


$100,000 INVENTORY 
LIBERAL DISCOUNTS 





Hoods Core Supports 
Grilles Hydramatic Parts 
Hub Caps Shock Absorbers 
Fenders Distributors 

Gas Tanks Carburetors 
Trunk Lids Steering Wheels 
Fuel Pumps Clutch Parts 


And Many Other Items 
Orders Filled Same Day Received 


SELMI MOTORS, INC. 


LARGEST OLDSMOBILE PARTS 
DEPOT IN EAST 
15th St, ladelphia, Pa. 


3431 N, Phi 
Tel, Baldwin 9-0352 and 9-7295 








CADILLAC-OLDSMOBILE 
PARTS and ACCESSORIES 


DISCOUNT TO DEALERS 


RUND MOTORS, INC. 
Detroit 8, Mich. 





TRUCK EQUIPMENT WANTED 


TRUCK CAB WANTED: Cab complete— 
for 1946 Chevrolet COE 1'/,-ton—new or 
used, If used, advise condition. Charles 
H. Jenkins & Company, Aulander, N. Car. 


~ ‘RUCK EQUIPMENT FOR SALE 








|NEW FORD TRUCK CABS 


i 





1948 and 1949 Models F1-F8 


Complete with Instruments, Wiring 
and All Accessories 
WHILE THEY LAST! 
$395 
CHICAGO TRUCK SALES 


4545 W. Madison St. CHICAGO 24, ILL. 
Tel. MANsfield 7772 





AUTO EQUIPMENT FOR SALE 





AUTOMOTIVE TOW BARS 
TOW BAR SALES COMPANY 
Factory Distributors 


100 8S. CLINTON ST. 
ANDover 8888 


CHICAGO 6, ILL. 
DORchester 8373 





SHOP EQUIPMENT FOR SALE 


IMMEDIATE DELIVERY—New steel parts 
bins, hundreds in stock, set up, wrapped 
and cartoned for immediate delivery. We 
also have available new and used lockers, 
new benches. Parker vises, tool boxes, 
Biack & Decker electric tools and grind- 
ers, Lyon tool toters, tool stands, paint 
storage cabinets, drawer files and hun- 
dreds of other items too numerous to 
mention. We ship everywhere. Write for 
‘In Stock’’ bulletins and tell us what 
items in particular you require. All re- 
quests cheerfully acknowledged. We 
stock what we _ sell. Machinery and 
Equipment Exchange, 3400 W. Fort St., 
Detroit 16, Mich. Telephone TAshmoo 
5-2310. 

BRAND NEW, GUARANTEED push-button 
10-station amplifier intercom systems, 110 
volt, AC-DC. Ideal for auto agency, 
service stations, used car lots, garages. 
You talk to any part of your building or 
yard. Ten-station capacity. Master sta- 
tion can call one or all sub-stations. Sub- 
stations can originate calls to master. 
Outfit complete—-master station, one sub- 
station and 100-foot cable (terminals are 
numbered, anyone can install), original 
factory cartons. List price $80; our price 
$35. Additional sub-stations $5.65; wire, 
$4.50, 100 feet. All equipment guaran- 
teed, brand new TranSea surplus. Margin | 
does not allow for bookkeeping, send your 
check. Price only $35 complete F.O.B. 
TranSea Corporation, 5363 West 
Blvd., Los Angeles, Calif. 


ACCESSORIES FOR SALE 


AUTO SEAT COVERS SPECIALIST. Cus- 
tom built to order. Any year car. Cata- 





Pico 





logue and materials sent on request. Dis- 
tinguished creations over 20 years. Also: 
carpet, leatherettes, mats, fabrics. Bos- 


ton Big Buck Products Ca, 278 Cam- 
bridge Street. Boston. Mass. 
rs WILL TRADE ee 
WILL TRADE 1947 Ercoupe with 2-way 
radio for new Ford, Chevrolet or Plym- 
outh. 637 Warren St., Huntington, Ind. ; 
phone 2041. 


MISCELLANEOUS 
GOLD MEDAL MIMEOGRAPHING — Im- 


proves customer follow-up. Specializing, 
letters, lc government postcards. High 
quality. Low prices. MACKID, 81 Dales, 
Jersey City 6, New Jersey. 

ENGINE REBUILDING —- Crankshaft 
grinding and _ metalizing. John P. 
Hughes Motor Co., Inc., 300 Commerce, 
St. Lynchburg, Virginia. 
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AUTO AUCTION 


DETROIT’S BIG INDOOR AUCTION 
Held in Comfortable Sales Arena of 20,000 Sq. Ft. 


WEDNESDAY, SEPT. 15th . . . 12 Noon (DST) 


(And Every Wednesday Thereafter) 


@ Col. Bill Nagy, Auctioneer, “Michigan’s Best” 
@ Auction Arena in the Heart of Downtown Detroit 
@ Low Auction Fees—$5.00 and $10.00 


@ Open All Night—Bring your cars Tuesday night or 
early Wednesday 


@ Hotel Reservations Made Upon Request 


APTCO AUTO AUCTION 
124 SPROAT ST. 


(Between Cass and Park Aves.) 


DETROIT 1, MICHIGAN 
TEmple 3-2044. TEmple 3-3129 











OLDSMOBILE PARTS 


We Carry the Largest Stock of Slow-Moving 
Parts in the U.S.A. 


UP TO 40% DISCOUNT 


Fast or Slow Moving, We Have Them in Stock. 
Order Today by Wire, Phone or Mail. 


TREVELLYAN OLDSMOBILE, Inc. 


315 South Capitol Phone 2-1127 
LANSING 25, MICHIGAN 





DID YOU KNOW that each Friday, rain or shine, 
one of the largest and best automobile auctions in 
the world today is held at Joplin, Missouri, the Cross 
Roads of America, where the East meets the West? 
We also keep six buyers on the road at all times. If 
you have any new automobiles or new trucks for 
sale, contact Hi-Dollar Joe at Joplin, Missouri. He 
will have one of his men call upon you at an early 


date. We need new automobiles and trucks, lots of 
them. We are not interested in anything except new 
merchandise. 


JOPLIN AUTOMOBILE 
AUCTION COMPANY 


1610 E. 7th Street JOPLIN, MISSOURI 
Phone 4600 
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NEW SUBSCRIPTION ORDER| 


| 

| 

| 

Send Automotive News to Address Below | 
for One Year $8 [_] or Two Years $14 [[] 1 
| for which check is attached [_] or send bill [_] 
AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
| 
| 
| 
! 





TRADE CONNECTION: 
Truck Dealer [) 
Insurance [) Financial [) 


| 
| 
! 
Manufacturer [} 1 
Supplier [ 
| 

| 

| 





Chrysler... 


takes care of 
the parts and service business! 


with another smash four-color double spread in 
national magazines reaching millions more readers! 


APL ke aL Cure:-Of OUT OtOn 
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With a salute to the American farmer, key to 
national strength and prosperity, Chrysler again 
dramatizes the friendly philosophy of car care which 
has done so much for the parts and service business 
of Chrysler-Plymouth dealers. This campaign back- 
ing the dealer is producing amazing results. By the 


thousands, requests pour in for reprints. Never be- 
fore has “‘service”’ advertising been framed and hung 
on the walls of homes, offices, schools, and clubs all 
over America. “‘We aim to take care of our own” 
not only sells . . . but it builds good will at a critical 


time in the industry’s relations with the public, 
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